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Non-Entry Company 
Losses Must Be 
Paid | By Brokers 


Superintendent Beha Presents New 
Idea In Supervision Of 
Insurance Here 


HIS CLUB IS LICENSING 


Complaints Pour Into Department 
About Italian Companies And 
Others Non-Authorized 


A brand new kink in insurance super- 
vision has been disclosed at the New 
York Insurance Department. Where in- 
surance brokers are instrumental in hav- 
ing risks placed in unauthorized compa- 
nies and there is a loss, Superintendent 
Beha is taking the position that they 
must pay the losses out of their own 
pockets, the alternative being revocation 
of their brokerage licenses. Some of 
these losses have already been paid. 

At the present time complaints about 
the inquiries concerning five insurance 
companies are pouring into the New 
York Insurance Department. The names 
of these companies are as follows: 

Anchor Insurance & Investment Co. 
of London. 

Continental Syndicate of Insurance 
Companies, llorence, Italy. 

International Fraternal 
Company, Naples, Italy. 

United Society General Transporta- 
tion Assurance Corporation, Naples, 
Italy. 


Insurance 


Lancashire & General, London. 
Not Authorized Here 


The Anchor Insurance & Investment 
Co. is managed on this side of the water 
by a man in Montreal who has the title 
of North American’ manager. 

The insurance in the Italian compa- 
nies was sold largely by a broker who 
has offices in Philadelphia and in Wil- 
mington, Del. 

None of the five companies mentioned 
above is authorized to transact an in- 
surance business in New York State. 

Considerable insurance is also written 
in some of these companies from an 
office in Jersey City. 

The letters coming into the New York 
Insurance Department office are based 
on two angles: One set comes from peo- 
ple who have had losses; the other from 
banks saying that clients are asking them 
about the validity of their insurance. In 
the case of losses the Department ob- 
tains from the assured the name of the 
broker and he is summoned to appear 
before LaVerne Wood of the complaint 
bureau. If it is proven that the broker 
directed the assured to New Jersey or 
elsewhere to obtain the insurance he is 
regarded as having just as much re- 
sponsibility as if he had placed the in- 
surance in New York State. In cases 
where insurance is written in New_Jer- 
sey without connivance of New York 

(Continued on Page 16) 





























PHIOENIX. 


Assurance Company, Ltd. 
of London 


100 William Street, New York 


A corporation which has stood the test 
of time! 144 years of successful business 
operation. World-wide interests. Abso- 
lute security. 


Excellent Service and Facilities 


PHOENIX 


Indemnity Company 
123 William Street, New York 
































In this year of celebrating the 150th anni- 
versary of national independence, the Insur- 
ance Company of North America completes 
its 134th year of insurance service. 


Because of this proven dependability, and 
the efficiency of its protection and service, it 
has the preference with progressive agents 
everywhere. 





Insurance Company of 


North America 
Philadelphia 
and the 
Indemnity Ins. Company of North America write 
practically every form of protection except life. 

















A Hearty Welcome! 


The great City of Philadelphia is host to the Nation during these months 
of celebration of the one hundred and fiftieth anniversary of the signing of 
the Declaration of Independence, and it is commemorating that momentous 
event by a Sesqui-Centennial Exposition of notable character, which is the 
historical successor of the Centennial Exposition of 1876. 


The Home Office of the PENN Mutuat is on famous Independence Square 
in Philadelphia, facing Independence Hall, where the Declaration was signed 
and where hung, and now reposes, the sacred Liberty Bell. We have a 
hearty welcome for life underwriters who are visitors to Philadelphia during 
these festival months. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 
Organized 1847 

















Priddy May Cut 
Loose and Become 


Leading U.S. Agent 


Despite Other Activities N. Y. Life 
Man Will Pay For $5,000,000 
In 1926 


SURPRISING WRITING RECORD 


Agent May Give Up All Outside 
Activities And Devote Him- 
self Exclusively To Production 





When the new World War Memorial 
Hall of Virginia Polytechnic Institute 
will be dedicated tomorrow among those 
who will breathe a sigh of relief at the 
completion of this important undertak- 
ing is Lawrence Priddy of the class of 
07. 

In the program of the dedication ex- 
ercises will appear a full page picture 
of Mr. Priddy with the following de- 
scriptive matter underneath: “Lawrence 
Priddy, whose personal generosity, whose 
loyal service and whose zealous leader- 
ship for the development of his Alma 
Mater have made possible the World 
War Memorial Hall, and have inaugur- 
ated a new era in alumni relationships 
for the Virginia Polytechnique Insti- 
tute.” 

Five Years of Work 

Mr. Priddy’s sigh of relief—it is also 
a sigh of contentment—is caused by the 
fact that for five years he has been de- 
voting a considerable part of his time to 
lining up the alumni to raise the cost of 
the building, which was more than $350,- 
000. The program describes his work 
in brief as follows: 

“Forty-two per cent. of the alumni of 
the Virginia Polytechnic Institute were 
enrolled in the service of their country 
during the World War, twenty-four 
made the supreme sacrifice, many were 
wounded, and twenty-one were cited or 
decorated for gallantry and_ heroism. 
Records show the names of 2,297 alumni 
in the army and navy service, and 425 
others in essential war industries, a large 
proportion of the former holding com- 
missions of all grades from brigadier- 
general down. 

“In May, 1922, the institution celebrat- 
ed its semi-centennial. Large numbers 
of alumni attended the exercises. Mr. 
Lawrence Priddy, of the class of 1897, 
inaugurated a campaign for funds with 
which to erect a World War Memorial 
Hall. Long and arduous toil, sacrificing 
many days from his own business inter- 
ests, finally brought him success, ana 
the campaign has gone into the history 
of American college alumni undertak- 
ings as a remarkable one.” 

Big Production Year Despite Outside 

Work 

Despite these duties for his Alma Ma- 
ter, his work for the Committee on Good 
Practices of the Life Underwriters’ As- 
sociation of New York and many other 

(Continued on Page 9) 
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/ETNA CASUALTY & SURETY CO. 











Some of the New Attna Liability Advertising Folders 


I hE VERY worpd*‘ Liability’’ implies the need for protection. 
As occasions of liability increase, so must liability insur- 
ance keep pace with the need. For only liability insurance 


pany has met the growing demands __ freely offered our agents. Folders 
forthislinewith special policyforms and booklets together with sug- 


tocover the various typesofliability. — gested letters to different classes of 
The financial solidity of the — prospects are provided. 

/Etna and its record for prompt Vhe A€tna-izer Supplements 

settlement of claims are recognized = are a library of underwriting 

wherever insurance is known. information and sales inspiration. 


It Certainly Pays to be an Attna-izer 


ASTNA LIFE INSURANCE COMPANY 


Accident and Liability Department 


AUTOMOBILE INSURANCE COMPANY of Hartford, Conn. 





can adequately offset the tremendous liability verdicts | 
of today. 
The Aétna Life Insurance Com- Furthermore, sales helps are 





STANDARD FIRE INSURANCE CO. 
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Abraham Seff Makes 
N. Y. Life Club Record 


PAID OUT $3,056,375 IN A YEAR 





In Club Since 1916; List of Leading 
Vice-Presidents; Alexander Dumas 
One of Them 





Abraham Seff, president of the $200,- 
000 club of the New York Life, has been 
a persistent worker ever since he joined 
the company’s forces, which was in 1912, 
and has made the greatest presidential 
record in the history of the club, paid 
in insurance in the club amounting to 
$3,050,375, made up of 93 applications, 
averaging nearly $33,000 apiece. He has 
been a member of the year club since 
1916, six times in the top section, once 
as department vice-president and now 
in the highest position with the greatest 
record. 

Mr. Seff Is a New York Man 

There are five vice-presidents at large, 
with Alexander Dumas of the Seaboard 
branch leading in production. Mr. Du- 
mas started as an office boy with the 
company at 340 Broadway. He was ap- 
pointed an agent in 1909 and was a mem- 
ber of the $100,000 club the first year 
of his appointment as an agent. In 1911 
he became a member of the $200,000 
club and has been a member of it ever 
since. 

Other vice-presidents at large include: 
Chris Allen of the New Hampshire 
branch, with a total of over $2,000,000; 
Arthur T. Jarvis of the Nashville branch, 
with a record of $1,555,000; Joseph 
Schwartz of the Manhattan branch, with 
a production of $1,287,459, and Philip S. 
Rosen of the Variderbilt branch, with a 
record of $1,254,000. 

Mayer Gang leads the vice-presidents 
of departments with a production of 
$1,207,121. He is connected with the 
Greater New York branch. Other mem- 
bers of the same department include 
Joel Hershman of the Atlantic depart- 
ment, with a production of $1,166,000; 
Charles J. Morris of the Central depart- 
ment, with a production of $1,071,344; 
Charles H. Webster of the Eastern de- 
partment, with a record of $1,068,200; 
M. C. Salassa of the Charlotte depart- 
ment, with a production of $1,041,083, 
and J. S. Kibrick of the Northeastern 
department, with a record of $979,479. 

Also Joseph P. Mendonca of the Pa- 
cific department, with a record of 
$833,750; Max E. Sanders of the Great 
middle department, with a production of 
$778,499; Harry H. Bandy of the Mont- 
gomery branch, with a record of $761,- 
875; Peter F. Barry of the northwest 
department, with a production of $759,- 
442; Thomas ‘I. Gaddy of the southwest- 
ern department, with a record of $556,- 
334, and Fred C. Moser of the western 
department, with a production of 
$452,500. 

In the top division there are 236 agents 
who paid in the club year for more than 
$400,000, they being the leaders among 
more than 9,800 agents of the company. 
Their average was $597,120 and a grand 
total of $140,920,459. 


COFFIN AT BANQUET 








One of Speakers at Last Thursday’s 
Hotel Astor Dinner; Enjoys 
His Work Here 

Vincent B. Coffin, the new director of 
the Life Insurance Training Course of 
New York University, made his first ap- 
pearance before the Life Underwriters 
Association of New York on Thursday 
night of last week. He said the ques- 
tion had frequently been raised, “Is the 
agency system vital to life insurance ?” 
He thought it was as long as individual 
needs had to be fitted to the prospect, as 
long as clients needed a personal serv- 
ice. He had good words to say about 
the size and influence of the New York 
Association; about the influence and 
benefits of sales congresses; about the 
desire here to be educated. 

He said he was glad he came to New 
i City and was enjoying his work 
ere, 











ITS AIMS 


T HE aims of life insurance are 

high, and the things it teaches 
are practical, but the life insurance 
salesman who possesses a good know’ 
ledge of his subject, but is minus 
the quality of persistency, is caged 
in and is not a liberal distributor 
of a most comforting message. 


re the job. When the 

hankering comes for success, 
remember that is what ‘you saw 
with your mind’s eye the day you 
signed up. If you have been pre- 
paring all this time for a ten strike, 
there is no power on earth that can 
stop you from making the grade if 
you dre sufficiently energetic and do 
not lack in persistency. 


The Prudential 


Insurance Company of America 
Home Office: Newark, New Jersey 


Epwarp D. Durrietp, President 


) STRENGTH OF / 
GIBRALTAR! 








Reliance Life Add 
Three Vice-Presidents 


ALSO CREATE TWO POSITIONS 


Rapid Growth of Comnany Attributable 
Reasons for Developments in 
Executive Organization 





Announcement has been made by the 
Reliance Life of the establishing of three 
additional vice-presidents which involves 
the promotion of E. G. McCormack, 
former general manager of the company ; 
O. M. Eakins, M. D., formerly medical 
director, and L. P. Gregory, former as- 
sistant secretary in charge of the com- 
pany’s accident and health department. 
The announcement further states that 
James H. Layton, former auditor of 
agency accounts, has been promoted to 
assistant secretary of the company, and 
William F. Aull as assistant treasurer, 
both positions having been created. 


_For thirteen years Edward G. Mc- 
Cormack has held the position of gen- 
eral manager of the company. He re- 
ceived a public school education and be- 
gan his business career as a druggist in 
Bowling Green. Entering insurance un- 
derwriting with an Eastern company in 
its local office he was succissively ap- 
pointed instructor of agents and agency 
director of that company at Evansville, 
Ind. In 1908 he was appointed super- 
visor of the Reliance Life in its Ken- 
tucky and southern Indiana departments 
with headquarters in Louisville. Direct- 
ly thereafter his rise to the position of 
assistant general manager at the home 
office followed. Later, he was appointed 
superintendent of agencies with head- 
quarters at St. Louis in charge of field 
organization in the middle west territory 
and, during September, 1912, was ap- 
pointed general manager. 

Dr. Eakins, upon graduating from Har- 
vard and the College of Physicians, Co- 
lumbia University, began his medical 
career in the United States Navy and 
subsequently served in India as assistant 
medical director of a New York insur- 
ance company. Coming to the Reliance 
Life in 1909 his tenure in charge of this 
company’s medical department has been 
a notable one. ; 

. P. Gregory was graduated from 
Cornell University in the class of 1901 
with an A.B. degree. While in college 
he was a member of the Cornell Glee 
Club and the Sigma Chi Fraternity and 
after leaving college, removed to Kansas 
City, Mo., where he entered the local 
office of the United States Casualty. 

In May of 1902 he was called to the 
Home office and after three months of 
investigating liability claims in New 
York City, was given the position of un- 
derwriter in its accident and health de- 
partment. In 1904 he was made assist- 
ant manager of this department which 
was followed by this promotion to that 
of adjuster of accident and health claims 
in 1906. He held this position until Oc- 
tober of 1911 when he came to the Re- 
liance Life as superintendent of its dis- 
ability department. His early experience 
with the company was devoted to the 
drafting of accident and health policy 
forms, and the establishment of admin- 
istrative systems and procedures inci- 
dent to the creation of the company’s 
new accident and health department 
launched a few months later. In June 
of 1924 he was made assistant secretary 
of the company, which position he has 
held until his promotion to the vice- 
presidency. Mr. Gregory is a member 
of the Pittsburgh Athletic Association, 
Field Club, Keystone Athletic Club and 
the Cornell Club of Western Pennsylva- 
nia. 

James H. Layton was educated at Du- 
quesne University in Pittsburgh and in 
1905 began his business career with the 
United Engineering Company in this 
city. One year later he came to the 
Reliance Life, serving in a clerical ca- 
pacity. Working through the various 
departments of the company in the 

(Continued on page 13) 
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THE DEMAND for INSURANCE | 3 


Intelligent men are no longer oblivious to the need for life insur- th 
ance. They recognize its value. They expect to look into the matter Ul 
when they have leisure, or when they have paid their debts, or when ; 
they have saved a little money. Or they do not know how to go about ap 
getting insurance, or defer action because they do not know precisely ' 
what kind will provide best for their particular needs. But when an : de 
agent comes to such men they will be in a receptive mood, and argu- 








ment and persuasion will be superfluous. It is not necessary to urge a th 
hungry man to eat, or a thirsty man to drink. But if the agent offers P 
for family protection a policy payable in one sum simply because that is y> 
his habit, and because he thinks it is easier than to advocate something ; @ 
that is new, he and not his clients will be to blame if misfit policies are ; 2 
applied for. | a 
is M 

Every competent business man is careful to distinguish between oe Sea 
principal and income. And if he spends any of his principal as if it were TI 
income he will feel that he has committed a crime and will be uneasy : ch 
until the crime has been atoned for. But a woman, whose experience i 
has been limited to the spending of income, is in danger of regarding a | ¢ 
round sum paid by the insurance company as income to be spent, and f . 
not capital to be invested. . 3 


It is probable that more money is lost through the honest but mis- fon 
guided advice of relatives and friends than in consequence of fraud. ie 
And most wives are ready to lend their money to their husbands, or os 
risk it in the business ventures of brothers, sons or neighbors. 


These are some of the reasons why husbands and fathers should 











be advised to have their insurance paid in the form of an income and a 
not in a single sum. 
p 

THE EQUITABLE LIFE ASSURANCE ’ 
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SOCIETY OF THE UNITED STATES 
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Blind, Lame, Poor Can 
Win Success, Says Woods 


NO EXCUSE FOR OTHERS TO FAIL 





Pittsburgh General Agent Makes Appeal 
Here for Industry and Self 
Development to Limit 


Edward A. Woods, the brilliant, crea- 
tive general agent of the Equitable Life 
Assurance Society in Pittsburgh, 
is the author of ideas which have sold 
tens of millions of insurance, could have 
retired years ago on his laurels if he had 
so desired. But this veteran is a long 
way from retirement and the 
his general agency are more ambitious 
than ever. A frequent visitor to New 
York he has not talked before the Life 
Underwriters’ Association in this city 
time. He remedied that on 
Thursday night of last week when he 
appeared for an hour at the Hotel Astor 
meeting of the association and gave an 
address which will rank with any he has 
delivered in the past. 

Holds Audience Enchanted 

James FE. O'Neill, one of the tyros in 
the business and in the John M. Richle 
Agency of the Equitable, told The East- 
ern Underwriter that he had _ gotten 
more out of Mr. Woods’ talk at the 
Astor than from any other speech he 
has heard delivered on life insurance in 
the two years he has been in the busi- 
ness. Such veterans as Courtney Bar- 
ber, general agent of the Equitable in 
Chicago, and Shepard Homans of Pross- 
er & Homans, this city, who have heard 
Mr. Woods time and time again, sat 
enthralled. 

As Mr. Woods gets along in years he 
is growing more spiritual and his talk on 
Thursday was really a sermon—a ser- 
mon which put backbone into laggards, 
shifters, time-wasters and agents who 
try to get by on personality and _bril- 
liance without too much effort; or who 
bemcan their lack of qualities which they 
feel other men possess through luck or 
natural equipment. ‘The title of his talk 
was, “What Price Success.” The theme 
of it was that there is almost no handi- 
cap which will prevent a man from get- 
ting along well in life if he possesses in- 
dustry. Hard luck and misfortune are 
no stone walls which can bar the prog- 
ress of determined and ambitious men. 

He proved this by citing the careers 
of outstanding men. 





who 


plans of 


for some 


Some Examples of Will Power Triumph 
Epictetus was a slave. 


Aesop, the fable writer, was also a 
slave. 
Dante, marvelotis poet, whose work 


will be quoted throughout the ages, was 
a homeless wanderer. 

No tribulations, even those of prison, 
could discourage Christopher Columbus. 

John Bunyan wrote “Pilgrim’s Prog- 
tess” in jail. 

Simpson, discoverer of anaesthetics in- 
cluding chloroform, fought the funda- 
mentalists of his day to a standstill. 

Homer was blind. 

Milton made so little out of his lit- 
_ that he sold “Paradise Lost” for 
Handel, wonderful 

blind. 

Herreshoff, the yacht 
blind also. . 

Demosthenes stuttered. 

Three of the greatest warriors in his- 
tory—Alexander, Caesar and Napoleon— 
were epileptics. 


Roosevelt Fought for Health 


Roosevelt, a frail youngster, deliber- 
ately built up the strong physique on 
whose reserve forces he was compelled 
to draw so strenuously. 

Herbert Spencer was not in 
health. 

Trudeau, who saved thousands of lives 
by his sanitorium in the Adirondacks, 
was himself tubercular. 

Robert Louis Stevenson, writer of the 


composer, was 


designer, was 


good 














SECURITY — 


When the Mutual Benefit was organized in 
1845 there were only a few Life Insurance 
Companies in the United States. 
the Wars, Panics and Epidemics of all these 
years, it has always stood safe and secure as 
a foremost disciple of Pure Life Insurance. 


The Mutual Benefit Life Insurance Co. 


Newark, New Jersey 


Organized 1845 


Through 














most perfect English among modern 
novelists, did not know a healthy day 
in fourteen years and dictated some of 
the most amazing passages while racked 
with pain and hemorrhages and scarcely 
able to speak. 

Heine, German 
pieces in a garret. 

Descartes, French student and philos- 
opher, snatched moments at his desk 
from _ fits of pain in which he rolled on 
the floor screaming in agony. 

Spinoza died of consumption at forty. 


poet, wrote master- 


Beginnings of Americans 


Turning to poverty, Mr. Woods de- 
scribed the beginnings of some men who 


have loomed large 
nation. 

Andrew Carnegie was a telegraph boy. 

Thomas A. Edison was a train butcher 
on a Grand Trunk Railroad train when 
twelve or thirteen years old. Once a 
teacher sent a note to his parents say- 
ing that the boy was too stupid to learn. 


in the affairs of the 


The father of Andrew Mellon, Sec- 
retary of the Treasury and one of the 
richest men in the country, took six 


wecks to go from the north of Ireland 
to Halifax and two weeks from Halifax 
to Baltimore by wagon. 

The Heinz pickle industry was started 
on $200 of Heinz money and $100 loaned 
by the mother of Heinz. 





A Real Opportunity 


One of the most progressive and 
fastest growing life insurance agen- 
cies in New York City offers an 
excellent opportunity to an active 





business himself. 








man between 30 and 45 years of 
age who can induct new men into 
the business with the help of news- 
paper advertising and other aids. 
Must have written a fair volume of 


held in strictest confidence. 


Box 1049 


THE EASTERN UNDERWRITER | 
86 Fulton Street, New York, N. Y. 


Replies will be 














Brady, public utilities man, was a 
newsboy. So was Morris Gest; also “Al” 
Smith. So were thousands of others. 

Marshall Field, the Chicago merchant, 
started at $400 a year and saved $200 
of it. 

Rockefeller started to work not know- 
ing what his first year’s salary would 
i nor did he care. He saved part of 

, however. 


Peddled Pianos and Furs 

The first 
peddler. 

Benjamin Franklin was as poor as a 
boy could be 

The first Cornelius Vanderbilt was a 
ferryman. 

Henry Ford did his important experi- 
mental work’ at night after his regular 
job was over. 

Tennyson spent 
writing one poem. 

During his talk Mr. Woods said that 
money success is important but not the 
most important thing in life. A man is 
happiest when he works to the limit, 
when he takes advantage of every op- 
portunity, when he exercises to the full 
the equipment that he has. 

Recently a survey was made of the 
failures in twenty-seven vocations. Of 
these 37% were the result of discour- 
agement; a large percent was due to 
lack of industry; 8% were from lack 
of knowledge; a certain percentage for 
not following instructions; only 2% were 
laid at the door of poor health; and only 
4% from dishonesty. 

Knowledge is important but it is not 
the compelling motive power. What 
counts is the inspiration that arouses 
one to industry. 


John Jacob Astor was a 


seventeen years in 


Self Deception 


Mr. Woods waxed eloquent when he 
said that the easiest person for one to 
deceive was oneself. 

“Ton’t have the instincts of an os- 
trich and hide your head in the sand,” 
he said. “If you do deceive yourself re- 
member what Sir Oliver Lodge said— 
that ‘you have to live with yourself your 
entire lifetime.’ 

“If it is important for a business to 
keep books in order to know where it is 
going, it is just as important for a per- 
son to keep tab on himself. 

“If you don’t succeed, don’t make ex- 
cuses for yourself or criticize those who 
are successful by trying to argue that it 
is luck or circumstance that drives 
other men ahead. 

“Cultivate every one of your faculties, 
taking a leaf from the book of Cuyler, 
the famous Pittsburgh batter whom I 
once heard say in a talk that he had 
not gone to the ‘movies’ throughout the 
entire baseball season because it took 
the edge off his batting eye. Don’t do 
things which take the edge off your 
batting eye. 

Study Careers of Honor 

“Study the honor rolls of your com- 
panies and the personglities at the top. 
You'll find that there are no_ loafers 
among them, no clock-watchers, no five- 
days-a-weck men. If you think you are 
not so lucky as some other people, how 
would you like to change places with 
the Travelers man who worked with a 
broken neck and had to be wheeled 
around from house to house? He suc- 
ceeded in writing business despite that 
affliction. I knew an agent once who 
made a living despite the fact that he had 
a broken spine. 

“And don’t worry if you are not what 
is called a ‘brilliant man,’ or because 
your parents _ not given you a good 
start in life. ‘brilliant man’ is bril- 
liant when his "‘aind is working. Fre- 
quently long intervals elapse when the 
brilliance fades and the plugger with the 
ordinary mind reaches the goal ahead. 
Many rich men’s sons are complete fail- 
ures. Life is too easy for them; so they 
lack incentive. Nothing has been more 
quoted and nothing is more correct than 
the saying: ‘Genius is only an infinite 
capacity for taking pains. 

“There must be a lot of truth in Na- 
poleon’s statement: ‘I make circum- 
stances,’ because it is as much quoted > 
today as ever. 


(Continued on Page 12) 




















Of Crank, Says Canadian 


CASTLE-GRAHAM IN DETROIT 
Discusses Correlation Between Advertis- 
ing Managers of Life Insurance 
Companies and the Field Force 
J. H. Castle-Graham, director of field 
service of the London Life and former 
secretary of the Canada Life Under- 
writers’ Association, discussed field edu 
cation through advertising at the Insur 
ance Auvertising Conference this weck. 
He commented sharply on the pompous 
type of advertising man who picks up 
a piece of his copy and gloats over it 
and gets a swell head. That type of 
man soon gets to feel that the success 
of his company is due directly to him. 

Mr. Graham discussed the field man, 
too, and said the big problem is to find 
out the common interest between the two 
of them. No advertising is any good if 
the sales force is not effective, even if 
the copy be artistic and perfect. 
Correspondence Course of London Life 

The advertising man is directly inter- 
ested in the education of the agent if 
that education leads to increased pro- 
duction and company development. Mr. 
Graham then explained the work of the 
advertising manager. 

In discussing how the field force can 
be educated by the advertising copy, he 
dealt with the correspondence course of 
his own company and said: 

“There are four main principles we 
have taken into account in training 
agents by means of a sales force directed 
from the Home office. 

“Kirst—The Home office can make a 
definite and very valuable contribution in 
the training of agents. It has access to 
material and methods not available to 
individual managers or agents. It should 
never, however, usurp the prerogatives of 
the branch manager. ‘To do so is to 
weaken the manager in the eyes of his 
men, or produce a top-heavy agency with 
the agency at a relatively better state 
of efficiency than the manager. The 
manager should always be the master of 
his agency. 

“Second—this training should be such 
as to induce thinking along the proper 
lines than cramming a certain number 
of hard facts into the cranium of the 
agent. There are certain broad princi- 
ples of life insurance: salesmanship 
which are well known to us all—which 
must be imparted to the new agent be- 
fore you can hope for anything like the 
success, Of which the man is capable. It 
is a principle or an idea rather than a 
cold isolated fact which we should give 
to him. Too much knowledge is just 
about as ruinous as too little unless the 
agent can develop intelligence in the use 
or that knowledge. Correct thinking is 
better than mere head knowledge. 

“Third—The merital attitude of the 
agent is an important factor in his suc- 
cess. A course of training should en- 
deavor to beget that spirit of confidence 
in the agent’s mind that will put him on 
the road to success. So in training it is 
necessary to outline the main principles 
of life insurance salesmanship and grad 
ually to build your whole course of study 
around them. The information then that 
you give to him can be hung up on one 
of these pegs and its use becomes ap- 
parent. Otherwise he gets a head full 
of facts that for the most part are not 
correlated and his mental machinery will 
not function. 

“Fourth—You cannot wholesale educa- 
tion. It is impossible to turn the crank 
and have finished underwriters come out 
of your machine. If I may be pardoned 
for saying so, this is what is wrong with 
practically all correspondence courses. 
The machinery is set up and mass educa- 
tion is hoped for. It can’t be done en 
masse. It is granted that it is hard in a 
correspondence courst to get this indi- 
vidual treatment but it is really one of 
the prime essentials. 

“Tf you want to test this out take a 
trip frem coast to coast and address 
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Certain accidental deaths.... 


Life “Policy You Can Sell.” 


E. Reed, will tell you all about it. 








| “ners New Hampshire 


Accident Benefits $50 per WEEK 


(Non-cancellable) 
Also Disability Income. Waiver of Premiums, etc. 


ALL IN ONE POLICY 


You can see how worthy such a contract is in the hands of a progres- 
sive agent and we invite you to give serious consideration to the United 


There may be an opportunity in your town. Our Vice President, Eugene 
Write him direct—and directly. 


UNITED LIFE 
and ACCIDENT INSURANCE COMPANY 


Your Prospect’s Future 
Is The Same As Your Own 


When you line him up for the policy he wants, and the policy he needs, 
*you have made a staunch friend, and contented customers mean repeat 
orders in insurance as well as other lines of business. 
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Sell this contract: 
$5,000 
10,000 
15,000 
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agency gatherings in all the important 
centers on ‘Business Insurance’ or ‘In- 
come Insurance,’ and then come home 
and watch for the Business Insurance or 
Income Insurance to roll in—wholesale 
education. If you had taken the time of 
one meeting to talk intimately with one 
man you would possibly have had better 
results, as you would really have done 
some educational work. 

“Our sales course consists of twelve 
lessons and some supplementary texts 
which are added from time to time. Each 
new agent signs an enrollment blank for 
the course at the time he signs his ap- 


plication for appointment. As soon as 
the agency agreement is_ ratified the 
work on the course starts, except in the 
industrial department where we give 
about six to eight weeks to the man so 
that he may master the details of his 
debit. With such book goes a test pa- 
per, and, if possible, we like to get the 
agent to complete one lesson a week en- 
abling him to do the entire course of 
twelve texts in three months’ time.” ° 
H. W. Hicks has been made agency 
organizer of the San Francisco Clearing 


House office of the New York Life. 
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field efficiency. 


would put us in touch with him. 








A Comparison of Month by Month Gains in New Paid Business 


Gains like these, month after month do not come 
without the sort of methods that make for greater 
That our methods are productive is 
well borne out by the figures above. 


EK have openings at present for managers in several established 
territories where we are making plans for growth more con- 
sistent with our general increases. 

made at once, in order that these new managers may take full advantage 
of the better sales conditions prevailing in the fall and winter. 

This may be your opportunity, especially if your training, past record 
and personal finances equip you to guide an established agency to greater 
success. Write in confidence, stating your age, history and territory pre- 
ferred. All details must be given in your letter. 
self, perhaps you know someone who might be. We’d appreciate it if you 


T. Louis Hansen, Vice-President 


THE GUARDIAN LIFE INSURANCE COMPANY 
OF AMERICA 


Founded. 1860 under the Laws of the State of New York 
50 UNION SQUARE - NEW YORK 


Opportunity 


1926 Percentage of Gain 
Over Same Month in 1925 


For Six Months of 1926 our average gain 
was 20% over 1925 and 62% over 1924. In 
this same period of 1926 the average gain 
for all leading companies was 10.6%. 


The appointments will be 


If not interested your- 

















Woollen Appoints New 
Publicity Committee 


CLARIS ADAM IS CHAIRMAN 


Will Seek to Have American Life Con- 
vention Meetings Adequately Re- 
ported in Daily Press 








Herbert M. Woollen, president of the 
American Life Convention, has appoint- 
ed a committee to handle publicity mat- 
ters at the time the American Life Con- 
vention holds its annual meetings. The 
chairman of the committee is Claris 
Adams, secretary ‘of the American Life 
Convention. Others on the committee 
are Charles M. Cartwright, Charles 
Dobbs, Lorry Jacobs and Clarence Ax- 
man. 

Mr. Jacobs is advertising manager of 
the Southland Life of Dallas, Tex. 
Detroit Papers Passed Up Convention 


The of the American Life 
Convention have not had the daily news- 
paper publicity which the importance of 
the meetings warrants. This was especial- 
ly noticeable in Detroit, home of many 
insurance companies, when the daily pa- 
pers of the town practically ignored the 
convention. Probably the drug mer- 
chants, motor car accessory glealers or 
the celery growers were meeting and all 
the reporters in Detroit were busily en- 
gaged elsewhere. 

Mr. Woollen correctly believes that 
working insurance newspaper men at the 
American Life Convention would quickly 
show city editors that they would be 
filling space to good advantage by giving 
publicity to the American Life Conven- 
tion session. 

The daily newspaper reporters have 
been covering the sessions of the Asso- 
ciation of Life Insurance Presidents for 
years and nothing has been left undone 
to assist the city editors and the press 
association in circulating the very im- 
portant talks frequently made before that 
organization, 

Charles Evans Hughes is to be one of 
the speakers at the Life Presidents’ 
meeting here in December. 


sessions 





LAYMEN TO TALK 





Interesting Program Arranged by Boston 
Life Underwriters’ Association; 
Kerstein and O’Connor Speakers 

The Boston Life Underwriters’ Asso- 
ciation has arranged a meeting for Fri- 
day, October 22, devoted to the general 
subject of “Life Insurance from the Lay- 
man’s Point of View.” The luncheon 
will be held at the Boston City Club. _ 

The speakers will include Lewis E. 
Kerstein, vice-president of William  Fi- 
lene’s Son Co., of Boston, and D. Basil 
O’Connor, attorney-at-law, and partner 
of Franklin D. Roosevelt of the firm of 
Roosevelt & O’Connor, of New York 
City. These two men are heavy carriers 
of life insurance and exceptionally well 
qualified to speak on the subject. Mr. 
O’Connor is only 33 years of age but 
carries $1,050,000. Both men will tell 
why they carry as much as they do and 
what processes of reasoning they went 
through when buying from the very 
start. 

A number of important announcements 
will be made at the meeting outlining 
the winter activities of the Association 
based on helpful selling lines. 





NEW DISTRICT MANAGER 


Ray S. Peters who has been connected 
with the Denver, Colorado, office of the 
Aetna Life for the past seven years, has 
been appointed district manager for the 
Jefferson Standard which has maintained 
district headquarters in the Mile-high 
city for four years. With headquarters 


in the Midland Building, Mr. Peters will 
have supervision over the states of Colo- 
rado and Wyoming. 
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Ad Conference Holds 
Detroit Convention 


MORE THAN 100 ATTEND EVENT 





Leo Thomas, Detroit Production Wizard, 
A Speaker; Public Relations Dis- 
cussed; George Cox On Direct Mail 


By William L. Hadley 

Detroit, Oct. 18—The progress of in- 
surance advertising is largely reflected in 
the achievéments of the members of the 
Insurance Advertising Conference, and 
that there has been some progress in 
the matter of general insurance publicity 
as reflected in newspaper, magazines, 
trade-paper, and direct mail material is 
plainly evident when comparing present 
day product with that of say five, ten 
and fifteen years ago, prior to the con- 
version of insurance company executives 
to the idea that the publicity of their 
respective companies was a very vital 
thing in their conduct. 

There is meeting here today the an- 
nual convention of the Insurance Adver- 
tising Conference. More than one hun- 
dred were in attendance. Of the offi- 
cers of the conference there was a 
100% attendance with W. Warren Ellis, 
Commercial Union Fleet, president; Clif- 
ford Elvins, Imperial Life, Toronto, vice- 
president; C. S. S. Miller, of the North 
British Fleet, vice-president; and W. W. 
Darrow, of the Home of New York 
Group, secretary-treasurer, at the open- 
ing session. Of the National Commis- 
sioners of ,the Insurance Advertising 
Conference there was also a 100% at- 
tendance, with Chauncey S. S. Miller, 
North British Fleet, Leon A. Soper, 
Phoenix Mutual; and FE. A. Collins, Na- 
tional Surety, on hand. Others of the 
executive committee in attendance are 
Clarence A. Palmer, Insurance Company 
of North America and affiliated com- 
panies, and John W. Longnecker of the 
two Hartfords. 

Pres. Reinecke of Mich. Agents Starts 

The session of this convention of In- 
surance Advertising Conference is being 
held in the Hotel Tuller. The general 
chairman of the program committee is 
C. E. Rickard of the Standard Accident, 
Detroit. At the opening general session, 
President Ellis was in the chair. With- 
out any flourish he introduced W. J. 
Reinecke, -president of the Michigan 
Insurance Agents’ Association, who wel- 
comed the conference to Detroit. Mr. 
Keinecke attended, bearing evidence of 
participation in a serious automobile ac- 
cident three or four days ago. 

Mr. Reinecke is a recent convert to 
the value of insurance advertising. In 
beginning his remarks he let it be known 
that the subject did not occupy a very 
serious place in his mind prior to at- 
tending the National Association of In- 
surance Agents meeting at Atlantic City, 
last month, and to the address of C. H. 
Holland, president of the Independence 
companies he gave full credit for his 
conversion. 

Prior to attending the Atlantic City 
meeting and hearing the Holland ad- 
dress Reinecke told the members of the 
Insurance Advertising Conference that 
the great problem of his office was pro- 
viding money with which to buy waste 
baskets which were being constantly 
worn out through the perpetual deposit- 
ing of insurance advertising material 
sent there by various insurance com- 
panies. He went into the room where 
Mr, Holland was speaking at. Atlargic 
City with misgiving, feeling dubious. He 
found himself in the position of travers- 
ing from just passing interest to deep 
interest in what ‘was being said, pro- 





pounded, and left with the regret that 
there was not more of the Holland talk. 

It was Mr. Reinecke’s thought that 
the two great problems confronting the 
business of insurance, particularly as ef- 
fecting the Advertising Conference, were 
those of getting the material provided 
for that purpose into the hands of the 
agents, preceded by a satisfactory knowl- 
edge of how to handle and how to use 
it, and the question of public relations, 
insurance with the buying public. 

: C. E. Rickard, advertising manager at 
Standard Accident, Detroit, was called 
upon to tell the convention of what was 
in the minds .of the program. builders 
on the questions of “Helping Our Agents 
Sell”. He emphasized the necessity of 
the need on the part of the advertising 
manager to sell the agent the product 
of the advertising department in order 
to break down sales resistance, and, sec- 
ondly, to sell the general public its need 
for the various coverage of insurance to 
make production easier. 

Leo Thomas Speaks 

Leo Thomas was next introduced to 
the convention as the world’s record 
holder of individual life insurance sales. 
Mr. Thomas, a Detroit agent, began his 
life insurance work in .1913 when 21 
years old, drawing a salary of $15 a 
week. He began selling insurance in 
1920 in Hartford, Conn. Later moved 
to St. Louis and in his early experiences 
evolved the idea of “Representing the 
Client.” In 1921 he came to Detroit 
and in that vear sold $1,545,000, the next 
year he sold $3,100,000 and the third 
year $7.500.000. He developed the idea 
of selling large disability income con- 
tracts for heads of large corporations 
and has been singularly successful in 
selling that class of contract. 

Mr. Thomas is of the opinion that 
something should be done to work out 
a shorter title of a less confusing na- 
ture for insurance policies. He thinks 
there are too many names for contracts 
which are all the same. He thinks this 
makes for confusion in the mind of the 
prospect and anv interest that might 
have previously been created is sure to 
be lost in this confusion; he feels that 





the policy was purchased. 





PRACTICAL SALES HELPS 


The Equitable Life of Iowa has prepared many practical sales helps 
which definitely tie up each step of the sale from publication of the ad- 
vertisement in the agent’s local paper to the delivery of the policy. 
They provide a continuity of thought and concentration which direct 
the attention of the prospect throughout the sale. 


The plan consists of advertising copy to be run in the local paper 
of the agent, direct-mail letters to well selected prospects, a comprehen- 
sive and complete Sales Manual prepared by the company for use in 
soliciting and a good will policy jacket indicating the purpose for which 


EQUITABLE LIFE 
INSURANCE COMPANY 
OF IOWA 
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all advertisi matter should contain the 
name of tlt policy and immediately 
thereafter a definite, easily understood 
outline of the provisions of that particu- 
lar policy. It is the thought of Mr. 
Thomas that trust companies have done 
more to advertise life insurance in an 
understanding manner than anything he 
has seen. 
Views of Mail Specialist 

“Using The Mail,” was a subject of 
an extensive talk by Geo. Cox, direct 
mail specialist of Cox & Downey, De- 
troit. While a firm behever in adver- 
tising, Mr. Cox stated that it would 
never be possible to take the individual 
salesman out of the insurance — selling 
program and have the program regis- 
ter its maximum of efficiency. He em- 
phasized the point made by Rickard that 
advertising should be built to break 
down sales resistance for the insurance 
salesman whom he characterized as the 
main factor in consummating sales. 

Mr. Cox made the astonishing state- 
ment that 90% of the insurance sold 
today was sold by 10% of the insurance 





Name of Member 

Thos. L. Crawford, 
S. H. Davey, 
A. E. Littig, 
Ralph W. Smiley, 
C. R. Schneider, 
Stewart Anderson, 
J. H. Castle-Graham, 
W. P. Thorpe, Jr., 
Arthur W. Tager, 

erman W. Kapherr, 
K. W. W. Lennan, ms 
W. Rolla Wilson 
Everett Waddey, 
Nelson A. White, 
Arthur D. Grose, 
Ralph W. Rowland, 
G. W. Hopkins, 
James S. Adams, 
Homer Guck, 
Donald H. Clark, 
William H. Maas, 
A. W. Barnes, 
Emil C. Rassmann, 
Christian F. Selling, 
Elmer S. Lipsett, 
W. E. Price, 





New Members of Insurance Ad. Conference 


Before the conference adjourned the list of new members grew to fifty-six. 
names of new members will be printed next week. 


Company represented 

National Sav. Life Inc. Co. 
Wichita. 
Yorkshire, New York City. 
Register Life, Davenport. 
Metropolitan Casualty. 
Brown & Bigelow, New York City. 
Penn Mutual 
London Life. 
Credit Monthly. 
Diary Pub. Co., N. Y. 
Roberts & Walker, Chicago. 
The Adcrafters, Lincoln, Neb. 
Central Life, Chicago. 
‘Everett Waddey Co., New York. 
Provident Mutual. 
Employers’ Liability. 
National Gas Co., Detroit. 
Atlas Casualty Co., Ft. Wayne. 
George L. Dyer Co., Chicago. 
Detroit Life, Detroit. 
Life Ins. Selling, St. Louis. 
Chicago. 
Ill. Bank Life Assn., Monmouth, III. 
American Cent. Life, Indianapolis. 
Sun Indemnity. 
S. D. Warren Co., Boston. 
Northern States Life, Hammond, 
Ind. 


Additional 








agents, and it was his opinion that the 
chief aim of the salesman ‘should be to 
increase the size of the policy of the 
present policyholder rather than bring 
new policyholders into the company, 
which is quite at variance with the 
opinion of Haley Fiske, president of the 
Metropolitan Life, whose annual instruc- 
tion to the managers of that great com- 
pany is to sell more people policies re- 
vardless of size. It would be difficult to 
convince. President Fiske of the Metro- 
politan, President Dufheld of The Pru- 
dential, President Crocker of John Han- 
cock, President Williams of the West- 
ern & Southern Life, President Heppen- 
heimer of the Colonial Life and Presi- 
dent Moody of the American National 
Life that 90% of the life insurance sold 
is sold through 10% of the agents. . As 
a matter of fact the general belief in 
executive offices is that 75% of the life 
insuranee sold is done by 25% of the 
agents. 

Continuing, Mr. Cox said: “We have 
been working in co-operation with a large 
trust company” in establishing that work 
we discovered that while there is $2,- 
000,000,000 worth of life insurance in 
Michigan there is less than 1% of this 
amount being handled through trust 
companies. 

He cited a case of where one of their 
agents went out to sell a man $24,000 to 
bring his total line up to $50,000 when 
on presenting the proposition the agent 
was summarily escorted from the office. 
He went back to his own office and got 
in touch with one of the officers of the 
trust company, and a little later went 
back to the proposed client with the idea 
of having the client make a will. This 
was accomplished. When completed the 
trust officer and the life insurance agent 
went back to the prospect and left with 
an authorization for $174,000, which 
brought the client’s line up to $200,000, 
the amount needed to carry out the pro- 
vision of his will. 

Mr. Cox is of the opinion that scare 
advertising whether in newspaper or di- 
rect mail form is not generally effective 
and it was his thought that the man who 
buys life insurance because of recogni- 
tion of his need, brought about through 
a conservative presentation of the mat- 
ter, is apt to be a better policyholder 
than one who is scared into purchasing 
through scare head methods. 


BACK FROM ABROAD 
George A. Kederich, New York Life 


manager in Brooklyn, has returned 
from Europe. 





GUARDIAN 


LIFE 





Established 1860 Under the Laws of the State of New York 





Tel. RECtor 7501 





MANAGERS 


ea mee ee Sms 


INSURANCE CO. “nce 





HOME OFFICE, 50 UNION SQUARE, NEW YORK CITY 





25 Church St., New York 











Page 8 





October 22, 1926 











Wm. H. Couch Going 
Strong at Seventy 


FAMILIAR FIGURE IN BOSTON 
Has Been With pray Hancock Thirty- 
Seven Years; With New York 
Life Before That 


By F. ‘5 “Armstrong 


The other day when I dropped into the 
spacious offices of the Paul F. Clark 


General Agency on the fifth floor of the 
First National Bank Building, Boston, 
and, as usual, was met by that very 


kindly and courteous gentleman 
meets all comers from his 
midway of the ample lobby, and. nicely 
and unerringly steers the visitor to his 
proper destination within the agency, it 
occurred to me that the pleasant coun- 


who 
desk just 








WILLIAM H. 


COUCH 


tenance of William H. Couch—for it was 
he—was a very familiar face to me; that 
I! had been seeing it for many years, 
long before the Paul F. Clark Agency 
was started. 

So I said to Mr. Couch, “You must 
have been associated with the life insur- 
ance business for a great many years. 
I know you were with the Edward 
Marsh Agency long before coming here, 
when the offices were consolidated.” 

He told me that on November 1 next 
he would round out exactly thirty-seven 
years with the John Hancock, all of 
which time, until the recent consolida- 
tion, he had been with the Marsh 
agency, first with Francis Marsh and 
later with his son Edward. But even 
before that he was in a traveling ca- 
pacity. 

We talked the old times over. 

“I have been in life insurance for forty- 
four years out of the little over seventy 
years that I have been traveling up and 
down on this old earth,” he said. “Seven 
years before I came with the John Han- 
cock I traveled northern New England 
for the New York Life, both as a travel- 
ing agent of the company and for the 
purpose of securing agents for it. It was 
interesting work and I liked it, but it 
kept me away from my wife and two 
boys, so when I had an opportunity to 
join forces with the Francis Marsh 
Agency I signed with that agency. 

The Old Home Office 

“The Home office of the company was 
then located in the old Boylston building 
on the corner of Washington and Boyl- 
ston streets, Boston, now occupied by 
Burnett Business College. The business 
of the Marsh Agency at that time was 
handled in its entirety by one clerk, who 
could remember the name and address, 
and policy number of every policyholder 
of the agency. An impossibility now 
with our thousands of policyholders. 

“In those days,” continued Mr. Couch, 
“the agent who wrote $150,000 of busi- 


be of the first rank, and the agent’s con- 
tract at that time specified no volume 
of business which had to be produced in 
order that the agent might continue to 
receive his renewals. 

“The commission scale, too, had many 
peculiarities which you do not find in the 
present day schedule. The scale then in 
use was a 60% graded commission, and 
the agent writing insurance on women 
got 5% less commission than he would 
have received were the same contract on 
the life of a man. If the contract was 
written on a five year dividend basis, 
the agent would receive 5% more than 
the regular scale, and for ‘prompt settle- 
ment’ the agent received another 5% 
over the regular scale. ; 

““Prompt settlement,” laughed Mr. 
Couch, “is a phrase unknown to the pres- 
ent day life insurance man. But in those 
days it meant something. When an 
agent wrote an application between the 
first and twentieth of the month he was 
given his extra 5% for prompt settle- 
ment if the case was paid for before 
the first of the succeeding month. If, 
however, the policy was dated at any 
time from the twenty-first to the thirty- 
first of the month, the agent had a 
whole month or more leeway in which 
to earn the extra 5% for prompt settle- 
ment.” 

In the old days the renewal scale was 
5% and renewals were paid continuously 
as long as premium payments were 
made, or until changed by the require- 
ments of the Armstrong Act. 

Mr. Couch told me something which 
is worth while for every man in the field 
to think about, which was that the sales 
argument most effective thirty-seven 
years ago when he first became a mem- 
ber of the agency force of the John 
Hancock Mutual Life is still the best 
that we have today—that of protection 
for the wife and children in the event 
of the husband’s death, and that the 
agent of the early days relied on this 
argument almost exclusively for the sale 
of life insurance. 

Working conditions were much differ- 
ent then than now. There were no tele- 


Tells of Success 
With Mail Campaigns 


J. H. WOODS AT DETROIT MEET 





Advertising Manager, Great Northern 
Life, Addressing Direct Mail Ass’n 


Features Program Campaign 





John Hall Woods, advertising manager 
of the Great Northern Life of Illinois, 
in an address before the Better Letters 
Department of the Direct Mail Adver- 
tising Association at Detroit, told of the 
success that his company has had with 
its direct mail campaigns. These in- 


‘ clude a general campaign on program in- 


surance as well as a campaign on smaller 
subjects on individual needs. His re- 
marks were in part as follows: 

“Life insurance is not me rely ‘policies, 
It is a medium by which a person may 
guarantee the accomplishment of his 
purposes in life, even if he does not live 
to finish the job himself. That is the 
idea back of a direct mail advertising 
system which has helped salesmen of our 
company to write more business. 

“This direct mail system consists of a 
series of three letters which are sent to 
prospects whose names are sent to us by 
salesmen. The letters endavor to arouse 
interest in a booklet entitled. ‘Are You 
Sailing a Charted Course?’ This book- 








phones. no typewriters, no stenograph- 
ers. Then, too. there was a great lack 
of respect for life insurance on the part 
of the public. and the agent oftentimes 
had a hard job to get a hearing. 

“All that is changed today,” said Mr. 
Couch, “and we have the almost. uni- 
versal appreciation of the benefits of life 
insurance on the part of everybody 
worth while.” 

At seventy Mr. Couch is still in the 
‘ing and declares that he feels iust as 
young in spirit today as he ever did, and 
quite able to cone with the rising gen- 
eration in the placing of life insurance 
protection on the lives of Boston’s busi- 
ness and professional men. 








Connecticut General News 
Hartford, Conn. 





For Present Day Hazards 


Fifteen years ago 
negligible hazard. 


the automobile was a 


Today it has to its discredit more accidents 


and more expensive 
single cause. 


accidents than any other 


In our new full coverage Accident policy, 
we have therefore broadened the double in- 
demnity clause to include automobile acci- 
dents too, as well as other travel accidents. 


The new contract meets a felt need. It will 


sell. 
on request. 
ance Company. 


Circular giving description in full mailed 
Connecticut General Life Insur- 








ness in a year’s time was considered to =m 





let, which is sent with the third letter, 
whether the prospect asks for it or not, 
tells in simple words what a person can 
do with life insurance. When we send 
the booklet to the prospect, we send the 
salesman a ‘chart’ to deliver in person. 
This ‘chart’ is a form on which the pros- 
pect can make a list of his obligations 
and ambitions, as well as his present life 
insurance. The difference between his 
present life insurance and the sum total 
of his obligations and intentions, natu- 
rally, represents the amount of new life 
insurance he needs. Through the use of 
this system it is our aim to assist our 
salesmen in becoming counsellors and the 
prospects to become clients. We believe 
that if a salesman will reveal to a man 
his specific needs for protection, and 
show him how life insurance will solve 
his problems, no selling will be neces- 
sary. 

Program Campaign Helps Salesmen 

“An illustration of how the program 
campaign helps a salesman write more 
business is furnished by the experience 
of one of our salesmen. He called on 
a prospect after we had sent the direct 
mail. The prospect said he would take 
$5,000 of life insurance. The salesman 
persuaded him to go over the ‘chart,’ and 
he filled it out and took it home and 
talked it over with his wife. The analy- 
sis of his life situation, as revealed bv 
the ‘chart,’ when he completed it, showed 
that he needed considerably more than 
$5,000. He took $30,000. 
‘ “This campaign is the foundation on 
which we have built a number of other 
direct mail campaigns.” 


PENN MUTUAL PLANS 

Tor the benefit of its policyholders 
who may desire to increase their amount 
of protection, or to provide for inherit- 
ance taxes or the education of their chil- 
dren, the Penn Mutual has set aside the 
period of October 11 to November 13 as 
a time in which extra efforts are to be 
made by its agents to confer with a 
maximum number of policyholders with 
regard to these matters. In this con- 
nection the company has written a cir- 
cular letter to its policyholders asking 
them to co-operate with the representa- 
tives who will call upon them. 


A CLEVER HOUSE ORGAN 
The Graham C. Wells Agency of the 
Provident Mutual Life, 33 L iberty street, 
New York City, has been issuing a 
weekly leaflet called the “Door Knob,” 
which is edited by Louis E. Orcutt, one 
of the agency’s personal producers. It 
is cleverly written and contains spark- 
ling comments on members of the staff; 
also references to weekly and monthly 
records of paid-for business, etc. It is 
a peppy little affair and helps to keep 
the members of Mr. Wells’ efficient staff 
on their toes. Mr. Orcutt contributes 
articles from time to time to advertising 

and business papers and periodicals. 


F. A. WALLIS GIVES DINNER 

F. A. Wallis, Commissioner of Cor- 
rection of New York City, and manager 
of the New York office of the Fidelity 
Mutual Life, gave a dinner last evening 
for his staff and other guests at his 
office, 277 Broadway. The dinner was 
given to further the interest of a special 
campaign for business during this month 
and November. Mr. Wallis spoke on 
“The Relation Between Life Insurance 
and Crime.” He is of the opinion that 
life insurance has a tendency to estab- 
lish better conditions in the home and 
in a measitre is a great aid in reducing 
crime. 


LIFE STATE ASSOCIATION 

The State Association of Life Under- 
writers of Pennsylvania which was or- 
ganized last week at Harrisburg, Pa., 
will have for its membership local life 
underwriters’ associations and will serve 
as a means of co-ordinating the activities 
of all of the local organizations. The 
officers elected were: Frank G. Woord- 
worth of Philadelphia, president; C. Otto 
Flock of Williamsport, E. M. Standley 
of Beaver Falls and A. B. Kelley of 
Philadelphia, vice-presidents; Robert L. 
Smith, of Harrisburg, secretary-treas- 
urer. 
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A wealthy man’s es- 
Why Rich Men tate shrinks even more 


Need Life than the modest es- 
Insurance tate. Because of Fed- 
eral Estate taxes, 

State Inheritance taxes, administrative 


and legal expenses, unpaid personal in- 
come taxes and the necessary liquida- 
tion of stocks and bonds in an emer- 
gency, life insurance is highly advan- 
tagcous. 

Life insurance doesn’t shrink. As part 
of any man’s estate (rich or poor) it 
pays full value when due—without 
shrinkage or decline. . 

Prompt settlement of the life insur- 
ance portion of an estate is positively 
assured. Often it is the only liquid and 
tangible part of the estate. Best of 
all it costs not a penny to administer. 

One of the big advantages of an estate 
of life insurance is that if desired, the 
insured can prevent the dissipation of 
the funds by the heirs, by exercising the 
privilege of attaching various trust agree- 
ments to his life. insurance policies. 

* 


Columbus—the “Go- 
Columbus Getter’—is lauded in 
As The the current issue of 
“Go-Getter” “Colonial News” as 


the man who had the 
courage of his convictions to sail away 
over uncharted seas to find the West- 
ern continent. His was the spirit of the 
pioneer, the man who goes into new 
ficlds—-takes the first chance—and paves 
the way for the millions that are to 
follow. 

What a wonderful “straight canvasser” 
he would have made! Every industrial 
agent who canvasses in a new family 
is a pioneer, opening the door for the 
discovery of new opportunities, new 
business, new increase, new earnings. 

The history of Columbus is a story 
of achievement against the greatest ob- 
stacles and in the face of the worst 
handicaps of poverty, unpopularity and 
distrust. Faith, industry and persistency 
succeeded as they always do and always 
will. 

*x * * 
1. Twice as much 

Tell This insurance money is 

To paid to living policy- 
Your Prospect holders as to the 
beneficiaries of de- 

ceased policyholders. 

2. $2,250,000 in claims is paid out every 
day by life insurance companies. 

275,000 applications were rejected 
last year. 

4. 3,000,000 widows now live in the 
United States and 9% of them lack the 
necessaries of life. 

The chance of the prospect dying 
within the year is 2% and his premium 
is about the same. If he knew he would 
die within the year he would willingly 
pay that 2% now and be protected. The 
chance of his house burning within the 
year is less than one-quarter of 1%, and 
yet he buys fire insurance, so it is up to 
us to sell him life insurance—Under- 
writers’ Report. 

* * 

Probably it sounds 
trite to repeat that 
“an ounce of preven- 
tion is worth a pound 
of cure,” but there is 
nothing trite about applying the princi- 
ple to reducing the number of lapses in 


Plug All 
Th 


e 
Lapse Holes 





your business. Probably the great ma- 
jority of lapses are caused by one or 
more of the following reasons: (1) 
Financial difficulties. (2) Failure to un- 
derstand policies. (3) Failure to appre- 
ciate the value of life insurance. (4) 
Dissatisfaction with treatment by agent 
or company. (5) Incorrect address. 

The “ounce of prevention” with re- 
gard to lapsation is in the proper in- 
struction of the policyholder at the time 
of sale and a personal interest in the 
policyholder’s welfare after the sale— 
The Equiowa. 


Big Year For Priddy 
(Continued from page 1) 
activities which deviate an agent from 
his course of life insurance selling Mr. 
Priddy, who is with the New York Life, 
has been able to write more than a mil- 
lion dollars a year for many years and 
even paid for more than a million the 
year when he was president of the Na- 
tional Association of Life Underwriters. 

In 1926 Mr, Priddy is having one of 
his biggest production years and it will 
not surprise his friends if he rolls up 
a volume of $5,000,000 before the year 
is over, and that despite a statement 
made this week: “I am going to take 
it easy for the balance of this year.” 
He has more than $4,000,000 paid since 


‘the first of the year. 


Some of His Clients 

It is reported that Mr. Priddy is se- 
riously considering retiring from all of 
his public and semi-public activities and 
cutting loose doing nothing but write 
life insurance. In other words, making 
every day a selling life insurance day. 
if that were done his friends believe 
that he would outsell in volume every 
agent in the United States. 

Mr. Priddy numbers among his clients 
some of the biggest figures in Wall 
Street, including President Mitchell of 
the National City Bank, the largest bank 
in the United States. The late J. Pier- 
pont Morgan was one of his friends. 
He wrote a large amount upon [rank A. 
Vanderlip. He placed all the insurance 
which was written on the late Alexander 
J. Hamphill, chairman of the board of 
the Guaranty Trust. He also has sold 
considerable insurance to P. A. S. Frank- 
lin, president of the International Mer- 
cantile Marine; Thomas F. Vietor, dis- 
tinguished banker, and many others well 
known in Wall Street and elsewhere. 

The late Theodore Roosevelt carried 
$85,000 insurance at the time he died. 
Of this all but $5,000 was written by 
Mr. Priddy. : 

When Mr. Priddy won the presidency 
of the New York Life’s $200,000 Club 
he got the honor by paying for approx- 
imately $1,200,000 in the club year. In 
1924 his policies averaged $37,000. He 
has not sold fewer than one hundred 
policies a year in some time. 

A few years ago Mr. Priddy raised the 
money for a beautiful new Y. M. C. A 
building located not far from the site 
of the new Virginia Polytechnic Insti- 
tute. 





REWRITE KANSAS CODE 
The Kansas insurance laws, most of 
which have been on the statute books 
since 1871, have been rewritten into a 
new code for the legislature. 


TRAVELING FIELD SCHOOL 


The Chicago term of the Rockwell 
School of Life Insurance, given under 
the auspices of the Chicago Life Under- 
writers’ Association, opened Monday, 
October 11, at 832 Hearst Building, and 
will close Saturday, December 4. 

Fourteen companies are represented in 
the class, the majority of which are lo- 
cal students. This term will be the only 
one to be held in or near Chicago, for 
at least a year, as other cities have al- 
ready engaged Dr. Rockwell and_ his 
staff for some time ahead. 





W. G. COLE SPEAKS 
_At the meeting of the Village Offi- 
cials’ Association of Westchester County 
which was held on Wednesday at Tar- 
rytown, N. Y., W. Graham Cole of the 
Metropolitan Life gave an address on 
“Safety.” 


PLANNED A SURPRISE 


Ansel Worms, a New York agency 
manager for the Equitable Life Assur- 
ance Society, was pleasantly surprised 
upon returning from a vacation recently 
to find that his associates had rolled up 
a total of 236 applications in his absence, 
totalling $930,000. When he returned 
he found 36 applications for $205,000 
awaiting him surrounded by white gladi- 
olis and a silver cigarette case in com- 
memoration of his thirtieth anniversary 
with the Equitable. 





SIXTEEN A DAY KILLED BY AUTOS 


United States Commerce Department 
reports show that automobiles kill six- 
teen persons a day. Between January 
3 and August 14, 3,603 fatalities were re- 
ported. 

In and near New York 569 deaths have 
been reported from motor car accidents 
so far this year. 











HOME LIFE INSURANCE 


next birthday. 


are up-to-date in every respect. 


are guaranteed by State Endorsement. 


BASIL S. WALSH, President 
JOSEPH L. DURKIN, Secretary 


INDEPENDENCE SQUARE 





INCORPORATED 1899 
PROTECTS THE ENTIRE FAMILY 
This Company issues all modern forms of policy contracts from BIRTH to 60 years 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from date of issue and 


ORDINARY POLICIES contain valuable SPECIAL DISABILITY and TOTA 
PERMANENT DISABILITY CLAUSES and DOUBLE INDEMNITY FEATURES, owt 


A HOME LIFE POLICY BRINGS 


PEACE OF MIND TO THE 
MAN WHO LOVES HIS FAMILY 


DR. E. BRYAN KYLE, Medical Director 


COMPANY OF AMERICA 


P. J. CUNNINGHAM, Vice-President 
JOHN J GALLAGHER, Treasurer 


PHILADELPHIA, PA. 























NEW POLICY 
Disability Benefits of $15.00 per $1,000.00 


Waiver of Premium 
BROADER DOUBLE INDEMNITY CLAUSE 
Loans at end of 2nd year 


The Manhattan Life Insurance Co. of New York 


ne 























have confidence and pride. 


bers—the proving test. 


contented field workers. 


justified. 


and for themselves. 








A LOYAL, EFFICENT AGENCY CORPS 


Back of the success of a life insurance company is a 
force of enthusiastic men and women in the field, following 
a vocation they like and serving a company in which they 
Their value to their respective 
communities and their own individual success stand upon’ 
the service their company renders to its constituent mem- 


The Mutual Life of New York, the first American legal 
reserve mutual life insurance company, has for eighty-three 
years met the proving test of service to its members. To-day, 
this Company’s high prestige accorded to public service and 
achievement is upborne and carried on by loyal, efficient and 


They have unsurpassed contracts and facilities to offer 
to their public—all standard forms of insurance (ages 10 
to 70) and annuities, both for men and for women; Disability 
and Double Indemnity Benefits; policy loans in branch agen- 
cies, and all other features of service the Company deems 


They take a pride in building greatly upon a great past— 
a loyal, efficient agency corps successful for the Company 


Those who contemplate life insurance field work as a 
vocation are invited to write to 


The Mutual Life Insurance Company 








of New York, 


34 NASSAU STREET, 


NEW YORK, N. Y. 
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NEW COURSE OPENS AT N. Y. U. 


Course In “Federal Estate and Inherit- 
ance Tax Laws” Given by 
L. G. Simon 
“Federal Estate and 
Tax Laws,” 


\ course on the 


Inheritance which is under 
the direction of Leon Gilbert Simon, one 
of New York's 
ypened last Monday night at the down 
town branch of New York University in 
the Commerce building at Fourth and 
Wooster streets, New York. There were 
about fifty-five students in attendance at 
the first session. 


leading agents, was 


Mr. Simon plans to take up the fol- 


lowing phases of the subject: (1) analy- 
sis of actual problems for cases; (2) 
methods of selling life insurance for in- 


heritance taxes and administrations. 
This course is open only to soliciting 
agents who are members of the Life 
Underwriters’ Association and have been 
in the business at least two years; also 
to general agents and managers. 

For further information with regard to 
the course, those interested should com- 
municate with Edward J. Sisley, of Sis- 
ley & Brinckerhoff, 80 Maiden Lane, 
New York City. 


At Ad Conference 


istered at the 
Conference in 


Insur- 
Detroit 


The following reg 
ance Advertising 
this week: 

x, =... Pratt, 

J. J. Doyle, 

Keniworth H., 


Travelers Health Association, 
Western & Southern Life. 
Mathus, Connecticut Mutual. 


W. C. Gilchrist, Adv, Service Co., Ltd. 

R. J. Wood, Imperial Life. 

_ lliiam W. Darrow, Home Insurance Co. 

F. Tyrrell, Northwestern Mutual Life 

Hi nry D Wil on, Central West Casualty. 

kdmund S. Gault, Fire Association 

Seneca M. Gamble, Southern States Life. 

Harold 1 Faylor, American of Newark 

( I Freeman, Frank S. Ennis, America 
Fo 

H. V. Chapman, Ohio Farmers. 

Krank | Loomis, Chicago Journal of Com 
merce, 


Douglas G Mutual Trust Life. 

Reliance Life 

Northwestern National Life. 
Merchants Life. 


Imperial Life 


Thompson, 
R. C. Braun, 
R. C. Budlong, 
H. T. O'Neil, 
Clifford Elvins 


J. H. Castle Graham. London Life. 

Emil C. Rassmann, American Central Life. 

R. W. Bulkley, Discomputer Co 

Verlin J. Harrold, Lincoln National Life. 

Clara L oyes, Union Cooperative Ins. Ass'n. 

Geo. J. Lieber, Freese Insurance Agency 

A. W. Barnes, G. H. Lilley, Hlinois Bankers 

Life Ins. Association, 

W. B. Richardson, Pilot Life. 

J. A. W. Camus, North American Life Asso 
clation Co. 

Alice EK. Roche, Provident Mutual. 

W. L. Hadley, The Eastern Underwriter. 

A. J. Wohlgemuth, Rough Notes Co. 

F. J. Bohl, Peoria Life 

E. H Harsen, Re gister Life. 

F. J. McGuire, U. S. F. & G. Co. 

Harry A. Warner, Maryland Casualty. 

R. W. Rowland, National Casualty. 

H. R. Gordon, H. & A. Under. Conference. 

W. R. Gardner, Atlantic Life. 

I C,. Sparver, Connecticut Mutual. 


mica Morrow, Rough Notes Co. 


Ray C. Dreher, Boston Insurance Co. 
John Hall Woods, Great Northern Life. 
G. A. Mathews, Insurance M: igazine. 


Paul F. Crenefield, National Guardian Life. 

Alvin Haley, Jefferson Standard Life. 

H. W. Barnard, W. Eugene Roesch, The 
Spectator Co 

S 


C. Doo'ittle, Fidelity & Deposit. 


Geo. W. Cahoon, Sandulax Co 
Louis F. Paret, Provident Mutual. 
G. G. Terriberry, Life Ins. Sales Research 


Bureau. 
J. W. Longnecker, P. H. 

Hartfords. 
“Baldy” 

of Illinois. 
Clifford DePuy, 
Arthur W. Tager, 
Chauncey S. S 


Boorn, the Two 


Freyer, F. M. Feffer, Mutual Life 
Underwriters Review. 

Diary Pub. Corp. 
Miller, W. J. Traynor, N. B. 
E. A. Collins, S. ( 


*. Drake, 
Homer Guck, 


National Surety. 
Detroit Life 


D. St. J. Moorhead, C. H. Lawrence, U. S. 
Casualty 

( A rm, Aetna Life. 

Wm . Maas, DePuy Ins. Publications. 

( A -almer,. Harold Marston, Ins. Co. of 
North *3 rica. 

Leon A. Soper, Phoenix Mutual. 

Gerald A, Snider, Underwriters Review. 

W. Ellis Peterson, S. S. Glass Corp. 

Geo. FE. Crosby, Jr., Aetna Insurance Co. 

Clarenc W. Wilson, Clarence W. Wilson, 
Inc., Agency. 

Geo. J. Cnau, Detroit Insurance 


Agency. 
. Detroit. 
F. Stevens, National Underwriter. 
. — on, Ins. Federation, 
Acacia Mutual Life. 
Standard Accident. 
Sun Indemnity. 


E. J. Sche ‘held, 
Harold Christi, 
Geo. A. Adeit, Tohn Hancock. 
C. P. Etliott, E. P. Elliott. 
William Stone, Reilly Brooks & Stone Co. 
Central Life of Illinois, 
Detroit. 


W. Rolla Wilson, 
Goodrich, 


Jos. P. 
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B. N. Mills, Bankers Life. 

Geo. P. Kers hereat: Detroit Citizens. 

Ralph Gibler, Atlas Casualty Co. 

Don. C. Rogers Burrough Adding Machine. 
H. J. Manasee, G eneral Outdoor Adv. Co. 
Verne W. ‘I ucker, Apel Tucker Studio. 


Kk. L. Sullivan, FE. M. Ackerman, W. J. Eddy, 
Insurance Kield 


Ellis, M. A. Condit, Commercial 
Union. 
L. f. Tillinghast, R. L. Hills, Great American 
ome lemnity, 
» Rickerd, Robert Walker, 
W ar ard, Stand: ard Accident. 
CC. S. S. Miller, H. J. Traynor, 
ning, North Britis ‘h & Mercantile. 


Frank B. 
. J. Spin 


SETTING A FAST PACE 


Robbins & Simons Show 80% Increase 
in Business; October to Be Biggest 
Month; Add Full Time Men 
The Kobbins & Simons 
resenting the Home Life 
is setting a fast pace for itself these 
days. It has increased its business 80% 
since the agency was formed May 1 over 
the first four months of 1926 when the 
two principals of the partnership had 

individual offices. 

Mr. Simons reported this week that 
October promises to be the biggest 
month of the year. He said that there 
has also been an increase in full time 
men, showing that the unusually strong 
position of Robbins & Simons due_ to 
its close relationship to the home office, 
is a magnet in attracting newcomers. 


Agency, rep- 
in New York, 








Industrial Life Insurance— 


Ordinary Life Policies— 
All forms of Life, Limited Pa 
and novel features, with High 


The Colonial Life Insurance Company of America 


Especially Attractive and Favorable to the Insured. 


ment and Endowment, containing attractive 
alues at Low Cost. 





Give Agents Unusual Money-Making Opportunities 





Geo. T. Smith, Vice-President 
Chas. F. Nettleship, 2nd Vice-President 








Officers 
E. J. Heppenheimer, President EE. C. Wise, Treasurer 


Home Office—Jersey City, N. J. _ 


S. R. Drown, Secretary 














J. V. E. WESTFALL RESIGNS 


Dr. John V. E. Westfall, who has been 
vice-president of the Equitable Life 
since 1922, has resigned that position to 
take charge of the Berlin office of Has- 
kins & Sells, accountants. Dr. Westfall 
is a graduate of Cornell University, and 
received his Ph. D. from the University 
of Leipzig in 1898. Shortly afterwards 
he became associated with Haskins & 
Sells in this country, going with the 
Equitable Life in 1907. 





BUYS A BUILDING 


The American Life of Detroit has pur- 
chased the Union Trust Building for 
something in excess of $1,000,000. It is 
at the southeast corner of Griswold and 
Congress streets, Detroit, and is ten sto- 
ries high. 


“HAVE A GOOD RECORD 
Ranni & Roseman, a Appointed 
General Agents for Manhattan Life, 
Have Growing Organization 


The Manhattan Life of New York re- 
cently appointed as general agents in 
New York Ranni & Roseman, of 391 East 
149th street. This agency is developing 
rapidly under the direction of James C. 
Ranni and Julius Rosenman. 

Mr. Roseman, in 1924, represented the 
Metropolitan Life and established a 
record for himself by leading the Met- 
ropolitan Life agency forces, twenty-one 
thousand agents in all. For this he was 
promoted to assistant manager in which 
capacity he also distinguished himself. 

Mr. Ranni entered the insurance busi- 
ness three years ago, after having been 
six years as cashier for a business firm. 








business. 


Life’ - 








It’s The Men 
In An Institution 
That Make It 


ONE MAN may visualize but men must visualize. Seldom is 
an institution the result of one man’s effort — it takes a 
great leader with an organization of real men to build up a great 


The Missouri State Life Insurance Company is just such an 
institution. Its marvelous success is the result of vision on the 


part of its management plus the vitalizing cooperation of a loyal, 
hard-hitting field force. 


The Missouri State Life is proud of its men. Careful in its selec- 
tion, its roster is made up of the best in the business. 
themelves of the help extended and the training given through 
the Company’s Educational Courses, they are successful pro- 
ducers of volume business. 


That’s why the Missouri State Life is today the largest insurance 
company in the Southwest, second largest in the West and nine- 
teenth in the Nation. That’s why its volume of insurance in 
force has grown from a little over one hundred million dollars 
ten years ago to over six hundred and twenty-four millions 
today! It’s the men in the institution that are making it grow— 


A great Company daily growing greater! 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


M. E. Singleton, President 
Accident’ - 


Health 


Home Office, Saint Louis 


Availing 


- Group 
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E. I. Low Honor Guest 
At Unique Luncheon 


MANY GENERAL AGENTS THERE 





President of Home Life Tells of New 
Spirit of Co-Operation Existing 
In Life Insurance 





Into that marvelous entente cordiale 
which now exists in the life insurance 
general agency field in New York City, 
more ententes and cordiales were in- 
jected on Wednesday of this week when 
a number of the leading general agents 
of the town were guests at a luncheon 
given at the Hardware Club by I. R. 
Rkobbins and Russell M. Simons, Home 
Life general agents, for the purpose of 
having the managerial fraternity mect 
President Low of the Home Life. It 
was the first time that such a luncheon 
has ever been given in New York City 
and it was a happy occasion. 

Managers attending were: Shepard 
Homans and H. H. Letcher, Equitable 
Society; C. A. Foehl and C. V. Dyke- 
man, Prudential; H. D. Hart and G. A. 
Eubank, Aetna Life; T. R. Fell, Massa- 
chusetts Mutual; W. fF. Atkinson, 
Northwestern Mutual; Julian S. Myrick, 
Mutual Life; L. H. Andrews, Phoenix; 
J. E. Flanigan, Bankers Life; C. 
Knight, Union Central; Robert C. An- 
derson, Ralph Sanborn and R. L. Jones, 
State Mutual; E. W. Allen and H. Ar- 
thur Schmidt, New England Mutual; 
Frederick Doremus, Guardian Life; Gra- 
ham C. Wells, Provident Mutual; and 
C. H. Kederich, New York Life. 

A President Sells Insurance 

Mr. Robbins, toastmaster, told of the 
entrance of Mr. Low into the Home Life 
organization in which he was the young- 
est director for some years, and three 
years ago became president. He said 
that three directors of the company had 
been appointed to recommend a presi- 
dent and they unanimously decided upon 
Mr. Low. Mr. Robbins said he thought 
that the fine progress the company has 
made in the last three years and the 
high revard which the production force 
has for the new president furnished the 
best testimonial that he has made good. 
In fact, the general agents of the Home 
Life are very proud of their president. 

Mr. Low for a number of years was 
a successful lawyer in this town. He en- 
tered the World War with the Field Ar- 
tillery as a private, later becoming a cap- 
tain of Reserves. It is characteristic of 
him that unon taking up his duties as 
chief executive of the Home Life he de- 
cided to get the point of view of the 
field force, as well as other angles of 
the business, as speedily as possible and 
went out and actually sold a number of 
cases. 

An Instance of Co-operation 

In describing his selling experiences 
he told how he had refused to upset a 
$100,000 policy. of a friend of his who 
had asked him for insurance advice. 
Later, this friend came to him and asked 
about additional insurance to cover in- 





surplus and brokerage business. 
of this office. 


Any life 


service “this 


Telephone: 








YOU PLACE LIFE INSURANCE 


Many prominent life insurance men and brokers have found the Home 
Life a most liberal and convenient company in which to place their 


They are utilizing the personal services 


man or broker who is not acquainted with the Home Life 
and Robbins-Simons’ Service is overlooking one of the best and strongest 
combinations in New York City to handle their business. 


For promptness of action and quality of 
office cannot be 


ROBBINS & SIMONS, General Agents 


256 BROADWAY, NEW YORK 
7th Floor (Home Office Building) 


Barclay 5018-19-5254 


beaten.” 








heritance taxes and this Mr. Low wrote 
in the Home Life. He used this as the 
theme of his talk on co-operation, say- 
ing that the old insurance had not been 
disturbed; new insurance had been writ- 
ten; the client had been adequately cov- 
ered; and good feeling was generated all 
around, 

Mr. Low said he had one particular 
hobby and that was to know his field 
force. He said he wanted to be on the 
firing line pes thought in that way he 
could handle agency problems more 
sympathetically and satisfactorilv. 
~“Education is assistance in leading out 
from ignorance,” he said. “The good 
insurance agent is constantly educating 
the people and every time the policy is 
properly sold the entire insurance busi- 
ness is the gainer.” 

It gave him pleasure, he said, not only 
to meet the general agents who were 
present but to know that the general 
agents of New York met so frequently 
to round out their problems. 

“We must work and pull together in 
just one cause, ’ he said, “and that is to 
give the policvholder what he is entitled 
to, as fast as he is entitled to get it, 
and spread the gospel of life insurance, 
which is one of the greatest gospels in 
the world.” 


Dr. Dwight Talks 


Edwin W. Dwight, the 
medical director of the New England 
Mutual Life (who was taken to the 
lunch by Messrs. Allen and Schmidt), 
said he first met Mr. Low at a Life 
Presidents’ meeting and at that time no- 
ticed three qualities which he thought an 
insurance executive of top rank should 
have: first, the personality essential for 
success; secondly, the modesty that goes 
with a real big man; third, the willing- 
ness to learn. He said he made analysis 
No. 3 by hearing Mr. Low ask a num- 
ber of keen and intelligent questions. 

Julian S. Myrick, speaking for the 
other general agents, complimented the 


distinguished 


HARTFORD GETS AD MEETING 





Next Convention To Be Held in June, 
1927; Companies Offer Their 
Auditoriums 
Detroit, October 18—The next meet- 
ing of the Insurance Advertising Con- 
ference will be held in Hartford, Conn., 
in June, 1927. The exact date ‘for the 
meeting has not been set as yet. An 
invitation from the Hartford Advertising 
Club sent through two past presidents of 
the Insurance Advertising Conference, 
J. W. Longnecker, of the two Hartford 
companies, and Edward A. Collins of the 
National Surety, was presented to the 
convention today and was _ accepted. 
The various companies at Hartford 
sent word that their respective auditori- 
ums would be at the disposal of the In- 
surance Advertising Conference for the 

several sessions of the convention. 


TALKS TO FRASER AGENCY 

Vincent B. Coffin, director of the life 
insurance training course of New York 
University, addressed the Fraser Agency 
of the Connecticut Mutual on the sub- 
ject “Income Insurance” at the regular 


Monday morning meeting this week. 
“Underselling yourself and overselling 
your prospect” were two of the points 


discussed by Mr. ¢ 
formative talk. 

Charles J. Zimmerman, associate 
manager of the Fraser Agency, an- 
nounces that Leon Gilbert Simon will 
address the agency next Monday, Oc- 
tober 25, on the subject “Creation of Life 
Insurance Trusts.” The speaker for the 
following week will be Ralph G. Engels- 
man whose subject is as yet un- 
announced. 


‘offin in his very in- 








Home Life on the position it has in the 
insurance community and praised the 
character and ability of Messrs. Robbins 
and Simons. Mr. Simons concluded the 
lunch with a short talk. 


Advertising Ideas Of 
Jefferson Standard Man 


A. T. HALEY’S ‘TALK AT DETROIT 





Different Types Want Distinct Types of 
Advertising and Literature; Suit- 
ing Small and Big Agents 

Alvin T. Haley of the Jefferson Stand- 
ard Life discussed the agents’ attitude 
toward advertising in his talk at the 
Insurance Advertising Conference this 
week in Detroit. He started as a life 
agent in a town of about 10,000, later 
working as a special agent, and then 
training agents. He said that practically 
all agents are anxious for more advertis- 
ing material. Few are sold on the con- 
sumer acceptance idea in advertising. 
They want direct sales advertising, not 
realizing how important it is to cut down 
sales resistance. 

In new territory the demand is for lit- 
erature that sustains the prestige of a 
company in a community where it is 
well-known, Most small producers and 
new agents fearing competition want lit- 
erature which will convince people that 
they have the best company and lowest 
cost. 

One Day Propositions Not Used to 

Advantage 

Most big producers care little about 
advertising that features the company. 
They are more interested in literature 
that will help them convince men that 
the agents will be of assistance in solv- 
ing their problems. Most agents like 
literature well illustrated and in color. 

r. Haley said he does not think much 
of one-day propositions, such as 
“Mother’s Day,” as they often pass by 
before the agents know about these days. 

There are some agents who feel they 
cannot stand alone. That type of agent 
particularly is helped by good literature 
and advertising. Most trained men are 
not interested in elaborate arrays of fig- 
ures. 

In planning advertising publicity man- 
agers should remember that there are 
more small cases sold than big ones and 
neither should be neglected. Copy should 
bear in mind the aims and hopes of the 
policyholders. Booklets should try to 
cover every phase of insurance service, 
one at a time will do. 


TO HEAR RALPH ENGELSMAN 


Ralph Engelsman, known both as a 
producer and educator of life insurance 
agents due to his work at New York 
University, will speak at the Monday 
morning meeting of the Keane-Patterson 
Agency, Mz rig Mutual general 
agents in New York, next week. Mr. 
Engelsman will talk to the agents on 
some of the new angles of life insurance 
and it is expected that the meeting will 
be largely attended. 


Ernest W. Owen, division manager 
Sun Life in Detroit, will talk to the 
Hart & Eubank sales meeting here on 
November 1, 9.30 o'clock. 








The Lincoln National Life 


ARE YOU INTERESTED 
IN NEW JERSEY? 


has been going forward in New Jersey. 
It is making a substantial gain over its record of 1925. 

Agents for the Lincoln National Life in New Jersey are enthusiastic 
about their connection because of their opportunities to serve the public 
through their up-to-the-minute contracts and wide range of risk acceptance. 
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The Lincoln National Life Insurance Co. 


“Its Name Indicates Its Character” 
Lincoln Life Building 
More Than $435,000,000 in Force. 


Fort Wayne, Indiana 











Pennsylvania 











Provident Mutual 


Life Insurance Company of Philadelphia 


Founded 1865 


The Provident has worked out a practical plan 
by which the Home Office, through an Edu- 
cational Supervisor, is assisting in the devel- 


opment of new agents. 
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Acacia Mutual jLife’s New "Home 


President William Montgomery an- 
nounces that work is soon to be started 
on the first unit of the new Home office 
building of the Acacia Mutual Life As- 
sociation in Washington, D. C. The en- 
tire building program contemplates an 
expenditure of $2,500,000, and the whole 
project is to be completed within the 
next five years. A ten-story fire-proot 
structure of granite and limestone com- 
prises the first unit which will be erect- 


time it was thought that this larger space 
would accommodate the Association’s 
needs for many years to come. It was 
no later than three years, however, that 
the greater volume of business required 
more space, necessitating another move 
to the Bank building on the corner of 
Twelfth and G streets. When, in 1911, 
th@ Association again moved to larger 


quarters on the second floor of the new 
Temple, the 


Masonic officers felt sure 





First Unit of New Acacia Mutual Life Home Office Buildings to Be Erected 
in Washington, D. C. 


ed at a cost of one million dollars, under 
the supervision 6f Hoggson Bros., archi- 
tects and builders, New York. 

The board of directors was fortunate 
enough to secure the property located at 
the corner of First street and New Ser- 
sey avenue, northwest. ‘This ground lies 
virtually within the shadow of the mag- 
nificent dome of the United States Cap- 
itol. 

The plot is particularly desirable 
cause of the unusually beautiful sur- 
roundings which it will have. Congress 
has already appropriated sufficient money 
for the construction of a beautiful park- 
way one hundred sixty feet wide, extend- 
ing from the Union Station Plaza to the 
Peace Monument in front of the Capitol, 
and thence to the proposed $15,000,000 
Arlington Memorial Bridge. The new 
Home office buildings of the Acacia will 
face this boulevard on the east. Prop- 
erty for the enlargement of Capitol 
Park has also been purchased by the 
United States Government immediately 
south and east of the site selected by 
the Acacia Mutual Life. It can readily 
be seen that the Acacia Home office 
buildings will enjoy surroundings with 
which few other insurance company 
buildings can compare. 


be- 


Steady Growth of Company 


The phenomenal growth of the Asso- 
ciation, particularly during the last twen- 
ty years, has repeatedly brought to the 
fore the problem of adequate housing 


facilities for the Home office. Back in 
1893 when William Montgomery, now 
president, was elected secretary, the As- 


sociation occupied two small rooms on 
the second floor of the building located 
at 419 Eleventh street,. northwest. In 
1904 the Home office was moved to larger 
quarters in the Huyler building, corner 
of Twelfth and F streets, and at that 


that they had secured offices which could 
be used for many years hence. 


No one could anticipate at that time 
the remarkable growth of Acacia which 
forced them six years later to. trans- 


fer the Home office to the building at 
1621 H street, northwest, which was pur- 
chased by the Association. A few years 
later the Association found it necessary 


to build an addition to their property 
which served them until 1921. In that 
year the offices were moved to the Ho- 


mer building, where one-half of the sec- 
ond floor was rented for a term of years. 
Keeping pace with the increasing volume 
of business, more and more space has 
been taken over in the Homer building, 
until the Association now occupies all of 


the second floor, part of the third, half 
of the fourth floor, and a large part of 
the basement—in all, approximately, fifty 
thousand square feet of space. Of 
course, the officers and the board of di- 
rectors realized that this arrangement 
could only serve the Association’s needs 
temporarily. 





G. E. BRENNAN CLUB 





One Thousand Insurance Men Join To 
Futher Candidacy of Illinois Surety 
Insurance Man 
The George E. Brennan Insurance 
Club has been requested to do all it can 
to further the election of G 
Brennan, Democratic candidate for 

United States Senator in Illinois. 
Mr. Brennan is manager of the United 
States Fidelity & Guaranty. 
More than a thousand insurance 
are members of the club, the 
committee 


George 


men 
executive 
of which consists of: C. M. 
Cartwright, John McKeachney, 
Fox, A. C. Arnold, W. H. 
Jules Girardin, C. A. Menninger, S. B. 
Komaiko, T M. Hogan, T. W. Thomp- 
son and P, J. V. McKian. 


A NEW FEATURE 

red P. McKenzie, executive secretary 
of the Life Underwriters Association of 
New York, has introduced a new feature 
in the Life Underwriters’ Bulletin. — It 
is a column headed “Do You Know 
That—” and contains a number of im- 
portant facts that every life insurance 
man should know. A person who should 
clip these from the bulletin each week 
would, in a very short time, Mane a fund 
of valuable information at his command. 


( rord ay 
Hansmann, 


INTRODUCED 


What a day that will be and what a 
difference there will be in the volume and 
character of our sales when the public 
has the same confidence in the field 
man’s ability to underwrite that it now 
has in the companies’ ability to pay. 
Dr. George B. Van Arsdall. 


k. A. Woods’ Talk 


(Continued from Page 5) 


“Rockefeller says that ‘a pessimist is 
a man who sees a disaster in every op- 
portunity but an optimist is a man who 
sees an opportunity in every disaster.’ 
Make your own choice. 

“If you wait for advantaves to come 
your way you need a lot of patience. 

“If you pay the price of success and 
win it you will be happy because your 
conscience is clear, your ambition real- 
ized, and you will stand out from the 
crowd. No one wants to lag behind in 
the race. No one wants to be driftwood 
cast upon the shore. Keep your eye on 
the rainbow—not on the ground. Kol- 
low it no matter how far away it seems 
to be. If you strive hard enough you 
will eventually bask in its refulgence so 


that your soul and spirit will shine with 
brightness.” 











of service inaugurated at its birth. 


Springfield, Massachusetts 








Seventy - five Years Ago 


the Massachusetts Mutual Life Insurance Company was organized by a 
group of men with unusual foresight. 


would create a personality of strength and friendliness, and conduct its 
affairs so as to win and hold the confidence of policyholders. 
During all these years this institution has faithfully maintained the spirit 


serv To-day it ranks with the best com- 
panies in the country and is known throughout the land as 


The Company of Satisfied Policyholders 
JOSEPH C. BEHAN, Superintendent of Agencies 


Massachusetts Mutual Life Insurance Company 


They conceived an organization that 





Organized 1851 














No need 


for Concern 


A certain 
manufacturer 
of 

Door Knobs 
claims to have 
invented 

one which 
Automatically 
Locks 

when a Life 
Insurance Agent 
attempts to 
turn it. 


Evidently 

this inventor 
has overlooked 
the fact 

that 

All Doors 

are Thrown 
Open 

To those 
using 





Organized 


Service 


The Keane-Patterson Agency 
Massachusetts Mutual 
Life Insurance Com 


225 West 34th St... New York City 
Chickering 2383-7 
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Sanborn Discusses 
Business Insurance 


BIG CROWD OUT TO HEAR HIM 





State Mutual Life Producer Talks On 
Business Problems as They Relate 
To Life Insurance 





The fourth lecture of the course in 
salesmanship which is being conducted 
by the J. C. McNamara organization, 
Guardian Life, New York, was delivered 
Monday night. The speaker was Ralph 
Sanborn of C. W. Anderson & Sons, the 
State Mutual Life. Mr. Sanborn has a 
fine record of personal production, as he 
led one of the largest agencies in Bos- 
ton before coming to New York. A large 
percentage of his production has been 
in the field of business insurance in 
which he specializes. There was a good 
crowd out to hear him. 

His talk included a discussion of the 
points that an agent should know before 
attempting to write business insurance, 
its place in the age ra nt of the aver- 
age agent. Mr. Sanborn has a first- 
hand knowledge of the subject and gave 
his hearers much to think about. Before 
taking up his main theme, he suggested 
that those attending the course get 
copies of two books which he felt would 
be helpful to them in selling business 
insurance. The books are “Business 
Law” by Conington and “The Funda- 
mentals of Accounting” by Cole. These 
books, he said, were both concise and 
comprehensive. 

Mr. Sanborn showed the difference be- 
tween corporations, partnerships and 
firms by means of what he calls a work- 
ing outline on the subject of business 
insurance. He emphasized the impor- 
tance of mastering these three forms. 
He discussed in this connection direct 
compensation, liquidation funds and 
credit re-enforcement. Under direct 
compensation, he said, the proceeds of 
a policy were paid direct to a corpora- 
tion to cover the loss of a member of 
the business. He said the beneficiary 
clause in a corporation policy cannot be 
changed except by a vote of the board 
of directors. 

The speaker said that the liquidation 
fund was the using of endowment in- 
surance to purchase stocks with. This 
is also known as the stock purchase plan. 
He referred to credit re- -enforcement as 
the problem of liquidating one’s obliga- 
tions in a business like way. 

Mr. Sanborn went on to say that be- 
cause of the technical character of the 
problems of business insurance transac- 
tions, he usually referred his cases to his 
legal department before writing a policy. 
This, he thought, was a means of pro- 
tection both for his company and him- 
self. 

He was of the opinion that the _— 
success of life insurance during the last 
five years was due, not to inheritance 
taxes as many suppose, but to business 
insurance. He said he could foresee the 
day when business houses would place 
insurance upon the lives of employes in 
amounts that would astonish everyone. 
He declared that it was up to every man 
present to make sure that he understood 
the subject of business insurance in a 
“discursive sort of a way, its best ethical 
practice, else some person would eventu- 
ally have to pay the price for a rotten 
job done in haste.” 


DINES BOSTON UNDERWRITERS 


Leading Boston underwriters were the 
guests last Saturday night of the Old 
Colony Trust Co at dinner at the Al- 
gonquin Club, Boston. Leslie G. Mc- 
Douall, assistant trust officer of the Fi- 
delity Union Trust Company of Newark, 
N. J., gave an illustrated talk on “L ife 
Insurance Trusts.” Other speakers were 
E. W. Denio, vice-president of the Old 
Colony, who described the methods of 
the company in handling property and 
investments as trustees; and Edward I. 
Brown of the Boston Life Underwriters’ 
Association. 





CROCKER VISITS SOUTH 
Walter L. Crocker, president of the 
John Hancock, was the guest of honor 
at a meeting recently of the Louisville 
Association of Underwriters. He. dis- 
cussed the growth and service of life 


insurance. [From Louisville he went to 
Nashville. 





RELIANCE LIFE ELECTION 

As the result of the annual election 
held last week by the Reliance Life 
Fmployes’ Association, it was announced 
that the successful candidates for the 
1926-27 season were: F. H. Sommer, 
president; P. J. Mansmann, vice-presi- 
dent; Mary Ryan, secretary, and W. J. 
Snodgrass, treasurer. On the board of 
governors for the coming year are: T. J. 
McKenna, H. N. Helbling and R. N. 
Barrett. The first general meeting of 
the Association will be held during the 
first week of November at which time 
President Sommers will announce his 
plans for the Gnsuing season. 





Reliance Life 


Vice-Presidents 
(Continued from Page 3) 


Home office he was later made traveling 
auditor, which advancement soon was 
followed by his promotion to the posi- 
tion of cashier. In 1914, upon the cre- 
ation of the department of agency ac- 
counts, Layton was given charge. Since 
then his functions have been devoted 
almost entirely to sales stimulation. 

William F. Aull, upon graduation in 
1904, took a position with the Pennsyl- 
vania Railroad in the accounting divi- 
sion of its telegraph department. Main- 
taining this connection for six years, in 
April of 1910 he entered the service of 
the Reliance Life in its renewal receipts 
department and in 1910 was appointed 
assistant in the company’s treasury de- 
partment. 

The rapid growth of the company’s 
outstanding life insurance which has 
been more than doubled during the past 
six vears, the trebling of its assets dur- 
ing the same period and the concurrent 
enlargement of its Home office adminis- 
trative operations in the various depart- 
ments located in the Farmers’ Bank 
building, are the attributable reasons for 
these developments in its executive or- 
ganization, it was said. 





HAlcHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 


Denver Des Moines 


Omaha 











SRO 
Liabilities ........ 
Capital and Surplus.. 
Insurance in Force 





INCORPORATED 1871 


‘LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
Issues the most liberal forms of ORDINARY Policies from $1,000.00 to sicne 000.00, 
with premiums payable annually, semi-annually or quarterly, and INDUST 
Policies up to $1,000.00, with premiums payable weekly. 
CONDITION ON DECEMBER 31, 1925 
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+ $46,562,667.40 

39,940,092.25 
+ _ 6,622,575.15 
eee - 292,834,191.00 
ee evereesene 3,392,156.76 
39,176,371.91 
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JOHN G. WALKER, President 

















Write it in the Etna 


Call 
GRAHAM and LUTHER 


Triangle 7560 176 Montague Street 
General Agents Brooklyn and Long Island 


AETNA LIFE INSURANCE COMPANY 


“A POLICY FOR EVERY NEED” 



































PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent connection with an old 
well established company with a progressive management and an un- 
equalled dividend record, it will be to your interest to investigate our 
proposition. 

Address, PERMANENT, 
Care of The Eastern Underwriter, 86 Fulton Street, New York City 
































BUSINESS OF 1925 | 


New Insurance...................++0+0+++++$117,647,000 
Increase over 1924...........ccceececcecceces $13,691,000 





Insurance in Force 
Increase over 1924. 
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New England Mutual Life Insurance Co. 


Boston, Mass. 























ONWARD MARCH—1925 


Total of Paid-for Business 
1924 - - . -  $134,242,954 
1925 - - - . 157,045,211 


BANKERS LIFE COMPANY 
G. S. NOLLEN, President 
Des Moines, lowa 
































Celebrating 


75th ANN IVERSARY 


DIAMOND JUBILEE YEAR . 
Seventy-five —_— of Service to Policyholders New Policy Forms 
New Added Features to Our Policy Contract 


Berkshire Life Insurance Co. 
Incorporated 1851 


PITTSFIELD, MASSACHUSETTS 
ODES, President 
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OPENING ALWAYS FOR RIGHT MAN 
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THE. EASTERN 
UNDERWRITER 


This newspaper is owned and is pub- 
lished every Friday by The Eastern Un- 
derwriter Company, a New York corpora- 
tion, office and place of business, 86 
Fulton Street, New York City. Clarence 
President and Editor; W. L. 
Secretary and Business Manager; 


Axman, 


Hadley, 


Edwin N. Eager, Associate Editor; Wal- 
lace L. Clapp, Associate Editor. The 
address of the officers is the office of this 
newspaper. Telephone numbers Beek- 
man 2070. 

Subscription Price $3.00 a year. Single 


copies, 25 cents. Canadian subscriptions 
$1.00 for postage should be added. Other 
countries outside of Canada $1.50 for 
postage should be added. 

Entered as second-class matter April 
1, 1907, at the Post Office of New York 
under the act of March 3, 1879. 








THE NEW ASSOCIATION IN FIRE 
INSURANCE 

The Eastern Underwriters’ Associa- 
tion, the much-heralded successor to the 
Eastern Union, has been approved by 
companies writing in excess of 90% of 
the fire business in the Eastern Union 
territory and will begin to operate on 
January 1 of next year. Only a few 


companies have so far failed to join the 
The vast majority which 
have pledged their allegiance are whole- 


organization. 
heartedly and enthusiastically in support 
of the 
porated in the 


principles and restrictions incor- 
constitution. It 
nificant that so many competing compa- 
agreed to abide honestly by 
self-imposed rules for the good of the 
It is in fact one of the great- 
est examples of co-operation in fire in- 
surance in the East in recent years. 
What will the Eastern Underwriters’ 
Association accomplish for fire insurance 
that previous organizations have 
failed to gain is the question asked by 
those who have not participated in the 
actual formation of the organization? 
Will it to stifle legitimate compe- 
tition at the expense of the general pub- 
lic ? 


agency 


is sig- 


nies have 


business, 


other 


aim 


Or is it directed against the local 
Both the public and the 
affected, and they both 
should profit if the Eastern Underwrit- 
ers’ Association functions as is expected. 

The E. U. A. formed to 
strengthen the position of fire insurance 
in general in the East and to eliminate 
many evils which threaten to undermine 
the ultimate and fundamental safety of 
the fire insurance contracts held by so 
many hundreds of thousands of business 
The companies 
have now come together, not to guaran- 
for themselves an excessive under- 
writing profit, but to cut down many very 
heavy expenses that would eventually 
have made fire insurance more costly to 
the or would have caused the 
companies to lose money heavily. . Ex- 
cessive competition between companies 
in any line is only of mo- 
mentary to the public. Their 
economic gain vanishes when they find 
that the articles they purchase for less 
than cost turn out to be inferior in qual- 
ity. 

To the local agent the E. U. A. offers 
a rate of compensation for his efforts 
determined only after many conferences 


forces? 


agents will be 


has been 


men and home owners. 


tee 


public 


of endeavor 
advantage 


with agents to learn their views and to 
ascertain what commissions they must 
receive to render the services expected 
of them. Obviously all cannot be pleased, 
but it is admitted flagrant 
mission abuses will be corrected. 
One cannot forecast the future history 
of this new company organization. It is 
launched with highest hopes and opti- 
mistic support. 


some com- 


It enjoys a wide mem- 
bership, embraces a constructive and far- 
reaching program and will soon move 
forward to trv to put into actual opera- 
tion those economies agreed upon as vi- 
tal and necessary to safezuard the struc- 
ture of fire insurance in the East. 


INSURANCE ADVERTISING 
CONFERENCE 


three 


In the departments of The 
FKastern Underwriter this week there will 
be found news data having to do with 
the annual meeting of the Insurance Ad- 
vertising Conference 
Monday This, 
the convention at- 
tended by a representative of this paper 


which was held in 
and 
first 


Detroit on 
bv the 


Tuesday. 
way, is 


for which there had been no entertain- 
ment provided. There were sessions 
morning, afternoon and night. There 


was a general session each day and three 
group day and at the 
luncheons there was no escape from mat- 
ters provided for the digestion of the 
delegates. 

If anyone in the business had an idea 
that the Insurance Advertising Confer- 
ence Convention was a means providing 
for a junket they might well dispel this 
thought from their minds. The general 
sessions were well attended and_ the 
group sessions found the attending 
members almost equally divided. 

Going through the sessions of the con- 
vention 


meetings each 


one is immediately impressed 
with the dominating desire on the part 
of the Insurance Advertising Conference 
members to bring about a happy solution 
of the manifold problems confronting 
the insurance company advertising de- 
partments, and their problems are mani- 
fold when one takes into account the 
number of masters the departments have 
to serve. 

The efforts put forth to bring about 
needed recognition by the executives of 
the companies, of the importance of 
properly conducted advertising depart- 
ments merits highest commendation. The 
labors of department managers to bring 
about a better’ understanding between 
the company executives and the very 
vitals of the business, the companies’ 
agents, is of high importance to the 
growth of the broadening business of in- 
surance. The efforts of advertising de- 
partments to further a better spirit of 
public relations, which work is directed 
largely through the local agent, cannot 
be minimized. 





REINSURES TRANSYLVANIA 

The Indemnitv Companv of America, 
St. Louis, has taken over bv reinsurance 
the entire outstanding business of the 
Transvivania Casualty of Louisville. an 
exclusively automobile company with a 
preminm income in 1925 of approximate- 
ly $250,000. 





HOLD GOLF TOURNAMENT 
The board of managers of the Equit- 
able Life Assurance Society in New York 
held a golf tournament yesterday at 


Dunwoodie Golf Club in Yonkers, 














The Human Side of Insurance 











SPENCER WELTON 





Spencer Welton, who on November 1 
(as will be seen elsewhere) will become 
president of the New York Indemnity, 
is paying a visit to Connecticut this 
week, 

i + 

Edward M. Allen, of Helena, Ark., the 
agent who has become the new liaison 
officer of the National Surety, will make 
his first appearance in his new role at 
the meeting of the annual convention of 
the Missouri Insurance Agents’ Associa- 
tion in Springfield, Mo., next week. 

xk kK x 


Luther B. Little, manager of publica- 
tions of the Metropolitan Life, is still at 
the Lawrence Hospital at Bronxville, 
N. Y. He has not been able to leave 
his bed for fifteen weeks. 

* 

W. W. Dimmick, of Reed, Jenkins, 
Dimmick & Finnegan, a prominent legal 
firm, New York City, and well known as 
an authority on workmen’s compensation, 
owns one of the largest farms in Dela- 
ware County and has operated it for 
the past twenty-four years. He is a 
graduate of New York University Law 
School and is also a Master of Arts of 
Columbia University. 


T. M. Baldwin, Jr., superintendent of 
insurance of the District of Columbia, 
has written a letter to Robert W. Nea 
publisher of the “Pacific Underwriter 
and Banker,” complimenting him upon 
an editorial the paper ran on “politics 
and bankers.” Among other things, Mr. 
Baldwin made these comments: “It is 
certainly true that our best men seem 
too busy to ‘meddle in politics,’ as they 
call it, but always more than ready to 
bewail the terrible conditions of affairs, 
not only as relate to certain localities, 
but all over the Nation when as a 
matter of fact they do nothing whatso- 
ever .in any way to attempt to better 
conditions, even often refusing to go to 
the polls and assist in the election of 
the proper candidates to office. 

“Some day our people will wake up to 
the fact that it is about time for the 
decent element in society to assert its 
rights and very quickly will the profes- 
sional .politician, who is only in public 
life for what he gets out of it from a 
financial standpoint, will take to cover.’ 


Vice-President James Marshall of fhe 
Fireman’s Fund, made the _ following 
comment for the “Fireman’s Fund Rec- 
ord,” following his return from a trip 


through the Middle West: 





oe 


“T was greatly impressed by the de- 
velopment of the various sections that | 
visited. The entire middle west seems 
to be enjoying quite a building boom at 
present. This was particularly notice- 
able in the cities of Milwaukee, Detroit, 
Cleveland, Columbus, Cincinnati, Louis- 
ville and Indianapolis, and especially so 
in Chicago. Many imposing structures 
are under construction in the downtown 
section of Chicago and in all of the out- 
‘lying districts the city seems to be grow- 
ing by leaps and bounds. As a matter 
of fact, some of the places that I visit- 
ed had changed so much since J last 
saw them that I could hardly believe my 
own eyes. It was a very interesting trip 
and I think helpful to all concerned.” 

i. es 


Mrs. O. B. Harrauff, wife of General 
Agent Harrauff, of the Franklin Life, at 
Princeton, Il, was recently chosen Radio 
Queen of America. She flew from 
Princeton to Chicago, where she took the 
Twentieth Century Limited for New 
Yorg City. Mavor Walker and officials 
of the Radio World’s Fair welcomed 
Mrs. Harrauff to New York and escort- 
ed them to a suite which had been re- 
served for them at the Hotel Astor. 

« + & 


Paul N. Mantz has been appointed as- 
sistant se cretary in charge of the Policy- 
holders’ Service Department at the 
home office of the Lincoln National Life. 
He was educated at Oklahoma Univer- 
sity and at Drake University, where he 
studied law. 

* * = 


Randall H. Palmer, of Corry, Pa., who 
has been a successful local agent since 
1865, is retiring from business at the 
age of about 90, 





HUNTT GOES TO ATLANTA 

Edward Huntt, special agent for Vir- 
ginia for several years for the A. H. 
Turner office of Richmond, representing 
the Allied Underwriters, American Cen- 
tral, Tokio and Union of Canton, has 
been transferred to the Atlanta, Ga., 
office. 





NOW GROUP SUPERVISOR 

Edward A. Braniff who has been a 
member of the Equitable Life staff for 
the past nine years has been appointed 
district group supervisor of the ¢om- 
pany’s Oklahoma agency, with head- 
quarters at Tulsa. For eight years Mr. 
Braniff has been a member of the quar- 
ter million club of the company and on 
two occasions has exceeded the million 
dollar mark. 





CONEY ISLAND RATE HEARING 

A hearing on fire insurance rates for 
Coney Island has been called for 10:30 
a. m. next Monday, October 25. The 
hearing will be held at the New York 
City office of the State Insurance De- 
partment, and has been called at the re- 
quest of the Coney Island Chamber of 
Commerce. 





MUTUAL COMPANIES MEET 


The annual convention of the National 
Association of Mutual Insurance Compa- 
nies and Federation of Mutual Fire In- 
surance Companies, met last week at the 
Seelbach Hotel, Louisville. It was re- 
ported that virtually 500 were registered. 





TO STOP COAL MINE BUSINESS 

The Associated Companies will stop 
writing coal mine business after January 
1. The personnel of the organization will 
continue, however, intact. 





50 YEARS WITH SUN LIFE 
On October 2 Thomas B. Macaulay en- 
tered his fiftieth year of service with the 
Sun Life of Canada of which he is 
president. 
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FIRE INSURANCE 








E. U. A. Is Formally 
Approved at Meeting 
of Companies Here 


OVER 92% OF COMPANIES IN 
Company Executives Vote Enthusiastic- 
ally to Support Body to Eliminate 
Present Evils 

Nithout a semblance of opposition the 
inane’ on organization of the East- 
ern Underwriters’ Association last Thurs- 
day afternoon presented a favorable re- 
port on the organization, which was ac- 
cepted unanimously by the representa- 
tives of companies writing over 90% of 
the business in the Northwestern States. 
The meeting was held in the rooms of 
the New York Board of Fire Under- 
writers. Several days before the meet- 
ing those few groups of companies which 
had been holdwing out for compulsory 
separation of “mixed” agencies, instead 
of voluntary separation as provided for 
by the E. U. A., dropped their demands 
and are now whole-heartedly in support 
of the organization. 

Companies writing over 92% of the 
fire premiums in the New England and 
Middle Department States have already 
voted to join the E. U. A. and now that 
the success of the plan is assured more 
groups are expected to join shortly. 
Launching the Eastern Underwriters’ 
Association marks the culmination of 
many months of hard, earnest and sin- 
cere work on the part of the fire com- 
pany executives, agents, brokers and 
many others. The new organization, 
which will bring many momentous and 
constructive changes in fire insur: ance, 
proves that fire company officers can sit 
down together and harmoniously co-op- 
erate in the removal of what have been 
regarded as most dangerous situations 
threatening the prosperity of fire insur- 
ance. 

Companies Are Enthusiastic 

Insurance companies in New York are 
enthusiastic about the E. U. A. and the 
work which it should accomplish. To 
them a new day in fire insurance has 
dawned and they are most optimistic in 
their expressions of opinion. This new 
body which will replace the present, East- 
ern Union, is more comprehensive in 
scope, has a wider membership and 
stricter rules for controlling underwrit- 
ing practices. That it will remove the 
disastrous competitive evils which have 
undermined fire insurance underwriting 
in the East is practically certain. 

R. M. Bissell, president of the Hart- 
ford Fire, is president of the FE. U. A. 
Fdward Milligan, president of the Phoe- 
nix of Hartford; and Paul L. Haid, presi- 
dent of the America Fore Group, are 
vice-presidents. The remainder of the 
executive staff will be elected at a sub- 
sequent meeting. 

After the meeting, at which the FE. U. 
A. was launched formally, the committee 
on organization issued the following 
Statement: 

“The committee on organization, which 
has been laboring for many months to 
construct a platform on which the vari- 
ous interests could enthusiastically and 
harmoniously unite, presented a report 
which was fully explained by the chair- 
man and thereafter adopted without a 
dissenting vote, therefore declaring the 
new organization to be existent. 


Groups Which Have Joined 


“ . 

Among the companies who voted to 
approve the report of the committee and 
which are therefore members of the new 
organization are the Aetna Group, the 
American of Newark Group, the America 
Fore Group, the Crum and_ Forster 
Group, the Firemen’s of Newark Group, 
the Fire Association Group, the Fire- 
man’s Fund Group, the Commercial 

(Continued on Page 27) 





AGENTS APPEAR SATISFIED 





New E. U. A. Offers Both Flat and 
Graded Scales; Excepted Cities to 
Be Taken Up Soon 
Local agents in the New York, New 
England and the Middle -Department 
area are thought to be satisfied gener- 
ally with the ultimate success of the 
Eastern Underwriters Association. The 
commission situation, which has been al- 
most a hopeless tangle for several years, 
with agents in one district receiving 
more than agents in other sections, and 
agents in excepted cities receiving enor- 
mous excess commissions, has been 
straightened out with fairness and jus- 
tice to all. Not every agent will be con- 
tent with the changes, but in the vast 
majority of cases the local agent will 

be in a better position than before. 

The E. U. A. now allows every agent 
who represents organized companies 
only to have his choice of the 20% flat 
scale or the 15 and 25% graded scale. 
In the New England States and in Penn- 
svlvania the majority of agents have 
clamored for the last couple of years for 
a 20% flat commission. In New York 
and New Jersev, on the other hand, sen- 
timent inclined to favor the graded 
scale. 

The excepted cities’ situations will be 
reviewed by committees after the E. U. 
A. Betnnue a going organization on 
January 1, 1927. Tt is said there is talk 
of proposing a 5% differential for agents 
in the excepted cities. That is. avents 
in those sections: would receive 25% flat 
or the 20 and 30% graded scale. How- 
ever, the only positive fact known is that 
the excess commissions now being paid 
in those cities will be reduced materially 
under the coming arrangement. 





WILL LIVE IN FLORIDA 





J. C. Barden, Former Vice-President of 
Automobile Insurance Co., Now 

In Lakeland ei 

J. C. Barden, former vice-president of 
the Automobile Tnsurance Co., will live 
in Lakeland, Florida, in the future, and 
is now there. It is reported that he will 
be cither a local or a general insurance 
agent. His long experience in insnr- 
ance, including work in the executive 
end. should make his advice of value to 
business men and other property owners, 


TAUCHERT SUCCEEDS POWELL 


F. N. Brown, superintendent of aven- 
cies of the Stuvvesant, has annointed 
Walter D. Tauchert as assistant sner- 
intendent of awencies, succeeding R. F. 
Powell, Mr. Tauchert, who is of prec- 
ent with the Sun Tnsurance office, will 
assume his new duties on Octoher 25, 
and has had a wide exnerience along 
lines that fullv analifv him for this no- 
sition, He was farmerly connected with 
the Law, Tinian & Rack under the man- 
avement of Holl & Henshaw, and later 
with Crum & Forster. 


Wholesale Finance 
Company Approved 


FOR WRITING AUTO RISKS 





National Conference Vote Comes As 
Surprise; About 100 Companies May 
Join; Obstacles Yet in Way 





At the moment when the report of the 
wholesale finance company committee of 
the National Automobile Underwriters’ 
Conference was about to die a natural 
death from neglect at the annual meet- 
ing of the Conference last week a vote 
was taken and to the evident surprise 
of many the company plan was endorsed 
by a majority of those present. The 
vote meant that the members of the 
Conference are now authorized to organ- 
ize a new automobile underwriting com- 
pany to accept wholesale finance risks 
only, the liability to be assumed auto- 
matically on a per share basis by com- 
panies which elect to support this new 
company. 

It is estimated that about 100 of the 
nearly 150 companies in the National 
Conference will join the finance com- 
pany. The latter will have nothing to 
do with the Conference, except that its 
backers must all be members of the Con- 
ference, and only those companies which 
care to join will do so. Membership is 
not .compulsory. From the sentiment 
voiced at the Conference meeting it was 
the decision not to oppose this new com- 
pany, but rather to allow it to be formed, 
if it can be, as an experiment. 

The purpose of the finance company 
is to provide large facilities for handling 
immense finance accounts, comparable to 
the Studebaker, Commercial Credit, and 
many others, at rates lower than those 
now permitted by the Conference rates 
and rules for individual members. These 
has been some talk lately of a few com- 
panies resigning their connections with 
the Conference unless they were allowed 
a freer hand in competing for the whole- 
sale finance risks. This sentiment may 
have had something to do with the lack 
of opposition to the plan when a vote 
was asked. 

A tremendous task confronts those 
who are to undertake the organization 
and operation of the finance company. 
Officers and competent underwriters, sat- 
isfactory to all the participants, must 
be found. The amounts to be taken by 
each company must be fixed. Proper 
rates must be decided upon. It will be 
many months yet before the company 
can be called a factor in the automobile 
underwriting field. 

There are some underwriters who be- 
lieve that this company will never be 
organized, despite the support voiced at 
the Conference meeting. The obstacle 
of discrimination must be hurdled. The 
dubious ones maintain that the state in- 
surance departments may not permit com- 
panies to write finance fire and theft 
risks at rates lower than those charged 
individual cash purchasers when the haz- 
ards are essentially the same. As a mat- 
ter of fact, it is generally conceded that 
the fire and theft risk of a car purchased 
on time is somewhat greater, rather than 
less, than the risk on an automobile 
owned outright. 








Established 1879 


The Tokio Marine & Fire Ins. Co., Ltd. 


United States Fire Branch: 45 John Street, New York 
J. A. KELSEY, General Agent ...... ... GEORGE Z. DAY, Ass’t General Agent 


U. S. Statement December 31, 1925 


ASSETS . : . 
PREMIUM RESERVE 
OTHER LIABILITIES 
NET SURPLUS 


$7,400,761.92 
1,799,563.19 
763,725.88 
4,837,472.85 


. . . . 
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Asks Enforcement 
Of the Arson Laws 


SEES TOO MUCH INCENDIARISM 


F. R. Morgaridge, of National Board, 
Says Arson Suppression Is Vital 
Part of Fire Prevention Work 





Need for the adequate enforcement of 
proper laws to suppress the incendiary 
in this country was outlined by F. R. 
Morgaridge, assistant to the general 
manager of the National Board of Fire 
Underwriters, in a talk he made Tues- 
day at New Orleans, before the Inter- 
national Association of Fire Engineers. 


due to the necessity of alleging and 
proving this question of ownership or 
occupancy. Under the suggested Model 
Arson Law it is not necessary to al- 
lege that the building burned is the habi- 
tation or the property of any person. 
All that it is necessary to allege and prove 
is that a certain building at a given lo- 
cation was set on fire or burned by the 
defendant. 

“In many states there is a section of 
the Arson Law which defines Burning 
with Intent to Defraud, and there is 
room for great improvement in the stat- 
utes of some states defining this particu- 
lar crime. For example, in some states 
a person who sets fire to and burns any 
buildings or any merchandise contained 
therein with intent to defraud the in- 








O. J. PRIOR, President 








INCORPORATED 1868 


Che Standard Fire Insurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 


W. M. CROZER, Secretary 
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J.C. HARRIS IMPROVING 
Grand Wiclder of the Goose Quill Paul 
kK. Rudd received a letter from J. Charles 
Harris, grand custodian of the goslings, 


TWO NEW FRENCH COMPANIES 
Two new French companies are Le 


Lloyd Continental Francais Compagnie © 


Anonyme d’Assurances, capital 7,500,000 


Mr. Morgaridge said there are four real surer can be convicted of Burning with #@vising that he is now at his home in francs; and La Nationale Compagnie s 

motives prompting arson, ‘hese are: ness rae Flaine sal pa Transat peegess San Francisco, 175 Eastwood Drive, d’Assurances - Credit, capital 10,000,000 | 
cr Pe « € se 2 en J ~ . . . 

to conceal crime; malice or revenge; py- where he will reside for the winter after francs. 


romania or other forms of me ntal de- 
rangement, and the intent to defraud in- 
surance companies. 

Arson was originally an offense against 
the habitation, according to Mr. Mor- 
garidge, and consisted in the burning of 
the home of one man by another, with 
malice as. the impelling motive. Today 
some states still view arson as the burn- 
ing of certain buildings of another and 


. _ : When the Department was first in- — 
is a crime against the security of the 18 outside a building on a truck, for ex- : a 3 
habitation rather than against the right ample, cannot be prosecuted under the ASSUME NEW DUTIES NOV. 1 a vn Reap a coi hat § 
of property. Burning to Defraud statutes of that Drury P. Malone, special agent in Vir-  Piacee cack aie - peter ey heouaig: 
“In other states arson is defined as _ State. ginia for the North America with Rich- Mies or had directed clients to New Jer- 


the 
said the speaker. 
a somewhat broader law 
first mentioned, and under it 
may be indicted for arson, 
burning the property of 


burning certain buildings, 


property 
of another,” 


“This is 
than the one 
a tenant 
charged with 
the landlord. 


k 
However, under such a law the owner of wood, boards, or timber, or any fence, mate of the North | America. ig 3g one re —— ete te rant i 
of a vacant building or the owner of — bars, or gate, or any stack of grain, hay the losses 
a building of which he has sole posses- or other vegetable product, the property August Wether, vice-president of the We inains : g 
sion cannot be indicted for arson, ac- of another, shall be imprisoned in the Central Fire of Baltimore, died at his In cases where the brokers did not 7 
cused of burning such a building. penitentiary, ete” In this day and age home in Baltimore last week at the age Pay the losses the assureds have been © 

“You will note, therefore, that under nobody burns.a pile of boards or a fence, of 77. He had been identified with the compelled to charge up the losses to ex- a 


most of the 


penitentiary. However, 
vision made for the burning of mer- 
chandise that is not contained in a 
building, even though the fire is set with 
the intent to defraud the insurer. Thus, 
for example, a man who sets fire to and 
burns ten thousand dollars worth of silk 
stored in a building with intent to de- 
fraud can be prosecuted but the same 
man who sets fire to the same silk that 


there is no pro- 


“In most of the states you will find 
some section of the arson law which de- 
fines the burning of personal property of 
another. Many of them contain a sec- 
tion similar to this: ‘Whoever wilfully 
and maliciously burns a pile or parcel 


having spent the summer at Long Beach. 
Grand Gander Harris reports that he is 
improving a little cach day and that over 
a period of time the improvement in his 
health has been remarkkable, considering 
his injuries. Upon his arrival in San 
Francisco a number of the ganders were 
at the dock to greet him and a luncheon 
was given in his honor a few days later. 





mond headquarters for the last seven 
years, who has been promoted to the 
home office, expects to relinquish his 
field duties about November 1. His suc- 
cessor will be Hugh M. Witt, heretofore 
special agent for the Alliance, a running 





Brokers Must Pay Losses | 


(Continued from page 1) 
brokers, of course, 
partment has no jurisdiction. 


Must Pay L8sses Personally 


sey, or Wilmington, or Philadelphia, to 
have the insurance placed, it took the 
position that a broker must stand for 
the loss personally if the insurance com- 
pany did not pay it. This naturally 
caused considerable stir. but The East- 








the New York De- | 





Oct« 






































arson laws of our states it but they do burn personal property of company since its inception. He was perience. gi 
is necessary to allege cither ownership more yalue, such as automobiles, for ex- also president of the National Central Recently half a dozen brokerage li- 4 
or occupancy in an indictment or in- ample, and these laws should be cor- Bank which was founded by his father. censes have been cancelled because the 7 
formation. Most of the complexities that rected along the line of the suggested He is survived by four daughters and a brokers placed insurance in unauthor- 7 
arise in the trial of an arson case are Model Arson Law.” son, Charles H. Weber of Richmond. ized companies. 
LOYAL TO FRIENDS AND TO LOYAL AGENTS, LOYAL | 
NEAL BASSETT, President JOHN KAY, Vice-President ‘ 
A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice- President $ 
Statements—January Ist, 1926 é F 
Organized 1855 
FIREMEN’S INSURANCE COMPANY OF NEWARK 
ASSETS CAPITAL LIABILITIES NET SURPLUS POLICYHOLDERS # 
$21,285,738.13 $5,000,000.00 $9,955,309.55 $6,330,428.58 $11,330,428.58 , : 
Organized 1853 : 
THE GIRARD F. & M. INSURANCE COMPANY 
| $ 5,800,834.29 $1,000,000.00 $3,461,203.02 $1,339,631.27 $ 2,339,631.27 
Organized 1854 
MECHANICS INSURANCE COMPANY 
$ 4,478,484.10 $ 600,000.00 $2,971,049.18 $ 907,434.92 $ 1,507,434.92 
Organized 1866 
NATIONAL-BEN FRANKLIN FIRE INS. COMPANY 
$ 5,508,164.57 $1,000,000.00 $4,071,227.38 $ 436,937.19 $ 1,436,937.19 
Organized 1886 
CAPITAL FIRE INSURANCE COMPANY : 
$ 915,931.65 $ 300,000.00 $ 72,839.60 $ 543,092.05 $ 843,092.05 i 
; Organized 1871 
SUPERIOR FIRE INSURANCE COMPANY 
$ 4,872,321.76 $1,000,000.00 $3,197,308.18 $ 675,013.58 $ 1,675,013.58 
; Organized 1870 
CONCORDIA FIRE INSURANCE COMPANY 
$ 6,564,842.84 $1,000,000.00 $4,763,794.03 $ 801,048.81 $ 1,801,048.81 
TOTAL OF ASSETS TOTAL OF LIABILITIES TOTAL NET PREMIUMS 
$49,426,317.34 $28,492,730.94 $22,498,413.63 | 
HEAD OFFICES 
NEWARK, N. J. PHILADELPHIA, PA. PITTSBURGH, PA. MILWAUKEE, WIS. CONCORD, N. H. 
DEPARTMENT OFFICES f 
Western Department Pacific Department ay 
CHICAGO, ILLINOIS SAN FRANCISCO, CAL. 
H. A. CLARK, Manager W. W. and E. G. POTTER, Managers 
LOYAL TO FRIENDS AND TO LOYAL AGENTS, LOYAL —ists—s 1) 
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compeution. 


Act now to profit later 


VERY risk on your books that lacks sprinkler equipment is wide open to 
Installing sprinklers out of savings in premiums is the 
wedge which has pried away business from many an agent who thought he 


had it sewed up for good. Somebody, sometime, is going to offer this propo- 


sition to your unprotected fire-risks. 


There is only one way to lock out competitors. 
Prove that you put the client’s interests ahead of anything else. 


Sell the idea yourself. 
It will give 


you a grip on the business that no one can loosen. And it’s common exper- 
ience to have the reduction in fire-premiums more than made up by increases 
in Liability, Use and Occupancy and allied lines. . 


o 


Grinnell will back you up 


You probably know the workings of this 
sprinklers-for-premiums plan. How the rate- 
reductions which go in effect when sprinklers are 
installed generally write off all costs within five 
or six years. Usually the insured does not have 
to put up an extra cent of capital. It’s plain 
why an owner feels friendly to the man who pro- 
poses it. 

But you want to be sure that he has no grounds 
for complaint in the installation or the way it is 
financed. Advise him to have the whole job 
handled by the company with the largest experi- 
ence in financing and installing sprinklers. 


Grinnell Company is known the country over 
as the leading manufacturer of sprinkler equip- 
ment. Its financial standing is the highest. It 
takes full responsibility for both ends of: job— 
financing and installation. It does not farm out 
the work to local contractors. Dependable 
sprinklers and sound financing are certainties 
when Grinnell is called in. 

Read how this sprinklers-for-premiums has 
helped several big agents get ahead. Send for 
the free booklet “Sprinklers and the Local 
Agent.” Address, Grinnell Company, Inc., 253 
W. Exchange St., Providence, R. I. 





Important Facts for Agents to consider 





1. Grinnell Company is not 
affiliated in any way, with 
any insurance office. Local 
agents may, therefore, freely 
come to us with any case 
and be sure that our co- 
operation will help them 
hold their lines intact. 


2. Grinnell service in engi- 
neering and installation is 
national, so that localagents 
get close personal contact 
with our representatives in 


all principal cities. 


3. The reputation of The 
Grinnell System is unques- 
tioned. Local agents may, 
therefore, urge sprinkler in- 
stallation in the knowledge 
thatperformancewillmatch 
their promises. 


4. Grinnell handles the 
whole undertaking—financ- 
ing, estimating, engineering 
and installation. 


Cut this out and mail at once 


‘‘The Local Agent and Automatic Sprinklers” 





A complete, authoritative booklet sent free on request. 


Grinnell Co., Inc., 253 W. Exchange St., Providence, R.I. , 














GRINNELL 


AUTOMATIC SPRINKLER «SYSTEM 
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WILLIAM B. CLARK 
1892 Seventh President 1923 











AL TNa INsuRANCE COMPANY 


INCORPORATED IN 1819 


of Service”’ 


THE STRENGTH OF AETNA 


“Every dollar must be paid.“ When the Chicago fire 
burned more than 2,000 acres of buildings, the AATNA 
INSURANCE COMPANY was faced by the appalling 
total of $3,700,000 in claims. And within the year, 
the Boston fire claimed $1,600,000 more. Nearly five 
and a half million . . . in lessthan one year . . . indays 
when a million dollars was a huge sum of money. 


Yet in the face of such staggering blows, the directors 
of AZTNA refused to compromise. They declared: 
“Every dollar must be paid.” And every dollar was paid. 
During these ‘crises which sent sixty-eight fire insur- 
ance companies to the wall AZTNA laid the foundation 
of its present strength . . . in a reputation for living 
up to the spirit of its agreements . . . and for treating 
people like people, not claim-numbers. 


That is the strength of the ATNA. Fire can destroy 
property ... but it cannot reach the backbone of 
AGTNA'S strength: the good will of the people . . . from 
coast to coast. 


President 


“More than a Century 
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$25,000,000 Tax Case 
Before Supreme Court 


HUGHES ACTS FOR COMPANIES 





Former Secretary of State Calls Illinois 
Tax Discriminatory and 
Unconstitutional 





Arguments on the validity of the de- 
cision of the Illinois Supreme Court in 
the case of the Hanover Fire of New 
York, under which attempts are already 
being made to recover more than $25,- 
000,000 claimed to be back taxes on for- 
eign fire insurance companies, were 
heard by the United States Supreme 
Court in Washington on October 18, for- 
mer Secretary of State Charles Evans 
Hughes appearing as counsel for the 
company. 

The tax statute challenged was enacted 
in 1869, and requires all agents of for- 
eign fire, marine and inland navigation 
insurance companies to file returns of 
net receipts, on which tax is based. Prior 
to 1923, the amount so returned was “de- 
based” and the tax was assessed upon 
50 per cent of such debased value, but 
in that year assessment was made upon 
a 100 per cent valuation. The company 
sought to restrain collection of the tax 
on the 100 per cent basis, on the ground 
that the law imposing the tax is uncon- 
stitutional in that it denies to the com- 
pany the equal protection of the laws 
and takes its property without due proc- 
ess of law, contrary to the provisions of 
the 14th amendment to the constitution. 


Over 250 Suits Started 

Under the decision of the Illinois Su- 
preme Court, in which the legality of the 
100 per cent valuation was upheld, mu- 
nicipalities within the state already have 
brought more than 250 suits for the re- 
covery of some $25,000,000 as taxes on 
the unassessed portion of net receipts of 
foreign fire insurance companies back as 
far as 18069. 

The imposition of tax on a 100 per 
cent basis, the court was told, resulted 
in the company being called upon for a 
payment of $7,184.18, while under the 
method of assessment followed prior to 
1923, the tax would have been but 
$2,155.24. 

The tax is unconstitutional, it was 
claimed, because it discriminates be- 
tween foreign fire companies and for- 
eign casualty companies writing insur- 
ance of the same character as is written 
by the fire companies and domestic fire 
and casualty companies and individuals, 
only the foreign fire companies being 
subject to the tax. 

“The position of the defendant, sub- 
stantially sustained by the Supreme 
Court of Illinois,” declared Mr. Hughes, 
“is that the state having the right to 
exclude the plaintiff from entering the 
state in the first instance can impose 
taxes at will upon-property of plaintiff 
acquired in the state while lawfully 
there, and burden the same by tax not 
imposed upon like property of domestic 
citizens. The distinction is ignored be- 
tween the police power under which ex- 
clusion may be had, in the first instance, 
and invasion of the equality clause of 
the constitution by burdening its prop- 
erty by tax from which property of the 
domestic citizen is exempt. 


Tax Called Discriminatory 

“The plaintiff being lawfully in_ the 
state, its property could not be subject 
to tax burdens greater than like property 
of others in the state was compelled to 

eae. 

The history of the statute over a pe- 
riod of 50 years demonstrates that it 
was intended as a property tax, the com- 
pany contends, while the Illinois court 
decision construed it as a tax upon priv- 
ilege. “Under the decision of the courts 
of Illinois in the case at bar,” declared 
counsel for the company, “the tax may 
be imposed upon the net receipts of for- 
eign insurance companies chartered to do 
a business of fire’ insurance, whereas 
companies incorporated in Illinois under 
a like charter are exempt from such tax. 

“The plaintiff is held subject to the 
tax, whereas other foreign insurers, in 
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direct competition and doing identical 
business (because they are styled by 
their charters ‘casualty companies’) are 
exempted. The difference in the mere 
name is made the point of distinction. 
The business upon which plaintiff in er- 
ror is so taxed and other foreign insur- 
ance companies are exempt is that of 
insurance of automobiles against hazards 
of theft, collision, fire, explosion and 
transportation; insurance of property 
against damage by explosion; insurance 
of crops and live stock ‘against loss from 
the action of the elements and other haz- 
ards; the insurance of property from 
damage by leakage of sprinkler equip- 
ment. 

“Casualty companies, both domestic 
and foreign, do a business on these 
classes, premiums from which net them 
millions of dollars annually. Insurance 
companies styled ‘foreign fire insurance 
companies,’ licensed by the State of II- 
linois, are taxed upon such receipts but 
domestic fire insurance companies and 
insurance companies who are in their 
charter styled ‘casualty companies,’ 
whether domestic or foreign, may under 
this decision write the same insurance 
without being subject to tax.” 

The real character of the tax, it was 
asserted, is for revenue; it is not a fee 


for a license or a charge to cover mere 
regulation. .If it is held to be an ex- 
cise tax upon occupation or business, it ts 
nevertheless in violation of the equal 
protection clause of the 14th amendment, 
because the unreasonable. classifications 
to which it. is applied create gross in- 
equality of burden between those in the 
same occupation or business of insur- 
ance. 





VIRGINIA FIELD CLUB MEETS 

George McG. Goodridge, of the Fire- 
man’s Fund, and E. R. Booker, of the 
Delaware, were re-elected, respectively, 
president and vice-president of the Fire 
Insurance Field Club of Virginia at the 
annual meeting of that organization at 
Natural Bridge last week. Aubrey 
Owen, Virginia Fire & Marine, was 
elected secretary. 


WATERBURY BOARD MEETS 

C. S. Rosengarten was last week elect- 
ed president of the Waterbury, Conn., 
Board of Fire Underwriters. Other of- 
ficers are: Frank T. Clark,- vice-presi- 
dent; Samuel W. Chapman, secretary- 
treasurer. The association membership 
includes agents in Watertown, Thom- 


ason and Naugatuck. 
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GaN Van 
iy. KILLED IN GARAGE BY i 
“5 CARBON MONOXIDE re 
es (Special Dispatch to The Herald) . ry 
Ko, PITTSFIELD, Sept. 26—Adolphus Voy, 
MN Yon, 51, a foreman at the General Elec- aay 
KR) tric Company plant, was found dead in Ry, 
(A his garage at 65 Wilson street, tonight. Afp 
MAN An automobile with the engine run- ys 
) 4 ning, was in the garage, and Yon was > | 
ey the victim of carbon monoxide gener- Set 
&), ated by the motor, according to Medi- Xe, 
1(@ cal Examiner Joseph Howe, who viewed Gay 
Ne the body. He was born in North Par 
ae Adams and lived here for 25 years. we 
iN He is survived by his widow and seven ta 3 
iy children. Ke 
Q) ! nf) 
SA) Dk ae . | me 
4 You will see items like the above in the newspapers right 


along from now on. 
Re ee TT 








We Brokers and Agents who wish to supply their clients with a 
#4 individual WARNING CARDS or large WARNING oS 
Rey PLACARDS for stores and factories, can obtain them from cw, 


san 
en the John Hancock Mutual Life Insurance Company, 197 Oe 
rant Clarendon St., Boston, Mass., which is interested in Life oy 
Ko Conservation, especially in informing the public of the in- a 
a) sidious dangers of Carbon Monoxide Gas. ol 


Nye Ask for our booklet “Carbon Monoxide Gas” containing A 


‘A 
B complete information. Address Inquiry Bureau. my 
Lap) b 
ey) Over Sixty Years in Ne 
nN Business. 


Wi] $2,400,000,000 Insur- 
\ N ance m Force. 
Safe and Secure in, 


ipa Every Way. 
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Agency Celebrates 

Its 40th Anniversary 
FIRM STARTED IN BASEMENT 
Joseph M. Byrne Co., Newark Insurance 


Agents Serving Public Since 1886: 
Receive Many Congratulations 





The insurance firm of Joseph M. 
Byrne Company, of Newark, N. J., cele- 
brated last week the fortieth anniversary 
of the establishment of the organiza- 
tion. With the passing of the years the 
agency has gained in experience and in 
judgment, broadening its sphere of activ- 
ities and today is one of the leading 
insurance agencies of New Jersey. 

At the age of 19, in 1880, Joseph M. 

Byrne, entered the bookkeeping depart- 
ment of The Prudential and after office 
hours he solicited industrial insurance 
for the company. In 1886 he started in 
business for himself as a life insurance 
agent, but several months later he gave 
up that branch of the insurance field and 
established a general, fire insurance 
agency under the firm name of Joseph 
M. Byrne & Co., in the basement of a 
building located at 776 Broad street. 
The firm progressed rapidly and moved 
to 800 Broad street, and remained there 
but a few years when they were again 
forced to seek larger’ quarters which 
they found at 181 Market street. 
: In 1898 the firm was reorganized and 
incorporated under the firm name of 
Joseph M. Byrne Co.,. and about two 
years ago moved to their present loca- 
tion at 37 Clinton street. Mr. Byrne died 
in 1924. 

The firm received many letters and 
telegrams of congratulations from 
agents, brokers and bankers from all 
parts of the country during anniversary 
week. The personnel of the organiza- 
tion consists of Joseph M. Byrne, Jr., 
president; William S. Naulty, vice-presi- 
dent; Lawrence H. Van Sant, vice-presi- 
dent; John H. Taylor, treasurer; Arthur 
J. Hardt, secretary; William H. Speigel- 
berg, resident vice-president, Jersey City. 

The firm represents at the present time 
the following companies: Home, Na- 
tional, Continental, Springfield, North 
British, Queen, Connecticut, Fire Asso- 
ciation, Palatine, Globe & Rutgers, New- 
ark, Norwich Union, Insurance Co. N. 
A., Fidelity & Casualty, Indemnity Co. 


BOSTON FIRE BOARD MEETING 

I'red G. Farquhar, of the William A. 
Hamilton Company agency, was ap- 
pointed the representative of the board 
on the Boston Metropolitan Conference, 
for a three year term, at the regular 
October meeting of the Boston Board 
of Fire Underwriters last week. He suc- 
ceeds A. T. Hatch, whose term has ex- 
pired. The following nominating com- 
mittee to report a slate for the coming 
year has been appointed: John J. Corn- 
ish, C. H. J. Kimball, James H. Carney, 
H. Belden Sly and S. S. Reed. 





NATIONAL LIBERTY SPECIAL 

The National Liberty group has ap- 
pointed James C. Blainey as_ special 
agent in Western Pennsylvania and 
West Virginia. He will be in charge 
of the Baltimore American and the Peo- 
ples National in the Pennsylvania terri- 
tory west of Altoona, and will represent 
the National Liberty and Baltimore Am- 
erican in the West Virginia territory. 
His headquarters will be No. 504 Com- 
monwealth Building, Pittsburgh, Pa. Mr. 
Blainey, who is a man of experience and 
ability, formerly traveled this territory 
for another company. 





NEW COVER FOR DUTIES 

The New York Fire Insurance Ex- 
change last week adopted the new form 
of storage warehouse risks both general 
and specific. This provides two separate 
items, the first covering the merchan- 
dise andthe second on duties. This new 
form allows the importer to insure du- 
ties specifically. The rate for the cover 
on duties will be 50% of the merchandise 
rate. 
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Put your business where 
more people can see tt! 


T° BE SEEN IS AN ADVANTAGE, to be known is an advantage, to be easily reached is an 
advantage, no matter what the nature of your business. ‘The merchant who has the ground 
Hoor of a corner location buys all of these advantages and pays well for them. 


Only a few insurance agents have ground floor, 
corner locations, but every agent can win for himself 
the advantages of these three fundamentals of 
business building. Good advertising will attract 
attention to your business. Continued advertising 
will make you more widely known. Personal solici- 
tation of worth-while prospects will place you within 
easy reach of new business. 


Advertising cannot be expected to sell insurance 
unaided. You must do the selling, but you can do 
it more easily, quickly and economically with adver- 
tising to help you. You can give yourself the three 
big advantages that are bound to mean more business 
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Chartered in 1849 


whether you are selling fire insurance or fountain 
pens—being seen, being known and being easily 
reached. 


The Springfield has worth-while advertising litera- 
ture available for its agents. It is educational, 
information-giving literature. It is not intended to 
produce direct business, but it will pave the way 
for a personal solicitation of the prospects you want 
to sell. It will help you explain the subject you 
want to talk about. 


We are glad to furnish this material to agents who 
will put it to work. Write us if you are interested 
in service of this kind. 





+ . - ‘ 
Paciric Dert., San Francisco: George W. Dornin, -ACgr. 
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SPRINGFIELD FIRE &° MARINE INSURANCE Co. 
Head Office at Springfield, Massachusetts 
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R. P. Barbour Talks on 
Agents’ Possibilities 


SIDE-LINES DEVELOPING FAST 





U. S. Manager of Northern Assurance 
Tells Agents Every Man Needs 
More Than Fire Insurance 
Premiums on fire insurance side-lines 
increased 20% in 1925 and are going 
ahead rapidly, according to R, P. Bar- 
bour, general attorney of the Northern 
Assurance, who gave a talk on produc- 
tion possibilities last week before the 
Oklahoma Association of Insurance 
Agents. Last year more than $180,000,- 
QUO in premium income were derived 
from classes of insurance other than 
straight fire insurance, against $150,000,- 
Q0O in 1924. This in 1925 amounted to 
22% of the total premiums written by 
fire companies. 
“lor many years direct loss by fire 
was the only casualty insured against, 
but again civilization outstripped its more 
primitive requirements,” said Mr. Bar- 
bour. “Congestion and the development 
of machinery rendered property suscep- 
tible to a greater variety of hazards. 
‘the power of the individual to protect 
his property from loss of one kind and 
another receded farther and farther, 
making insurance protection agi iinst such 
potential and actual losses a more com- 
pelling necessity, and today fire insur- 
ance companies alone are insuring 
against not less than eleven different 
primary casualties and more than fifty 
varieties thereof. Every property hold- 
er is potentially a customer for every 
one of these various covers, and if not 
already an actual purchaser is coming 
closer to being one day by day. Here 
we see the possibilities of production. 
Insurance Needs Widening 
“To illustrate the need for insurance 
protection, take .as an example the sim- 
plest and most universal form of prop- 


erty owned—that of a dwelling and its 
contents. The first need for the prudent 
man is fire insurance on the structure 


and on the personal property contained 
therein; the second, tornado insurance; 
the third, rental vi luc insurance. 
are the primary requirements. 
cording to conditions which 
seem prudent or otherwise, 
and explosion insurance water damage 
insurance—flood insurance. ‘There are 
Six Gilerenst kinds, all well known, and 
we have not mentioned tourist floater— 
jewelry and furs—or fine arts insurance 

nor have we taken care of the automo- 
bile that’so often stands in the garage. 

“Even so short a time as 25 years ago,” 
continued Mr. Barbour, “after nearly 
two hundred years of existence of thé 
business, fire insurance companies wrote 
practically nothing other than fire insur- 
ance on buildings and their contents, but 
you will be interested to know that the 
premiums for classes of insurance other 
than fire in 1924 amounted to $150,000,- 
000; in 1925 to more than $180,000,000, or 
an increase of 20% in a single year. The 
fire premiums increased about 6% dur- 
ing that year. In 1924 such miscellane- 
ous premiums represented 19% of the 
total premiums written by fire compa- 
nies—1925, 22%. 

“Lest you might think Oklahoma hz id 
a different experience, the figures for 
that state show that the premiums in 
1924 on other than fire lines were 31% 
of the total written, and in 1925 were 
2%. That represents an increase in a 
single year of more than 10% in volume 
of premiums on miscellaneous lines. 

“These figures show we have grown 
out of the ‘one department’ class and are 
now carrying a wide variety of goods on 
our shelves, and it is essential that we 
should if we are to supply the insurance 
needs of our customers. 

Agents Must Know All Lines 

“The enterprising agent and the pru- 
dent agent equips himself with the ne- 
cessary knowledge to enable him to dis- 
cuss every form of insurance with his 
clients. He considers it his duty to them 
no less than his own self interest to show 


These 
Then ac- 
make it 
come riot 


J. S. FRELINGHUYSEN’S HOBBY 


It is perhaps not well known that 
former Senator Joseph S. Frelinghuysen, 
president of the Stuyvesant Insurance 
Co., is a noted stamp collector as well as 
a politician. He is a prominent member 
of the Philatelic Association here, which 
is at present actively interested in the 
International Philatelic Exhibition now 
in progress. 

Among other members of prominence 
are: Eugene Klein, Charles Lathrop 
Pack, nationally known as a forest con- 
servationist; Colonel E. H. R. Green, 
financier and son of the late Hetty 
Green; William H. Crocker, of the fa- 
mous California pioneer family; Theo- 
dore E. Steinway and Judge Robert S. 
Emerson. 








them how they may protect themselves 
against loss. Every man who can dem- 
onstrate that a fire or other casualty will 
cause him a direct property loss has an 
insurable interest and it is our business 
as insurance men to tell him how he can 
protect such interest. If we don’t, some 
one else will; if you don’t as agents, your 
competitors ‘will. 

“Apart from every other consideration 
there is a.very real economic reason why 
insurance agents as well as companies in 
their own interest should spread the sale 
of these various specialty lines as widely 
as possible and work up as extensive a 
business therein as they legitimately can. 
That reason lies in the fact that of ne- 
cessity a greater amount of insurance 
liability must be written each year mere- 
ly to maintain your premium income, be- 
cause the rate structure each year in- 
evitably shrinks. Old buildings are con- 
stantly being torn down and replaced 
with new and better ones. Improvements 
are in process all the time which make 
better risks and bring lower rates. Your 
premium income on renewed business is 
reduced each year merely by the attri- 
tion of improved condiitons. Companies 
as well as agents realize this and are 
constantly seeking new methods by 
which new business can be created, but 
the job of making these specialty lines 
become accepted commercial necessities 
is one that can be accomplished only by 
that great body of men who are the rep- 
resentatives of the insurance companies 
in their various communities.” 








NEWARK FIRE INSURANCE COMPANY 


Newark, N. J. 


Incorporated 1811 


A Company with a continuous 
and unblemished record of over a 


Century in protecting the interests 
of policyholders and agents. 


Agents Wanted Where Not 
Represented 























$1,000,000 FOR COMMERCE 





Capital of 87 Year Old Company Is 
Doubled; To Be Paid in At Par; 
Company’s Growth Is Rapid 
Directors of the Commerce of Glens 
Falls, N. Y., voted last week to increase 
the capital from $500,000 to $1,000,000. 
This $500,000 increase in capital is to be 
paid in at par and is not for the purpose 
of increasing the surplus which is now 
practically at the million dollar mark. 
This i is a forward step for one of Amer- 
ica’s old and successful underwriting or- 
ganizations, providing a firm financial 

basis for its growing business. 

The Comme é7 was established in 1859 
in Albany, N. Y., where it operated un- 
til, in head 1923, the Glens Falls 
took over its management and direction. 
The Commerce, home office was moved 
from Albany to Glens Falls and the 


company entered upon an era of stead- 
ily increasing business. 

There have been some _ remarkable 
changes in the assets and loss paying 
ability of the company since the present 
management assumed control. The capi- 
tal has increased from $400,000 to $1,- 
000,000. The surplus is expected to be 
over $1,000,000 at the close of the year— 
a gain of nearly $600,000 for that period. 
The assets have increased two and a half 
times and are confidently expected to 
reach $3,200,000 by the end of Decem- 
ber. Premiums have quadrupled. 


REPRESENTED TRAVELERS 


Representatives of the Travelers at the 
National Association of Insurance 
Agents’ convention in Atlantic City were 
Tracy W. Smith, Charles E. Ferree and 
W. C. Kirkland. 
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“UNITED STATES MANAGERS 
149 WILLIAM STREET, NEW YORK. canacitipewirt 
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GENERAL FIRE ASSURANCE CO. 


of Paris, France 


URBAINE FIRE INSURANCE CO. 


of Paris, France 


EAGLE STAR & BRITISH DOMINIONS 
INSURANCE CO., Ltd. 


of London, England 


Underwriting Service Throughout The United States 
























































G WESTERN DEPARTMENT 2 
175 West Jackson Boulevard , Chicago. 














PACIFIC COAST DEPARTMENT. ze 
108-110 Sansome Street, San Francisco 
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The Commerce Insurance Company of 
Glens Falls, New York, has been faithful 
to its trust for 67 years. During all this 
time it has stood firm for the best insur- 
ance practices, and for a square deal to 
agents and policyholders alike. The re- 
sult has been inevitable growth and an 
agencyconnection very much soughtafter 


by leading agencies everywhere. 
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“Carry on with Commerce” 


1859 OMME RCF_ 1926 


INSURANCE COMPANY 


of GLENS FALLS, NEW YORK | 


E. W. WEST, Pres, H. N. DICKINSON, Vice-Pres. 
R.S. BUDDY, F.L. COWLES, G. P. CRAWFORD, H.W. KNIGHT, J. A. MAVON, Secretaries 


F. M. SMALLEY, Vice-Pres. and Secy. R.C. CARTER, Treas. } 
G. S. JAMISON, Asst. Secy. 
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Advertising Men Act 
On Public Relations 


WILL EDUCATE FROM WITHIN 
National Board and International Cas- 
ualty Body Express Interest in 
Conference Recommendations 
Detroit, October 18—The most impor- 
tant matter coming before the annual 
convention of the Insurance Advertising 
Conference held at the Hotel Tuller, this 
ctiy, on Monday and Tuesday of this 
week, is the subject of “Public Rela- 

tions.” 

It was the chief topic discussed before 
a special business meeting of the Class 
“A” members of the Conference on Mon- 
day night, which was in session for 
nearly two hours. 

Immediately following the special 
meeting there was another meeting. of 
the officers of the Conference with the 
insurance newspaper men attending the 
convention, at which time the following 
statement prepared by W. Warren Ellis, 
president of the Conference, and en- 
dorsed by the Conference, was handed 
to them: 

“Public relations, a matter of prime 
importance to the insurance business, 
was the subject of a special business 
meeting of the Insurance Advertising 
Conference as part of their regular an- 
nual convention, being held at the Hotel 
Tuller. 

Letters From Company Organizations 

“W. Warren Ellis, of the Commercial 
Union Assurance Company, Ltd., and 
president of the Insurance Advertising 
Conference, presented to the meeting let- 
ters from W. E. Mallalieu, general man- 
ager of the National Board of Fire Un- 
derwriters, and E. A. St. John, presi- 
dent of the National Surety and presi- 
he of the International Association of 

Casualty & Surety Underwriters, which 
voiced the interest of these two associa- 
tions in any recommendations on the 
part of the Insurance Advertising Con- 
ference looking toward a solution of the 
public relations problem. 

“The program which, after discussion 
in the convention and further work by 
conference committees, will be presented 
to the National Board of Fire Under- 
writers and’ the International Associa- 
tion of Casualty and Surety Underwrit- 
ers, will stress the urgent need of first 
thoroughly educating those within the 
business of insurance with the real im- 
portance of insurance in the social and 
economic life of America, so that the 
business may be prese nted, along with 
its managerial policies, in their true 
value—as those actively connected with 
the business come in contact with the 
insuring public. 

‘his program of education will be di- 
rected to the home office officials and 
employes and the companies’ agency 
orces. 

Aid in Mapping Out Program 

“This special meeting devoted to pub- 
lic relations is the feature of the Insur- 
ance Advertising Conference convention 
devoted to the subject, ‘How Can We 
Help Our Agents Produce More Busi- 
ness,’ and it is felt by the Insurance 
Advertising Conference members that 
such a program would be their most 
valuable contribution to local agency 
success, as it would be directed toward 
the breaking down of public sales re- 
sistance through the process of construc- 
tive education. 

“President Ellis was authorized by the 
convention to draft the services of any 
individual member of the Insurance Ad- 
vertising Conference in the working out 
of the program by its public relations 
committee of which George E. Crosby, 
Jr., of the Aetna Insurance Company, is 
chz uirman.’ 

There is general enthusiasm among the 
members of the Insurance Advertising 
Conference in ‘connection with the fore- 
going proposition, as it brings to the 
members, a matter of vital importance to 


the fire, casualty and surety business as. 


a whole, together with. an opportunity 
to prove their value to the business with 
which they are connected through bring- 
ing about its solution. 


WASTE IN LITERATURE 





C. A. Palmer Points Out How Insurance 

Literature Should Be Sent Out With 

Keen Eye for Results . 

C. A. Palmer, advertising manager of 
the Insurance Company of North Amer- 
ica, led a discussion on the rate dis- 
tribution of insurance literature to local 
agents before the fire group session of 
the Insurance Advertising Conference, 
which met this week at Detroit. Mr. 
Palmer told how much and how little to 
send to each agent, pointing out that 
this is where the greatest waste lies 
and that the insurance company’s co- 
operation with the agents reduces the 
expense attached to this kind of adver- 
tising. Mr. Palmer also illustrated how 
best to utilize this type of literature with 
instructions about ordering, taking into 
consideration the proper proportions of 
mailing costs when sending in requisi- 
tions to the company. 

Mr. Palmer also outlined a campaign 
for a large city’s agents. He suggested 
that the average agent would do well 
to use two distinct methods, namely, di- 
rect mail with a good list that should 
be reliable, and the newspapers if the 
rates are not too high. eeping con- 
sistently at this, backed up by the proper 
personal solicitations, should certainly 
bring the desired results, he said. 


WASHINGTON CONFERENCE 


List of Those Who Attended Aeronau- 
tics Meeting Under Auspices of 
Department of Commerce 
Among those attending the recent con- 
ference in Washington relative to insur- 
ance for airplanes and their passengers, 
presided over by William P. McCracken, 
Jr., Assistant Secretary of Commerce for 

Ae ronautics, follows: 

Travelers: J. G. Baukat and M. J. 
Cusick; Insurance Company of North 
America, A. Stanley Truscott; Inde- 
pendence Fire and Independence Indem- 
nity, H. Barber. The Hartford and some 
other companies were represented. 








DEATH OF WILLIAM H. KERR 

William H. Kerr, cashier of the 
Phoenix of Hartford, died Sunday in 
Hartford as the result of injuries re- 
ceived by being struck by a trolley car. 
He was fifty-seven years of age, “and 
had been cashier of the Phoenix since 
1924. Previous to that he had been with 
the Chicago office of the Connecticut 
lire for many years. 


CAPITAL IS INCREASED 


The First Reinsurance of Hartford, 
now owned by the Rossia, has increased 
its capitalization from $500,000 to $800,- 
O00. 
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lifeboats. 


NEw YORK 





lers and fire doors. 
are cut off from others. 
replaced antiquated inflammable materials. 








“AMERICA FORE" 


Lifeboats-- 


are still carried even on the largest ships 


Modern warehouses and factories are equipped with sprink- 
Especially hazardous sections of the plants 
Steel and concrete construction has 


But in spite of all this, carefully protected properties do 
burn. Protective devices sometimes refuse to function. Expos- 
ure from adjacent properties often spells disaster. 
that insurance bears the burden and the value of adequate and 
sound insurance protection is demonstrated. 


Insurance and fire prevention are complementary. 
ance begins where fire prevention leaves off. The unsinkable ship 
has been approximated, but even the best vessels still carry 
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FIRE INSURANCE COMPANY 
EIGHTY MAIDEN LANE, NEW YORK,NY. 


ERNEST STURM, CHairnman oF THE BOAR, 
PAUL L.HAIO, Presioent. 
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Outlines Model Ad 
Campaign for Agents 
NEWSPAPERS, NOVELTIES, ETC. 


W. W. Darrow, of the Home, Suggests 
Ways of Getting Best Results Out 
of Annual Expenditure of $5,000 


Plans for an extensive advertising cam- 
paign by a large city agent were out- 
lined by W. W. Darrow, advertising 
manager of the Home, at the Insurance 
Conference 


Advertising meeting this 


week in Detroit. The agent is willing to 
spend a reasonable sum to make his 
campaign complete and effective, having 
access to good newspapers and a good 
mailing list. In outlining the campaign 
for such an agent Mr. Darrow first as- 
certained the amount of business and ad- 


vertising done by the agency. This 
amounted to the following: 
Business Done Annually 
Last year our premiums’ written 


amounted to some $500,000, on which 
our commission was approximately 
$100,000. This year our premiums will 
run some $100,000 or $150,000 larger, due 
to two or three large policies we have 
written, 
Advertising Expenditures 

In 1924 our advertising amounted to 
$2900, in 1925 it amounted to $3800: and 
in 1926 to August 1 it amounted to 
$3340. 

Mediums Used 

\t the present time we are using sign 
boards for which we have contracted for 
one year at a cost of $1680. Various 
novelties that we have put out, such as 
license certificate holders, mechanical 
pencils, ete., amounted to some $300, 
calendars amounted to around $200 and 
direct mail advertising to about $300. 












Oce 


(Fire, Theft, Cc 
Damage) 


The balance has been distributed with 
magazines of various kinds. 
Newspapers 

There is only one newspaper here that 
can be considered and its circulation is 
approximately 38,000 daily. You will 
find their rates on the enclosed cards. 

Direct by Mail 

We went to quite a bit of expense in 
getting up a two-page folder, very neatly 
gotten up, of which we sent out about 
5,000 and later followed up with various 
letters and material provided by our 
companies. The results we obtained, 
however, were practically nil and we 
have since discontinued sending out this 
quantity of mail. 

Mailings 

At the present time we are sending 
out some ten or twenty letters a day, 
which are followed up by our salesmen. 
This we find brings better results than 
mailing dut letters in quantity. We of 
course send out company literature in all 
our statements which go out each month 
totalling perhaps 1500. 

Insurance Features 

Up to this time we have not featured 
any specific class of insurance but rather 
have tried to impress our clients with 
our name and reliability. However, the 
ten or twenty letters that go out each 
day do stress a certain class of insur- 
ance, as automobile, fire, etc. 

Other Classes of Insurance 

At present we are sending out some 
800 letters to street railway companies, 
motor bus and stage lines operating in 
the United States, soliciting excess lia- 
bility. 

Sales Letters 

If you mean sales letters to our sales- 
men—no, but in the past we were hold- 
ing two or three meetings a week for 
our salesmen and underwriters, conduct- 
ed by Hartley Caldwell, head of our fire 
insurance department, taking up and in- 
terpreting fire insurance policies, rain in- 
surance, U. & O., ete. 

Here is the basis for estimating the 


budget,—then the budget itself and a 
detailed plan for the working of it. 
Basis of Estimates 
The 1925 allowance ($3800) was an in- 
crease over the 1924 amount ($2900) of 
$900. The 1926 budget to August 1- is 
$3340 of which $1680 has been con- 
tracted for the year; this leaves the 
budget to August 1, $1660. As this is 
7/\2ths of the year we assume that the 
full budget less cost of signs will be 
approximately $2800. This added to the 
sign contract gives a total estimated ex- 
penditure for 1926 of $4500. This is an 
increase over 1925 of $700. On this basis 
of increased appropriations for 1924, 
1925 and 1926, we assume an increase of 
$500 for 1927 a fair estimate, being a 
lower percentage than the previous two 
increases. 
Therefore, for estimate purposes we 
will work on the basis of $5,000 
Suggested Advertising Budget 
Newspaper Advertising ..... $1250.00 
Signs 
Sales IeuHiers: sass kisagcawed 
Blotters or Post Card House 
MONON zs iessnansnissen eaauaes 1220.00 
Calendars, Novelties and mis- 
cellaneous 


$5000.00 
Newspaper Campaign 

Your town has a population (accord- 
ing to the American Newspaper Annual 
and Directory) of approximately 60,000. 
The leading paper has a circulation of 
almost 40,000. Evidently this is a fertile 
field for newspaper publicity. 

sased on experiences of other agents, 
twice a week with double-column, 4-inch 
space or single-column 6-inch space twice 
a week with occasional larger spreads is 
effective newspaper publicity. 

lor 52 weeks using double-column 4- 
inch space twice a week, we have 832 
inches of space per year or approximate- 
ly 70 inches per month. As the rate 


card indicates $1.51 per inch as the rate 
for 70 inches per month, this gives us 
a total cost of $1256.32 for the year as 


: s aeualags 
A KITA SIND: 


cost of newspaper space. 
Plan A 
Double-column, 4-inch ads run twice 
a week for 52 weeks totaling 832 inches 
per year. This entitles the rate of $1.51 
per inch giving the total cost of $1256.32. 
Plan B 
Single-column, 6-inch ads twice a 
week for 46 weeks and 40 inches six 
times during the year such as Fire Pre- 
vention Day, Christmas, 4th of July, etc., 
total inches about same as above. 
Signs 
Suggest that locations be selected 
carefully and signs not sufficiently pro- 


ductive discontinued. This could no 
doubt be economically done reducing 
approximately 


sign appropriation to 
1250. 


Letters 

Suggest you continue your present sys- 
tem of sending 10 to 20 letters per day 
to prospects. Basing the average at 15 
letters per day over a period of three 
hundred working days in a year, we have 
4,500 letters sent annually at an average 
of 4c a letter (covering postage and cost 
of stationery only) this would amount 
to $180 per year. 
Direct-Mail Matter (Other than Letters) 


Basing your mailing list on the quan- 
tity of folders sent out by you on a pre- 
vious occasion, as outlined in your let- 
ter, we assume 5,000 a fair estimate. 
There are two inexpensive mailing pieces, 
one of which sent regularly each month 
make effective publicity. One of these 
is the post card house organ and the 
other is the blotter. The approximate 
cost and advantages of each are shown 
with the samples attached. In the budget 
we show the amount for blotters sent 
under the 1%c postage rate. 


Calendars—Novelties 


For these items we allowed $1000 as 
sufficient to take care of calendars and 
novelties and also to cover any addi- 
tional costs arising in the other parts 
of the budget or unexpected require- 
ments. 
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Agents to Get Talks 
Made at Ad Meetings 


REMARKS OF PRESIDENT ELLIS 


Advertising Conference Will Also Seek 
Plan to Have General Public 
Understand Insurance Better 
Two important problems face the In- 
surance Advertising Conference, accord- 
ing to President W. Warren E ilis, sales 
promotion manager of the Commercial 
Union fleet. These are the questions of 
getting the talks and group discussions 
of interest to the local agents and of 
securing a plan to have the public under- 
stand the true value of the insurance 

business. 

“We have advanced a long way to- 
wards a true conference spirit of co- 
operation and mutual help,” said Mr. 
Ellis, at the opening of the conference 
convention in Detroit this Monday. 
“These group meetings mark a_ high 
point of conducting study classes and 
pooling our experiences and our prob- 
lems for others. 

“We have, perhaps, the best planned 
group discussions at this meeting. In- 
dividuals in our group have maintained 
an advance of the insurance advertising 
by keeping in touch with others for ad- 
vice and in turn to give advice during 
the year. 

“Just as soon as we realize that our 
conference does not cease to function 
when any particular meeting has been 
adjourned, then there will be an ideal 
conference of most value to the insur- 
ance business. 

“If we were the only advertisers in 
the insurance business then we would 
not be expected to broadcast the ma- 
terial that we find of value in our meet- 
ings but the insurance agents of the 
country are finding an ever widening use 
for advertising and their advertising is 
becoming more and more of value to 
them in producing business. We, the 
advertising managers of our several com- 
panies, have a duty of supplying agents 
with information that becomes part of 
the minutes of our group sessions as 
part of our meeting. 

“I hope that our executive committee 
meeting and also the fire, life and cas- 
ualty groups, will consider a plan of 
making the part of their discussions that 
would be of value to agents, available 
to agents in some permanent form. 

“The other problem that is directly 
before us, unquestionably, is ‘Public Re- 
lation’ The business of insurance, fire, 
life and casualty, is seeking a plan of 
having the public understand the true 
value of the insurance business. Our 
training and our education must be 
placed at the disposal of the companies 
by whom we are employed. Because of 
our training and our experience we 
should be able to make suggestions and 
to offer to our companies a plan of 
reaching the public with a true picture 
of our business that will mean most to 
insurance.” 











HEADS MILWAUKEE BOARD 

Fred. J. hig of George H. Russell 
Company, has been elected president of 
the Milwaukee Board of Fire Underwrit- 
ers. He succeeds W. B. Calhoun. Mon- 
roe Porth was elected vice-president. 





COE C. HAWKINS DEAD 


Coe C. Hawkins, of Hartford, vice- 
president of the board of fire commis- 
sioners of that city, died suddenly last 
Saturday morning following a short at- 
tack of pneumonia. 


Don’t Imitate Ads 
Of Other Companies 


BE ORIGINAL, SAYS TAYLOR 





Advertising Manager of American Tells 
Conference to Study Competitors 
But Not Follow Them 





It is all right to study the advertising 
copy of competing insurance companies, 
but fatal to attempt to imitate the style 
of an apparently successful advertiser, 
according to Harold E. Taylor, adver- 
tising manager of the American of New- 
ark, who spoke Monday before the De- 
troit meeting of the Insurance Advertis- 
ing Conference. Many valuable points 
and suggestions are to be secured from 
the advertisingy of other insurance com- 
panies, but an advertising manager can 
put his company ahead of others only 
by the use of original material, and not 
that patterned after others. 

“Tt goes without saying that an ad- 
vertiser should know, as accurately as 
possible, what his competitors are do- 
ing,” said Mr. Taylor. “However, if the 
purpose of seeking this information is 
merely to copy others in advertising, it 
is so much time and money wasted. Con- 
structive advertising policies may be 
built upon research, but not upon imi- 
tation. 

“Advertising must be fitted to the vir- 
tues of the particular company advertis- 
ing, as well as the objective being striv- 
en for in that particular campaign. If 
there were such a panacea as a cut-and- 
dried pattern of advertising, then on this 
principle, we would find the same plan 
of campaign employed by all companies, 
whether they be stock, mutual or recip- 
rocal, large or small, old or young and 
irrespective of the types of indemnity 
offered. 


Strengthening _ Individuality 


“The wise advertiser will study his 
competition just as carefully as he does 
his own company, but with the idea of 
strengthening the individuality of his 
own advertising, rather than with the 
thought of adopting part of the individ- 
uality of another. 

“Tt is advisable, also, to make a study 
of the media employed by other compa- 
nies, but not to follow blindly in their 
footsteps. I am reminded of the expe- 
rience of a comparatively new member 
of our Conference. When he joined our 
body a year or so ago, he was not only 
new to this organization, but new in the 
business of insurance advertising. De- 
ciding that space advertising was one 
of the requisite media, he used the same 
publications that were being emploved 
by another company of equal size. Sub- 
sequently he discovered that his ad in 
one of these publications was costing 
him considerable more per copy than the 
average for that class of medium. Call- 
ing upon the advertising manager he 
was imitating, and presenting his newlv- 
discovered facts, he asked how he justi- 
fied the high rates. ‘Oh!’ returned the 
other, ‘I have an arrangement with them 
whereby thev agree to give me a total 
amount of free space equalling that 
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which I pay for in the course of a year. 
My space rate, thus cut in half, is lower 
than it is in any other publication. Need- 
less to say the publisher cannot do this 
for every company, so it is up to you to 
choose another paper if you would spend 
your money where it will go the farth- 
est.’ 

“In making an institutional campaign 
the advertising man naturally embodies 
every virtue of his company that can 
be mustered in the limited space of his 
advertisement. When lacking in virtues 
that are radically different from his com- 
petitors he falls back upon the old re- 
liable theme of’ service. He cites this 
and that as distinctive features of his 
company’s service, only to find his com- 
petitor copying his line and thus _nulli- 
fying the prospects of gain for both. 
How much better it would be for the 
copying competitor to take a lesson from 
the battles going on daily between rival 
manufacturers of kindred products in the 
commercial world. One dentifrice man- 
ufacturer advertises, ‘Our product mere- 
ly washes your teeth—all others scour, 
and thus ruin the enamel.’ Did the com- 
petitor follow with a ‘wash campaign?’ 
He did not. He broke out with a cam- 
paign reading, ‘Washing the teeth isn’t 
sufficient; that film must be removed to 
prevent decay’—and he backed up his 
argument with a number of professional 
opinions on the subject. Thus the con- 
sumer was given the opportunity of de- 
ciding whether he wanted to ‘wash’ or 
‘scour’ his teeth. 


Study Others’ Talking Points 


“Do not overlook another company’s 
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talking points. Through an analysis and 
study of them you may discover the im- 
portance of one or more -points about 
your own company. 

“Line up all of the good points of your 
company, its coverages and its service 
(although I beg of you not to use that 
hackneyed word in your ‘copy’), and then 
present those facts in an attractive way. 
Be original in your method of presenta- 
tion—copying, as I said before, only nul- 
lifies the possible benefit to ‘both—and 
select. your media with a purpose in 
mind. Whom do you want to reach; 
what is the best method to reach him; 
and which is the least expensive pur- 
veyor of that method. (or medium) ? 

“How far should one company follow 
another? Right off the end of the dock! 
It will be discovered, later, that the 
leader has ‘learned to swim,’ but the 
best the follower may hope for is a fu- 
tile attempt to drag down the leader. 
The more that advertising men ‘learn 
to swim’ for themselves, the more as- 
sistance they will offer in keeping their 
respective companies afloat.” 





More than 7,000 passengers, trespas- 
sers and employes are killed each year 
in railroad accidents. 
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Quiz Auto Owners 
On Why They Insure 


AGENT STUDIES HIS MARKET 


R. C. Dreher, Advertising Manager of 
the Boston, Gives Interesting 
Answers to 200 Car Owners 


Before local agents launch expensive 
advertising campaigns for more business 
they should have a fairly accurate 
knowledge of conditions in their own 
prospective markets. This was the ad- 
vice given by Ray C. Dreher, advertis- 
ing manager of the Boston, in a_ talk 
made this week in Detroit before the In- 
surance Advertising Conference. Mr. 
Dreher outlined a market survey made 
by an automobile insurance agent, who 
sought the reactions of car owners 
themselves before he proceeded to at- 
tempt to sell them insurance protection, 
He took for his example an agency in 
Newark where the agent was not satis- 
fied with the amount of business coming 
in and so sent out two high-school boys 
to question auto owners why they did 
not buy automobile insurance. 

Saturday was picked because more 
cars were parked than any other day, 
said Mr. Dreher. They had instructions 
to interview the owner of every auto- 
mobile parked along the curb in the 
business district. They introduced them- 
selves to the owners by saying that an 
insurance agency sent them out to se- 
cure information that would enable the 
agency to better serve the automobile 
owners of the community. At the end 
of each interview the boys jotted down 
the answers to the following questions: 


1. Do you carry automobile insur- 
ance ? 

2. What forms of insurance do you 
carry ? 


3. Do you know what companies the 
insurance is placed in? 

4. Why did you buy the insurance 
from the agency that issued it? 

5. Are you satisfied? 

6. Do you think the cost is too high 
or too low? 

7. Can you suggest any way that an 
insurance agency can better serve 
the car owner? 

Big Percentage Uninsured 


One hundred and twelve, out of a pos- 


sible two hundred slips were turned in 

by the boys that night. These were 
charted with the following results: 

1. Forty were not insured. Thirty- 

five of them were never solicited, 

the five remaining were insured, 


but dropped their policies on ac- 
count of some real or fancied com- 
plaint, which the agent did not try 
to remedy. 


2. Thirty carried fire and theft insur- 


ance. Twenty-seven carried fire, 
— liability, and property dam- 
ag Ten carried liability and 
property damage. Five carried 


fire, theft, liability, property dam- 
age and collision. 

3. Fifteen knew the name of the com- 
pany they were insured in. 

4. Twenty bought insurance from the 
agency that carried their insurance 
because they were solicited within 
a day after they received their 
owner’s license. Five had relations 
in the business. Twenty-three took 
out insurance from the same agent 


that sold them their other insur- 
ance. Eight were recommended to 
their insurance man by the sales- 


man that sold them their car. Three 
were solicited by an agent who no- 
ticed their new car parked in front 
of their home. Fourteen bought 
their insurance from an agent who 
had mailed them a series of sales- 
letters. 
Many Dissatisfied With Agent 

5. Twenty-three were satisfied with 
their agent. Forty-nine were far 
from it and were going to change 
as soon as their policies expired. 
Most of the trouble was caused by 
agents not making clear what was 
covered and what was not covered 


by the policy. Seven out of the 
forty-nine thought property dam- 
age covered damage to their own 
car. 

6. Sixty-three had 
make on the cost. 
too high. 

7. Some of the suggested ways that 
an insurance agency could better 


no complaint to 
Nine thought it 


. serve the automobile owner were: 

A. Make coverage absolutely 
clear. 

B. Don’t issue insurance that is 


not really needed just to make 
the commission. 

C. Call on policyholders at regu- 
lar intervals. 

D. Explain why rates vary on dif- 
ferent cars. 

E. Help assured when his car is 
damaged by another automo- 
bile and he does not carry col- 
lision insurance. 

F. Explain the lock endorsement. 


R. W. HAGAN AN ADJUSTER 


R. W. Hagan, of Elizabethtown, Ky., 
who has been in the real estate and in- 
surance business there, and with consid- 
erable adjusting experience, has gone to 
Louisville to join the staff of J. H. Har- 
rison, independent adjuster. Mr. Hagan 
is a graduate of the law school of the 
University of Kentucky, and has prac- 
ticed law. 





FARM LOSS ADJUSTER 
N. H. Wells, who for some years has 
been connected with the farm .depart- 
ment of the Continental in Kentucky, 
has been made staff adjuster for farm 
losses for the America Fore group in 
Kentucky, with office at Louisville. 


NEW HAMPSHIRE MEETING 
The New Hampshire Association of In- 
surance Agents will hold its annual meect- 
ing next Wednesday, October 27, at 
Manchester. A questionnaire has been 
sent to every member seeking informa- 
tion about agency operating costs. 


SNIDER’S QUESTIONNAIRE 


Des Moines Publisher Asks Agents In 
Five States How They Stand On 
Blotters, Novelties, Advertising, Etc. 
Gerald A. Snider, associate - publisher 

of the “Underwriters’ Report,” Des 

Moines, made one of the outstanding 

talks at the Insurance Advertising Con- 

ference in Detroit this week, taking as 
his subject, “What Kinds of Advertis- 
ing do Rural Agents Want and Use?” 
Mr. Snider sent a questionnaire to in- 
surance agents in Towa, Minnesota, 

North and South Dakota, Kansas and 

Missouri, asking five questions. About 

25% of the agents who answered his 

questionnaire favored local newspaper 

advertising. Many also said they wanted 

calendars, pencils and letterheads. 13% 

favored direct-mail. 11% were for 

blotters. 
Mr. Snider’s paper will be reviewed in 
more detail in next week’s issue of The 

Eastern Underwriter. 


WINS AD TROPHY AGAIN 


Detroit, October 19—John W. Long- 
necker and the Hartford Fire were 
awarded the Holcombe Trophy for the 
second year in succession for the best 
series of advertisements, as provided in 
the awarding of that trophy. 


WITH NORTH BRITISH 


Guy Nevins, Jr., formerly with the en- 
gineering department of the Tennessee 
Inspection Bureau, has been appointed 
special agent of the North British & 
Mercantile fleet in Tennessee, assisting 
State Agent H. P. Vincent. His head- 
quarters will be in Nashville. 


A PRETENTIOUS SUITE 


The new Philadelphia office of Hutch- 
inson, Rivinus, insurance brokers of 
New York and Philadelphia, located in 
the new Public Ledger Building, Inde- 
pendence Square, is one of the show 
places of the insurance district there. 
The entire half of the ground floor is 
occupied by them, 
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Trade Journals Offer 
Advertising Trophies 


PLAQUES BY ROUGH NOTES CO. 





Weekly Underwriter to Give Two Round 
Trip Tickets to Bermuda for Best 
' Piece of Ad Copy 





Detroit, October 18—At a 
meeting with insurance 
following the business 
Insurance Advertising Conference on 
Monday night, W. Warren Fllis, presi- 
dent of the Insurance Advertising Con- 
ference, announced the donation of the 
Insurance Journal Advertising Trophy 
by the Rough Notes Company and the 
Insurance Salesman, of Indianapolis, 
Ind. 

The trophy is a handsome plaque to 
be awarded to the company producing 
the best series of trade paper advertise- 
ments. In addition to the plaque, which 
is to be the property of the company 
winning it, there will be three medals, 
replicas of the plaque, to be awarded to 
the advertising managers producing the 
copyv—first, second and third best. The 
medals will be gold, silver and bronze. 

Another prize to be competed for by 
producers of insurance advertising copy 
has been offered by the Weekly Under- 
writer. It is to be awarded to the de- 
signer of the best single piece of 
advertising copy appearing in any in- 
surance journal published in the United 
States and Canada. The period for this 
competition is to be from June 1, 1926, 
to June 1, 1927, the winner to be an- 
nounced at the fall mecting of the In- 
surance Advertising Conference. The 
award will be two round trip tickets to 
Bermuda, representing in money $300. 
There will be three judges, one appointed 
by the Conference, one by the trade 
journal section of the Conference, and 
the third by the other two judges. 


special 
newspaper men 
mecting of the 


MASS. BROKERS MEET 


Harry A. Stevens, popular insurance 
broker of Boston, was this week re- 
elected president of the Insurance Brok- 
ers Association of Massachusetts for his 
fourth consecutive term. Clement Pa- 
quett was elected first vice-president; 
Thomas Ashley, second vice-president; 
Roswell C. Fithian, secretary, and Will- 
iam L. Howard, treasurer. The meeting 
endorsed the movement for a national 
association of insurance brokers. Presi- 
dent Stevens is heartily in favor of such 
a body. 





PRAISE TITLE INSURANCE 

Title insurance has proved a marked 
preventive for real estate fraud accord- 
ing to George S. Parsons, solicitor of 
the New York Title & Mortgage Com- 
pany, who spoke Tuesday at the Real 
Estate Loan Conference on the National 
Savings Bank Convention meeting in 
Philadelphia. Robert L. Hoguet, vice- 
president of the Emigrant Industrial Sav- 
ings Bank of New York, pointed out 
that title insurance, already the univer- 
sal practice in the larger cities, is be- 
coming more common in outlying dis- 





DIRECTOR OF BENEFIT ASS’N 


Harold Herrick, former president of 
the Niagara Fire, has resigned as a di- 
rector of the Insurance Clerks Mutual 
Benefit Association, and H. H. Clutia, 
vice-president of the Westchester Fire, 
has been elected to fill his unexpired 
term. 





528 CITIES IN CONTEST 


There are now 528 local chambers of 
commerce entered in the national Fire 
Waste Contest, according to latest re- 
ports. Oklahoma, with twenty-two 
chambers of commerce in that state, has 
entered 100% in the contest. 





NATIONAL FIRE DIVIDEND 
Directors of the National Fire of Hart- 
ford last week declared the regular quar- 
terly dividend of 5% 
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What Insurance Press 
Aims to Accomplish 


NOT PROPAGANDIST AGENCY 





Charles Dobbs of “Insurance Field” Says 





Press Must Present News 
Intelligently Selected 
Charles Dobbs, associate  editor-in- 


chicf of the “Insurance Field,” told of 
the development, trend and aspirations 
of insurance journalism in a talk deliv- 
ered yesterday at Memphis, Tenn., be- 
fore the Tennessee Association of In- 
surance Agents. After saying that the 
trade press developed as a result of the 
inability of the daily newspapers to pub- 
lish the news of technical business he 
went on to relate what in his opinion, 
constituted good insurance journalism. 
Insurance men and women will read 
the publication which most intelligently 
selects and attractively presents the 
news, said Mr. Dobbs. The great prob- 
lem arises from the fact that every pub- 
lication is under constant pressure to 
print what is either uninteresting or im- 


proper. 
“This pressure is exerted in many 
ways. It may be the crude and brutal 


pressure of money; it may be the in- 
sidious pressure of the seekers for free 
publicity, who skillfully cloak purely per- 
sonal interests in the guise of general 
information. Ordinary integrity can re- 
sist the first; discriminating editorial 
judgment and experience must detect and 
reject the second. 
Advocating Desirable Ends 

“Sometimes it is difficult to make the 
advocates of certain methods in the in- 
surance business understand why a trade 
journal cannot champion one scheme as 
readily as another. It should be clear, 
however, that the editor should advo- 
cate desirable ends but not attempt to 
define the method of achieving those 
ends. He can only discuss. Of course, 
some methods so obviously represent the 
consensus of wise opinion that they may 
be editorially championed. But the rule 
is that the Fourth Estate cannot safely 
go beyond ‘what needs doing’ to the 
perilous path of ‘how to do it, 

“In other words the press—especially 
the trade press—is a true forum and not 
a propagandist agency—a medium for 
the circulation of information of inter- 
est and value to its readers and not the 
organ of zealots or others with ‘axes to 
grind.’ 

“In the field of life insurance the value 
of accurate and timely news of events, 
companies and personalities has been 
even more strikingly proved. Have evils 
developed? The facts, printed without 
fear or favor, have worked reform. Has 
the business been subjected to unjust 
attack? Again the facts of the case 
have enabled life underwriters to stand 
firm and weather the storm. Has a 
worthy movement heen launched only to 
face defeat because it was an innovation ? 
The facts in news form, and editorial 
discussion, have given the innovation its 
‘day in court’ to prove its right to live. 
Have new methods of company admin- 
istration, new methods of field practice, 
new conceptions of ethics been ad- 
vanced? The insurance press, alive to 
conditions and tendencies, has printed 
the facts and helped to achieve goals 
regarded by the timorous and unimagi- 
native as impossible. 

“It is only the thinking people in the 
professions and technical work who suc- 
ceed in directing the development of their 
trade or profession to healthy ends. He 
who does not read, seldom thinks, and 
therefore can neither add much to the 
stock of knowledge nor make his influ- 
ence felt in movements involving inter- 
ests common to all. 

“It is by providing the dependable in- 
formation upon which sound judgments 
can be based—By reporting trends and 
actions of mstitutions and individuals— 
that the newspaper must justify its ex- 
istence. In fulfilling this function with 
judgment, power and art the press will 

ecome more than ever one of the most 


vitally important factors in the life of 
mankind.” 


Leading Features of 
E. U. A. Constitution 


TO BROADEN FIRE CONTRACTS 





Will Simplify Rating Methods; Coin- 
surance Adopted; New Inspection 
Body; Premium Collections 





During the period of organization of 
the newly-formed Eastern Underwriters’ 
Association, the chief interest, both to 
companies and to agents, centered in the 
scale of commissions to be finally adopt- 
ed. The principal purposes for which 
the Association is formed were, for the 
time being, given little consideration and 
were almost lost sight of. 

In Article 1 of the Constitution is pro- 
vided that supervision will be exercised 
and regulation assumed of many prob- 
lems which for a number of years past 
have more or less gotten out of hand. 

Herewith are some of the leading rea- 
sons why all classes of companies in the 
fast were finally brought together. 

The adoption of underwriting methods 
to meet public needs, which will include 
the necessary broadening of contracts 
and regulation of business now written 
under combined fire and transportation 
covers, general cover contracts and so- 
called floaters. 

The exercise of supervision, where not 
contrary to law, over rating bodies to the 
end that rating methods, including forms, 
shall be simplified and that rating levels 
be adopted which will produce rates fair 
to the insuring public and adequate for 
the insuring companies. Coinsurance is 
to be adopted as a principle. 

The establishment and maintenance of 
orderly and effective supervision over 


‘loss adjustments and payments and loss 


adjusters. 

The perfecting of a system for the bet- 
ter interchange of information and to 
provide for voluntary inter-reinsurance 
among members. 

Check on Rate Changes 

The establishment and maintenance— 
as an arm of rating bodies or independ- 
ently—of a comprehensive service and 
inspection organization, which shall func- 
tion for all member companies, their 
agents and property owners, to the end 
that field engineering staffs now being 
maintained by individual companies shall 
be discouraged. Inspection for rating 
and valuation purposes shall not be made 
by other than authorized employes of 
approved rating organizations, and rate 
changes shall be made only upon origi- 
nal field data or survey information of 
an authorized employe of an approved 
rating organization. Rating organiza- 
tions shall not accept or act upon other 
information. 

The establishment of a system: (1) for 
governing the payment of balances by 
agents and other representatives; (2) for 
collection of earned premium on all 
agreements to insure whether verbal or 
written. 

The solution of the problems above 
outlined will constitute the outstanding 
task of the executive officers of the new 
Association. 





SAMUEL BLOCK GETS ATLAS 


The Atlas has appointed the Samuel 
Block Company of Brooklyn as agents 
for Brooklyn and Long Island. 


FE. U. A. Approved 


(Continued from Page 15) 


Union Group, the Frelinghuysen Group, 
the Globe and Rutgers Group, the Great 
American Group, the Hartford Group, 
the Home Group, the Insurance Company 
of North America Group, the National 
of Hartford Group, the National Liberty 
Group, the North British Group, the 
Phoenix of Hartford Group, the Royal 
Insurance Group and a number of indi- 
viduals that hitherto have been known as 
Union and non-Union. 

“Hearty enthusiasm was displayed as- 
suring the success of this plan for the 
betterment of conditions in the North- 
eastern territorv. The Association is now 
definitely launched and with its large and 





comprehensive membership possesses 
tremendous country-wide constructive 
possibilities. ~ 

“Sub-committees to consider practical 
phases of the new Association’s activi- 
ties will be immediately appointed and it 
is expected that the plans of the new 
organization will be carried out with the 
utmost possible dispatch. 

“The commissions for ordinary terri- 
tory will become effective January 1, 
1927. The commission platform of the 
Association for excepted territory will be 
put in the hands of sub-committees for 
the several excepted cities. These com- 
mittees will proceed to investigate con- 
ditions in each of the cities and confer 
with the insurance interests therein in 
order that the plans of. the Association 
may be carried out as speedily and har- 
moniously as possible, not later than 
January 1, 1928.” 

How Commissions Stand 

The commission arrangement was 
changed slightly. As the plan stands 
now, clear agencies, those representing 
only companies belonging to the Eastern 
Underwriters’ Association, may elect to 
receive either the 20% flat commission 
scale or the 15% and 25% graded scale. 
Mixed agencies, those writing both for 
companies which are members of the E. 
U. A. and for companies not belonging 
to but eligible for membership in the 
E. U. A., must take the 15% and 25% 
graded scale. These requirements pave 
the way for voluntary separation for all 
agencies desiring the 20% flat*scale and 
now writing for companies not likely to 
join the organization. 

The E. U. A. had its inception early 
last year when the fire insurance com- 
panies in New Yorkk State were seeking 
certain rate increases. The New York 
Insurance Department informed the New 
York Fire Insurance Rating Organiza- 
tion that no rate increases could be per- 
mitted until the companies themselves 
had control of the commission situation, 
one of the big factors in fire insurance 
costs. On the basis of this a meeting of 
company representatives was held to find 
ways and means for clearing up the ex- 
cess commission troubles in Rochester, 
Svracuse and other places in New York 
State. At this mecting the following 
resolutions were passed: 

“That it is the sense of this meeting 
that the companies should, conditional 
upon the support of 90% of the stock 
company premium income of the terri- 
tory covered, by voluntary but mutually 
enforceable agreement. establish uniform 
and fairly determined conmnissions in the 
territory which is haridled by what is 
known as the Syracuse Division of the 
New York Fire Insurance Rating Or- 
ganization. 

“That a Committee of Ten. besides the 
chairman ex-officio, be annpointed by the 
chair to study the situation and report 
recommendations at a later meeting of 
this conference: the committee, if it is 
deemed desirable, to have power to in- 
crease its membership.” 


Committee of Ten Named 


Pursuant to this Chairman C. G. 
Smith, president of the Great American, 
appointed the followine committee of ten 
members: R. M. Bissell, president of the 
Hartford Fire. chairman: N. S. Bartow, 
president of the Oueen; Sheldon Catlin, 
vice-president of the Tnsurance Companv 
of North America: Paul L. Haid, presi- 
dent of the America Fore commanies: 
Fdward Milligan, president of the 
Phoenix of Hartford: L. T.ester Parsons. 
president of the United States Fire: F. 
G. Pieper, president of the Rhode 
Island: C. A. Ludlum, viee-nresident of 
the Home, and N. A. Weed. secretary- 
treasurer of the Renublic Fire of Pitts- 
burgh. Mr. Smith is a member of the 
committee ex-officio. 

The committee has diligently worked 
for manv months and as a result of ifs 
deliberations decided that a movement 
much more far-reaching than one which 
would take in only the Svraecnce Divi- 
sion of New York State chonld he start- 
ed. In a letter of invitation to fire com- 
panv executives to attend the first ven- 
eral meetine in Tannarv the committee 
of ten described the situation as fol- 
lows: 


“The report to be made at the meet- 
ing announced in the enclosed notice 
from Secretary Rhoades of the New 
York Fire Insurance Rating Organiza- 
tion comprises the result of prolonged 
and very thorough discussion at numer- 
ous conferences of the many problems 
now confronting the business of fire un- 
derwriting. These discussions were par- 
ticipated in by executives representing all 
classes of companies, including a num- 
ber who were not members of the com- 
mittee. The plan to be outlined in the 
report will embrace recommendations 
looking toward the control not of one 
but of many important matters and ac- 
tivities which affect the welfare of our 
business. 

“Early in their deliberations, the mem- 
bers of the committee became convinced 
that it was their duty to present, if pos- 
sible, a plan that could be applied to all 
of the New England and Middle States, 
rather than to New York State alone. 
They believe, as do many others, that, 
unless the companies can at an early date 
get together on some plan that will be 
fair to all interests now conflicting, the 
business will shortly be faced with wide- 
spread demoralization. 

% Fixed as Quota 

“In view of the gravity of the situa- 
tion, and because of the many great ad- 
vantages which would ensue from the 
operation of a comprehensive organiza- 
tion representing companies writing more 
than ninety per cent. of the business in 
the territory over which it would exer- 
cise jurisdiction, the committee hopes 
that you will personally attend the meet- 
ing. If, for any reason, you cannot do 
so, it is earnestly desired that you be 
represented by another qualified execu- 
tive of your company.” 

After the January meeting it was de- 
cided to seek the approval and confi- 
dence of companies not belonging to the 
Eastern Union, and with that end in 
view the original committee was in- 
creased to fifteen, five non-board com- 
pany representatives being appointed. 

Many objections were made to vari- 
ous features of the E. U. A. plan during 
the early stages of the proceedings. 
Meeting after meeting of the committee 
was held until finally an outline was 
evolved apparently satisfactory to the 
large majority of companies. 

A setback which nearly threw the 
whole movement into the discard oc- 
curred after the local agents had learned 


‘of the new commission regulations. In- 


stead of the 15, 20 and 25% graded 
Eastern Union scale, and the excess 
commissions that many of them enjoyed, 
they were offered 15% on all risks in 
unprotected sections and 25% on all 
property under fire protection. A wave 
of protest swept over the Eastern states, 
followed by published refusals to accept 
these rates. 

Several conferences ensued between 
the E. U. A. committee and leading 
agents during July and August, The 
agents asked for a 20% flat commission. 
The New England States and Pennsyl- 
vania especially desired this change. 
Finally the company representatives 
yielded and decided that any agency 
which would represent only FE. U. A. 
companies could secure the 20% flat com- 
mission, while agencies continuing to 
place risks with stock fire companies 
that did not come into the E. U. A. 
would have to take the 15% and 25% 
scale. 

When the commission dispute had died 
down another obstacle arose in the form 
of demands from several companies for 
absolute separation of mixed agencies. 
This was a carry over of the ficht in the 
West two years ago when the Union 
successfully championed the separation 
issue with the Western Insurance Bu- 
reau. Some Union companies consid- 
ered the time ripe for separation in the 
East and asserted their position. This 
question was not settled until early last 
week when these companies withdrew 
their requests and sacrificed their poci- 
tion in order that the other constructive 
features of the FE. U. A. might go for- 
ward to realization. 
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Blames Companies 
For Poor Agents 


1S INJURING» AGENCY FORCES 
President of Teussenn Association Says 
Companies Must Stop Appointing 
So Many Part-Timers 





Albert Frierson, of Shelbyville, 
president of the Tennessee 
of Insurance Agents, in addressing the 
annual convention of the Association 
yesterday at Memphis, minced no words 
in denouncing the indiscriminate ap- 
pointment of part-time and otherwise al- 
leged incompetent agents. He believes 
the multiple appointment of agents has 
gone so far as to undermine the strength 
of the full-time agent and to engender 
hostile feelings between many agents and 
their companies. Fire companies do not 
take as much pains in the appointment 
of agents as in the hiring of the lowest 
salaried clerks in the home offices, stated 
Mr. Frierson. 

“Why they are allowed to exist—the 
answer is easy. Why the part-time pre- 
mium loving, inexperienced agents—the 
company appoints them. The agent has 
no control over company appointme nts. 
The company is to blame, and it is a blot 
on the fair name of insurance, a dis- 
grace to the memory of the founders of 
this great business that some of the lat- 
ter day officials appoint as agents these 


Tenn., 
Association 


‘high-jackers.’ 1 believe the company 
plays a large part in selecting risks 
when they select the agents who write 


the risks. Can you name any commer- 
cial class that could get by if their busi- 
ness were handled by part time, inex- 
perienced, dollar loving representatives? 


Again, in my opinion, the company is at 
fault in their conferences—they meet, 
resolve and dissolve. If there is any 


effort made to correct this evil it is se- 
cret, as no evidence ever comes to light, 
and the appointment of part-time agents 
goes merrily on. 


Hurting the Agency System 


“The association can handle the situ- 
ation in a more satisfactory way. but 
just —s the time things get to going 
good and a new agent has been educated 
to correct practices, along comes the 
company with a fresh batch of part- 
time agents that invariably throw a 
monkey wrench in the machinery, and 
it is all to do over again. ‘You can’t 
make a silk purse out of a sow’s ear,’ 


neither can you perform a miracle and 
make a valuable agent out of a part- 
time man. ‘They do not make any com- 
pany a valuable representative. They 
are a disgrace to our profession. They 
are just the sort of men the companies 
who are seeking to destroy the Ameri- 


can Agency System desire, and seek for, 
and when they have served their ~~ 
pose they will be cast in the discard and 
this system of representation will never 
be used again. 

“Will you mark the prediction? I be- 
lieve the time is drawing near when the 


respectable companics will say to the 
offending company: ‘get out—we will no 
longer sit at the ecaleveninn table with 


you. I do not believe high class com- 
panies will much longer permit a few 
companies to use their. power and money 
to destroy the American Agency Sys- 
tem. I do not believe the stockholders 
will much longer permit the men in pres- 
ent authority to tell them bedtime sto- 
ries, and lull them into false security 
with— “everything is fine; just a few 
sorehead agents kicking.’ I believe 
when the stockholders of these offending 
companies realize the fact that the name 
of their companies is in contempt with 
the better class of Américan ‘agents that 
"aes of management will be effect- 
ed. 

“The solution of the vexing problem 
—what to do with the part-time agent— 
1S SO casy as to be simple. Let the 
company classify their agents and weed 
out the undesirables. Let the company 
give the same close attention to the ap- 
pointment of agents as they give to the 
appointment of their field men, their 
otice assistants—even the employee ad- 
dressing envelopes in their office. I will 


PAYING FLORIDA CLAIMS 


Adjustments Are Proceeding Rapidly; 
Total Claims Now Reported as 
About $12,000,000 


Latest reports indicate that the Florida 


hurricane will cost the fire insurance 
companies in tornado, automobile and 
marine losses about $12,000,000. Adjust- 


ments are proceeding rapidly and many 
claims have been paid already. The com- 
panies are also writing tornado insur; 
ance in the hurricane area of Florida at 
rates applicable along the Gulf. Thes« 
are 50 cents for each $100 of insurance. 
F. J. Breen, executive assistant of the 
National Board of Fire Underwriters, 
has about completed his task of organ- 
izing the adjusting forces and is expect- 
ed back in New York shortly. 





FIELD MEN HOST AT DANCE 





Given in Honor of Local Agents in 
Alabama; T. E. Braniff Also 
Gives Luncheon 
Oklahoma field men pulled off a new 
one at the Elks Club in Oklahoma City 
a few days ago when they gave a dance 
to agents attending the Oklahoma As- 

—— of Insurers. 

dy Braniff, president of the T. FE. 
Braniff Company, entertained some visi- 
tors at a lunch. Among those attending 
were Robert P. Barbour, U. S. attorney 
of the Northern Assurance; E. E. Kolb, 
superintendent of the fidelity division, 
Maryland Casualty, and Walter H. Ben- 
nett, secretary of the National Associa- 
tion of Insurance Agents. 








venture to say that if one of their part- 
time agents were to show up in their 
office—unknown to them—apply for the 
position of addressing envelopes, after a 
few moments’ conversation with him the 
application would be rejected. And yet 
they will give a commission of authority 
to this same person whom they have 
rejected for a minor office position, with 
no responsibility, elevating him to one 
of trust as their representative, and al- 
lowing him to bind them for thousands 
of dollars. Figure this out if you can.” 


CLEAN-UP CAMPAIGN TO START 





Board of Fire Underwriters To Assist. 


Bureau Of Surveys In. Determining 
Violations Of Law 

The New York Board of Fire Under- 
writers at a meeting last month unani- 
mously approved of that 
its members be urged to the 
Bureau of Surveys ‘to the fullest degree 
in the October Clean-Up Campeign in 


a resolution 


assist 


the district lying between anal and 
Mth Streets from river to river. This 
is the sixth drive of the series. The 


campaign is scheduled to start of Mon- 
day, October 25, 1926. 

The consensus of opinion of 
spectors engaged in these 
lations of the law, 
erence to smoking, 


the in- 
clean-up vio- 
especially with ref- 
hz as reduced the fire 
hazard materially. ‘his is especially 
true in the garment workers class. In 
the last campaign over 15,000 inspections 
were made and about 1200 cases were 
reported where smoking was found in 
viol: ition of law. Each lighted cigarette 
is a potential fire bug and while the in- 
spectors have no authority to issue sum- 
monses, their work in pointing out spe- 
cifically the names and locations’ where 
these violations of law occur are of the 
utmost value to the representatives of the 
fire department. Fire Chief Kenlon, as 


well as other city officials, have gener- 
ously expressed their praise of ‘these 
clean-up drives and have given assur- 
ances of their fullest cooperation to 
stamp out the fire menace. ‘The city 
magistrate courts have dealt severely 
with offenders arrested for smoking in 


factory buildings. The Committee on 
Surveys, of which H. N. Kelsey is 
chairman, has issued a bulletin to the 
board membership earnestly soliciting 
their fullest cooperation to make this 
sixth drive a complete success. The last 
clean-up campaign occurred in April of 
the present year. 





BUYS TARIFF SHARES 
The Phoenix of London is reported to 
have acquired 30% of the shares of the 
Tariff Reinsurance, Ltd. 
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Editorial 


LTHOUGH the Old Man on the Fence 

is the trade mark of the Ohio Farmers 

Insurance Company, the figure of the 

farmer does not necessarily characterize 
the Company. 

Despite the fact a well known cleaning 
powder is marketed under the trade mark 
of a buxom Dutch girl with flowing skirts 
and wooden shoes, we do not assume 
that the officials and employees of the 
manufacturing company are clothed that 
way or that they spend their working 
hours chasing dirt. 

The Hartford Fire Insurance Company 
uses a beautiful representation of a stag 
as its trade mark, but the folks in the 
Hartford home office don’t grow antlers. 

Indians have been adopted as trade 
marks by the Sentinel Fire and the First 
American. Yet those companies have 
never been accused of scalping even 
their competitors. 

In Le Roy, you may search far and wide 
without coming upon a farmer sitting on 
( fence. You'll scarcely even be able to 











find a fence. You will find a hundred 
and twenty-five people engaged as under- 
writers, examiners, bookkeepers, stenogra- 
phers, printers, etc., all keenly interested 
in maintaining excellent facilities for 
serving Ohio Farmers agents. 


T is a fact, attested by J. C. Hiestind, 

manager of the Ohio Farmers auto- 
mobile department, that the cash value 
automobile policy, as written by this 
Company, is eminently satisfactory to 
the insured, the agent, and the Company. 
The insured likes his coverage, the agent 
more easily sells the policy, and the 
Company makes satisfactory adjust- 
ments with less difficulty. 





E. K. SCHULTZ & CO. 


General Agents 


Ohio Farmers Insurance Co. 
Organized 1848 


Le Roy * + = Ohio 








AUTO FLEET RISK INQUIRY 
N. Y. Insurance Dep’t. Asks the Ccta- 

panies for Rates, Loss Experience 

and Names of All Risks 

The New York Insurance Department 
has requested every company be longing 
to the National Automobile Underwrit- 
ers’ Conference and to the National Bu- 
reau of Casualty & Surety Underwriters 
to-submit information about their auto- 
mobile fleet risks for the period covering 
the three years prior to July 1, 1926. It 
is thought that this data is being sought 
by Superintendent Beha to determine 
whether fleet rates are or are not dis- 
criminatory fh practice. 

Companies are asked to give the for- 
mula upon which fleet rates are based, 
the justification for. the deviations from 
the per cent rates, the adequacy of such 
ites the actual loss experience on spe- 
cialty rated fleet risks, the application 
of the debits and credits provided for in 
the plan and the cover of outside owned 
cars in the fleet policy. The informa- 
tion must be in the hands of the In- 


surance Department not later than Oc- 
tober 20. 


The .entire matter of automobile fleet 
rates is under investigation in ‘Several 
states, Massachusetts having already 


ruled that such rates are 
the anti-discrimination laws of that 
State. Automobile ,underwriting com- 
panies contend that good experience on 
fleet risks justifies 
rates and have 
that basis for 
the practice 
inatory 
fleet 


in violation of 


some reductions in 
conducted business on 
many years. If, however, 
should be ruled as discrim- 
against the individual car owner, 
rating may have to be abandoned. 


AUTHORIZED BY MASS. DEPT. 


Newly Formed Car Owners’ 
Boston Will Start Jan. 1; 
Fearing Is President 

The Car Owners’ Mutual of Boston 
has been given its certificate of authority 
by the Massachusetts Insurance Depart- 
ment. This company was chartered a 
short time ago to write automobile in- 
surance under the new compulsory auto- 
mobile liability act, effective January 1 
1927, in that State. It will ‘also write 
collision and auto property damage lines, 
doing business on the mutual plan. 

The officers of the company are Ed- 
win T. Fearing, of Newton, Mass., pres- 
ident; Paul D. Howard, of Clinton Mass., 
vice-president; Oliver IF. Roberts, of 
Brookline, Mass., treasurer; D. Kelso 
Mairs, of the Boston Casualty Co., sec- 
retary. In addition to the above the 
following are directors: William I. 
Fearing, of Newton Center; Reginald L. 
Robbins, of Milton, and John H. Wilson 
of Hyde Park, Mass. 

The office of the company is at 65 
Franklin Street. Boston. 


Mutual of 
gz. F. 
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HONOR C..A. RICHARDSON 
Members of the staff 


and agency force 
of the North British & Mercantile in 
Montreal, Canada, recently presented 


to Canadian Manager C. A; 
an oil painting entitled “I 


Richardson 
‘arly Autumn” 


by the Dutch painter, A. M. Gorter. 
Members of the Occidéntal Fire, a sub- 
sidiary of the N. B. & M., also partici- 
pated in the gift. 


LIGHTNING ROD DISCOUNT 
The New England Insurance Exchange 
last week adopted the lightning rod war- 
ranty, applying to all property subject 
to the minimum rates under dwelling 
pamphlets at reduction. The ex- 
change also appointed C. H. Senter as 
the representative of the Boston Metro- 
politan Conference, succeeding W. H. 
Boutelle, whose term has expired. 


3 c 


J. F HAMMOND APPOINTED 


Joseph F,. Hammond, of Roselle, N. J., 
has been appointed chief of the Bureau 


of Banking with a salary of $7,500 by 
Edward Maxson, State Commissioner of 
3anking and Insurance of New Jersey. 


Mr. Hammond formerly was employed 
by the Insurance Department as senior 
bank examiner. 
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Non-Conference Auto 
Body Is Organized- 


F. W. DOREMUS IS PRESIDENT 
Theft Bureau, With Sub-Divisions All 
Over Country, to Disseminate 
Stolen Car Information 


The new organization of non-confer- 
ence automobile underwriting companies 
has now been definitely organized under 
the name of the Independent Board of 
Automobile Underwriters, with head- 
quarters at 1 Park Avenue, New York 
City. The board is already functioning 
with John G, Purdie, vice-president and 
general manager, in active charge. Fred- 
eric W. Doremus, president of the Syl- 
vania, of Philadelphia, is president of 
the board, with Frederick Ackerman, 
executive special agent of the National 


Union, secretary. 

Affiliated with the board is the Na- 
tional Automobile Theft Information 
Bureau, Inc., which will distribute stolen 
car and moral hazard information to all 
companies subscribing to the service. In 
addition the Theft Bureau has made con- 
tacts with police departments all over 
the country and sends daily to these de- 
partments 2,000 bulletins containing lists 
of stolen cars. 

Sesides the head office of the Theft 
Bureau in New York there are other 
main offices in Atlanta, Chicago and San 
Francisco-and sub-divisions have been 
organized also in the following six cities: 
Boston, Buffalo, Cleveland, Detroit, Kan- 
sas City and Pittsburgh. 

Each office maintains complete files of 
stolen cars, open to reference by the 
police authorities. The Theft Bureau 
will function only for the collection and 
distribution of stolen car information, 
and will employ no detectives, nor in any 
way usurp the work of police officials. 
The Independent Board of Automobile 
Underwriters is available for all classes 
of companies doing an automobile insur- 
ance business, including conference and 
non-conference stock companies, mu- 
tuals and reciprocals. 

Mr. Purdie, general manager of both 
the board and the Theft Bureau, was 
formerly connected with the United 
States Secret Service. He has also op- 
erated theft bureaus for the Export In- 
surance Co, and the General Exchange 
Insurance Corporation. At the present 
time he has a staff of twelve persons 
working under him, which will be aug- 
mented in the near future. 





AUTO CONFERENCES MEET 
W. R. Hedge Elected President of the 
National, and C. W. Bailey Head 


of the Eastern Conference 


W. Rk. Hedge, president of the Boston, 
was elected president of the National 
Automobile Underwriters’ Conference at 
the annual meeting in New York last 
week. William Macintosh, manager of 
the N. Y. department of the Royal, was 
elected vice-president, and Herbert W. 
Ellis, of the Phoenix of London, treas- 
urer. The plan to allow 25% flat com- 
missions on the Pacific Coast was ap- 
proved. 

The Eastern Automobile Underwriters’ 
Conference also held its annual meeting 
last week and the following officers were 
elected: C. W. Bailey, president of the 
American of Newark, president; C. R. 
Pitcher, deputy manager of the Royal, 
vice-president, and Charles E. Case, as- 
sistant United States manager of the 
North British & Mercantile, treasurer. 
C. B. Roult, of the National of Hart- 
ford, was elected a member of the ex- 
ecutive committee to succeed H. P. 
Whitman. 


Standard Oil Loss 
Case Is Settled 


PREMIUMS PAID IN NEW YORK 





Loss Money Also Paid to New York 
Brokerage Firm; Suit in England 
to Recover Portion of Sum 
The sequel to the loss of an oil ship 
has recently been emphasized in the 
British courts for judgment has recently 
been issued by Lord Fleming in an ac- 
tion in the Court of Session, Edinburgh, 
at the instance of the Bedford Petro- 
leum Company, Societe Anonyme, Fran- 
caise, Paris, and Messrs. Bird, Son and 
Semple, writers, Glasgow, their manda- 
tories, against Arbuckle Smith & Co., 
Ltd., Glasgow, in which the plaintiffs 
claim payment from the defendants of 
a sum of £9,644, being the balance of 
the proceeds of certain policies of ma- 
rine insurance collected by the defend- 

ants on the plaintiffs’ behalf. 

The transaction out of which the ac- 
tion arose related to a cargo of mineral 
oil shipped to the plaintiffs by the 
Standard Oil Company of New Jersey 
in February, 1917, on board the steamer 
Georgetown. The Georgetown was 
wrecked in the course of the voyage 
from New York to Havre, and both ship 
and cargo became a total loss. The 
cargo had been insured: by the shippers 
through a firm, O’Keffe and Lynch, who 
carried on business as marine insurance 
brokers in New York, and who, being 
unable to place the insurance in Amer- 
ica, effected it in London through the 
agency of the defendants, who then car- 
ried on business as marine insurance 
brokers there. 





Premiums Paid in New York 

The policies, which were thirteen in 
number, and represented a sum_ of 
£20,415, were, according to usual custom, 
made out to the defendants as agents, 
and contained a clause making the loss, 
if any, payable to the plaintiffs. The 
premiums on the policies, which amount- 
ed in all to the sum of £3,433 19s, were 
paid by the Standard Oil Company to 
O'Keeffe and Lynch. On the ship and 
cargo becoming a total loss the plain- 
tiffs employed the defendants, Arbuckle 
Smith & Co., Ltd., to collect the sum 
due on their behalf, and they put the 
defendants in possession of the bills of 
lading and other documents of title to 
enable them to do so. 

The defendants subsequently recovered 
on the plaintiffs’ behalf from the under- 
writers sums amounting in all to £25,552 
5s, and contrary to the plaintiffs’ instruc- 
tions, placed the whole sum so _ recov- 
ered to the credit of the plaintiffs for 
payment. The plaintiffs subsequently, 
through the medium of the Standard Oil 
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Company, received from O'Keeffe and 
Lynch certain payments to account, leav- 
ing a balance still due to the plaintiffs 
of £9,044, which they sought to recover 
from the defendants in the present ac- 
tion. 

The defendants pleaded that the plain- 
tiffs had no title to.sue and no interest 
in the sum sued for; that the pursuers 
had accepted O’Keeffe and Lynch as their 
debtors and thereby discharged the de- 
fenders; that the pursuers were barred 
by delay in asserting their present claim, 
and that in any event, on a sound ac- 
counting, they were entitled to certain 
credits in respect of differences in the 
rate of exchange ruling at the date of 
payment by O’Keeffe and Lynch. The 
defenders on record also put forward a 
counter-claim in respect of premiums al- 
leged to be due to them by the Stand- 
ard Oil Company. 


Defendants Must Pay 


His Lordship has found that the de- 
fendants are bound to pay to the pur- 
suers the balance still remaining due for 
the sum recovered by them, with interest 
thereon from Ist November, 1918, under 
deduction of any commission due to 
them on the collection of the money. 

His Lordship said, in his opinion, there 
was no custom which imposed upon the 
pursuers an obligation to employ the de- 
fenders, through whom the insurance 
was originally effected, for the purpose 
of collecting the loss under the policies, 
nor was there any custom which bound 
the defenders to collect the loss if the 
pursuers so desired, but that the pur- 
suers, having chosen to employ the de- 
fenders for this purpose, and the de- 
fenders having accepted the employment, 
the latter thereby came under obliga- 
tion to present the claim to the under- 
writers and to pay over to the pursuers 
the sums recovered. No course of deal- 
ing had been proved which entitled the 
defenders in the circumstances disclosed 
in the proof to credit the sums recov- 
ered to O’Keeffe and Lynch, the New 
York brokers, and they had neither au- 
thority nor justification for so doing. 

The defenders had sought to explain 
their action by alleging that on an ac- 
counting between them and O'Keeffe and 
Lynch the latter were indebted to them 
in large sums of money, but his Lord- 
ship was of opinion that the defenders 
had completely failed to prove that on 
the date or dates when the sums recov- 
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ered were credited to the account of 
O’Keefie and Lynch the latter were in- 
debted to them in any amount whatever. 
He also held that the pursuers had never 
acquiesced. It was clear from the cor- 
respondence between the parties that the 
attitude of O’Keeffe and Lynch was that 
they were in no way concerned with the 
dealings between the pursuers and the 
defenders, and that it was the duty of 
the latter to account direct to the pur- 
suers, and they never understood liabil- 
ity for the defenders’ indebtedness. 


Title to Sue 





On the question of title to sue and in- , 
terest in the sum sued for, his Lord- | 


ship held that the defenders could not 
competently dispute the title of the pur- 
suers as their employers, and that even 
if it had been competent for them to do 
so they had, although merely selling 
agents for the Standard Oil Company, 
sufficient interest to entitle them to pro- 
ceed with the action in respect that they 
were under a contractual obligation to 
recover the sum sued for on behalf of 
the Standard Oil Company. 

On the second ground of defence, 
which was that the pursuers had accept- 
ed O'Keeffe and Lynch as their debtors, 
his Lordship held that it had not been 
proved that the defenders had _ suffered 
any prejudice either by delay or by ac- 
ceptance of payments from O’Keeffe and 
Lynch, nor had any evidence been led 
for the defenders to the effect that they 
were induced to believe by the pursuers’ 
actings that they had accepted O'Keeffe 
and Lynch as their debtors, and accord- 
ingly they were not entitled to assume 
that the pursuers as their creditors had 
released them merely because they de- 
layed to take steps to enforce paymnt. 
There was no antecedent liability of any 
kind on the part of O’Keeffe and Lynch, 
and his Lordship did not think that the 
fact that they made payments to ac- 
count out of funds in their hands be- 
longing to the defenders was in any way 
to be regarded as evidence of an inten- 
tion on their part to accept liability or 
of an intention on the part of the pur- 
suers to release the defenders. The de- 
fenders on record had put forward a 
counter-claim in respect of premiums al- 
leged to be due to them by the Stand- 
ard Oil Company, but they had led no 
evidence in support of it. 

His Lordship accordingly held that the 
defenders were liable to the pursuers 
for the whole proceeds of the policies, 
after giving credit for the payments 
made to account by O’Keeffe and Lynch, 
and that these credits fell to be calcu- 
lated at the rate of exchange ruling at 
the dates of payment. His Lordship 
also allowed interest from 1st November, 
1918, at which date the pursuers intl 
mated to the defenders their intention 
to claim interest on the unpaid balance, 
and he continued the cause to the first 
sederunt day in October. 


RAYMOND E. STRONACH DIES 

Raymond E. Stronach, marine secre- 
tary of the Aetna of Hartford, for many 
years, died suddenly last Friday from 
shock. He had been ill for three years, 
but not seriously enough to keep him 
from active work at the home office of 
the company. He was forty-eight years 
of age and had been with the Aetna 
since 1903. Ralph B. Ives, president of 
the Aetna, was his brother-in-law. Mt! 
Stronach is survived by his widow, tw? 
daughters, two brothers and two sisters 
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Salary $1 a Week 


No insurance man started his business 


ge at a lower salary than did Gerald 
S. Nollen, president of the Bankers Life 
of lowa. He went to work in his father’s 
bank at $1 a weck. 

x * *# 


More Scotch Stories 

Stories about Scotchmen are having 
a great run nowadays. The Scotchmen 
read them with just as much avidity as 
other people. They are not sensitive. 

Karl Kitchen in the “Evening World” 
runs one every night. He tells of a 
Scotchman playing golf with a man who 
had what appeared to be a stroke of 
apoplexy but it was something else. 
When his opponent recovered, the 
Scotchman said: “You'll have to count 
that stroke.” 

Edward A. Woods, the Pittsburgh life 
insurance man, in a talk to the under- 
writers last Thursday night at the Astor 
told of the Scotchman who starved to 
death on a street car because he did 
not want to pass a sign in the car: “Pay 
on your way out.” 

* Ok Ok 


Recognition for W. B. Joyce 

The applause given when Colonel Jos- 
eph Button mentioned the name of Will- 
iam 13. Joyce at the casualty convention 
at White Sulphur Springs, after telling 
what the National Surety man had done 
in throwing the bomb which resulted in 
the investigation of surety insurance by 
the insurance commissioners and_ the 
eventual creation of the Surety Asso- 
ciation of America, caused great satis- 
faction to Mr. Toyce’s friends. 


It was the first time that Mr. Joyce’s 


name has been applauded in public in 
some years by surety or casualty men 
representing other companies, so it was 


a recognition long delayed. 

There has never been a fight in the 
business world more actively waged than 
the struggle for surety supremacy. Mr. 
Joyce has been the most powerful figure 
in it, the most belligerent, and has 


never asked for quarter. He has lived 
to see the surety business, once on the 
verge of collapse, become one of the 


strongest factors in the life of the 
tion. He has built up a most remark- 
able organization and a great surety 
company. 


na- 
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The Prudential as Host 


The luncheon last week commemo- 
rating the 51st anniversary of The Pru- 
dential held in Newark was a pretty good 
index of the extraordinarily strong posi- 
tion that company has in the New Jersey 
community. The busiest men in New 
Jersey came to pay their respects to 
President Duffield and his associates and 
spent two hours in social mixing at a 
buffet lunch. 

The assembly room was crowded with 
the biggest men of the state and an in- 
teresting touch was given to the gather- 
ing by the presence of several very 
prominent cle rics, men who are not usu- 
ally seen at insurance affairs. 

















Knows Everything that Is Happening 


I had the pleasure the other day of 
paying a visit to Miss Edith H. Sillence, 
one of the most courteous, studious and 
conscientious women in the life insur- 
ance business, and one who has her hand 
on the pulse of life insurance as have 
few persons in insurance offices. In 
brief, Miss Sillence is the librarian of 
the Association of Life Insurance Presi- 
dents. Associated with her is a large 
staff which reads everything that is 
printed on the subject of life insurance, 
including taxation, legislation and vari- 
ous other affiliated topics. All of these 
are clipped and pasted for reference in 
a large index file room. These clippings 
run into the thousands. It is one of the 
most complete reference cabinets in the 
entire insurance fraternity, 

+. © -s 


Meeting Editor Howell 


Charles F. Howell, the new editor of 
“The Weekly Underwriter,” is starting 
the rounds of dinners, banquets, meet- 
ings and conventions and writing inter- 
esting stories about them in his paper. 
He is a man of travel, culture, discern- 
ment and wide reading and once wrote 
a popular book about a European trip 
he made. He is a Princeton man who 
has spent a great many years in insur- 
ance journalism. 

In recent years Mr. Howell had been 
marine insurance editor of “The Weekly 
Underwriter,” one of the few men who 
have been able to go into the choppy 
Beaver Street fish pond and make good 
catches with news line, hook or net. Of 
all the insurance news in the United 
States the most elusive and heart-break- 
ing for cub reporters is marine insur- 
ance. Many marine insurance men do 
not admit that there is such a thing as 
marine insur: ance news. 

There is more pessimism in the marine 
district than in any other division of in- 
surance. Offices still rock with the rumb- 
lings of the war’s aftermath. Surprising 
tales are heard there from veterans who 
are willing to talk. A story about a 
Mediterranean nation which deliberately 
burned or wrecked ships after the war 
in order to collect the marine insurance 
is but one of the mass of anecdotage. 

There is a real graveyard at Wall 
Street and Broadway. There is a dif- 
ferent kind of graveyard in South Will- 
iam and Beaver Streets—it is the ceme- 
tery of wrecked reputations, “busted” 
companies, sad heartaches. 

3 
Tarbell Is Seventy 

Gave E. Tarbell, a director of the 
Equitable Life Assurance Society, and 
at one time one of the most famous fig- 
ures in life insurance, is seventy years 
old. He is exceedingly active, running 
a stock farm up-state which furnishes 
milk from Guernsey cows to the leading 
hotels and restaurants of New York, and 
in real estate projects. He has made 
such a reputation as a real estate man 
that his advice is frequently sought as to 
the advisability of developing a section 
or town in the neighborhood of New 


York. He is responsible for the idea 
which resulted in the construction of the 
largest country club in the world—the 
Westchester-Biltmore in Westchester 
County. 

At the Equitable Mr. Tarbell was vice- 
president in charge of production and his 
experiences in competition with George 

Perkins, when the. latter was in 
charge of production at the New York 
Life, help make some snappy life in- 
surance history. 
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Views of a Young Conventioneer 

I asked Miss Betty Welton, fourteen 
years old, and quite a confirmed conven- 
tioneer, two of those attended by her 
within the past month or so being the 
casualty conventions in White Sulphur 
Springs and the fire agents’ convention 
in Atlantic City, to give me her con- 
vention impressions. She is the beautiful 
and athletic daughter of Spencer Welton, 
vice-president of the Fidelity & Deposit. 
She responded as follows: 


“I liked the swimming at Atlantic 
City much more than I did in White Sul- 
phur as between the ocean and the pool 
| prefer the ocean. I enjoyed the board- 

walk walks more than I did White Sul- 
phur pedestrianism where the roads were 
muddy. There are too many automobiles 
in Atlantic City to make horseback rid- 
ing worth while there, but every morn- 
ing at 8 o'clock I took a ride in the 
mountains with my father. White Sul- 
phur also has it on Atlantic City when 
it comes to golf. In shopping, however, 
Atlantic City has the edge on White 
Sulphur. The only speaking I heard was 
at the Casualty banquet, which | enjoyed 
very much. 

“Why don’t the insurance men have a 
convention in Paris? I would like 7 
visit that city and would even attend 
convention ‘business session’ if my al 
ents would take me there.” 
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Special Russian Editions 

Russia is rapidly getting on its feet 
again. 

The “Journal of Commerce” recently 
brought out a special edition containing 
articles and editorials devoted to a dis- 
cussion of and facts relating to financial, 
industrial and commercial Russia. This 
is the second of a series of special is- 
sues that the alti of Commerce” has 
published showing business opportunities 
in foreign countries. Articles on France, 
Germany and other Europeans nations 
also will be published. 

The Russian edition is an interesting 
and informative document. Each ar- 
ticle has been written by a recognized 
authority on the particular subject under 
discussion. The edition was several 
months in the making, owing to the 
great amount of time that was consumed 
in getting the articles together, and as- 
sembling the various materials in con- 
nection with the physical makeup of the 
paper. 

The paper is in tabloid form, consist- 
ing of forty-eight pages. The articles, 
for the most part, have been contributed 
by European, British and American 
writers. Such important subjects as pub- 
lic health in Soviet Russia, credits for 
Russian foreign trade, co-operative 
movements in agriculture, new develop- 
ments in mining industries, the recovery 
of the metal industry, the Russian textile 
industry, the oil output, mining conces- 
sions, the export naptha trade, drug 
manufactures, Russian trade as a world 
problem, cultural relations between the 
Soviet Government and foreign coun- 
tries and many other articles. 

The cover design of the special edition 
is symbolic of present conditions in Rus- 
sia, the background being a grav, dun 
color with rays of light faintly indicated 
upon it suggestive of hope for the Rus- 
sian people. 

De. H. P. 


of Commerce, 


Willis. editor of the 
told me that he traveled 
abroad for some time looking for ma- 
terial for this edition. He had letters 
from Government officials to accredited 
representatives in foreign countries, as 
well as to prominent persons whom he 
wished to interview. He met and talked 
with bankers, economists, college pro- 
fessors, writers, publicists, and persons 


Journal 


of international reputation while abroad, 
particularly in Russia. In some cases a 
questionnaire was submitted to a writer 
and questions were answered categoric- 
ally. Most of the articles, however, were 
contracted for, the subject matter being 
outlined by the editor. Some of the 
leading authorities on Russian credit are 
to be found in England. 

One of the most important subjects 
discussed in this edition is that of cul- 
tural relations between Russia and for- 
eign countries. An intere sting article on 
this subject has been written by Olga 
D. Kameneva, president of the Society 
for Cultural Relations. According to the 
writer, many translations of American 
authors, such as Bret Hart, Mark Twain 
and Jack London have been made by 
Russian publishers in recent years. Even 
the latest American authors of the epoch 
of war and revolution are. well known in 


Russia, particularly Upton Sinclair, she 
says. 
The outstanding thought in this edi- 


tion is the economic restoration of Rus- 
sia as 2 fundamental necessity to the 
world at large. Dr. Willis contributes a 
scholarly article to the paper entitled 
“Russian Trade as a World Problem.” 

“The problem of restoring the consum- 
ing power of Russia and of replacing 
that country in its proper position, eco- 
nomically speaking, is very nearly a fun- 
damental necessity for the world at 
large,—surely such for the countries 
which border upon Russia and through 
them for others likewise,” says Dr. Wil- 
lis. “I was interested while in Berlin, 
during the past spring, in finding the 
greater German banks, including the 
Reichsbank, holding strongly to this 
view.” Again he says: “I think there 
can be no doubt that those who are now 
in power in Russia want to improve the 
economic status of the country and want 
to enlarge the trade with foreign coun- 
tries.” 

Dr. Willis said he found that the Rus- 
sian people were deeply interested in 
contemporary American literature, espe- 
cially its scientific books. He said he 
Saw many persons in the Russian towns 
and cities reading American periodicals 
and books on economics and pure sci- 
ence, 

x *k * 


A Guide to Purchasing Power 

The other day I happened to run 
across a newly published book called 
“Sales Opportunities,” prepared "oe one 
Curtis Publishing Co., which not only 
gives a general bird’s-eye view of the 
sales opportunities and purchasing pow- 
er of cities, both large and small, but 
covers such subjects as the correlation 
between circulation of the Curtis publi- 
cations (Saturday Evening Post, Ladies’ 
Home Journal and Country Gentleman) 
and living conditions. It also tells how 
.o pick the best cities and counties for 
business. 

The book evidently entailed a large 
amount of research and effort on the 
part of the advertising staff of the Cur- 
tis Publishing Co. as it is illustrated 
carefully by charts and maps and gives 


an index to cities and towns over 1,000 
in every State in the Union. : 

It is interesting to note how it 
was compiled. A_ hi and count of sub- 
scriptions was made for every town in 


the United States which has a post of- 
fice, regardless of the size of the town. 
This was verified by a second count. If 
the two counts did not agree they were 
counted a third time or until there were 
two totals that did agree. Approximate- 
ly sixty people were employed for more 
than six months on this work. 

Net sales figures with all unsold copies 
deducted were prepared for every town 
and where sales copies were delivered by 
the Curtis sales organization, figures 
were obtained from all dealers and dis- 
tributors. Similar figures by towns were 


furnished by other oreanizations that 

distribute the Curtis publications. 
Income tax returns are also listed in 

every city and town from Statistics of 


Income, 1924, issued by the United States 
Government in 1926. These figures were 
furnished for practically all counties; 
for cities, the figures were furnished only 
for places over 5,000. 
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Big Globe Convention 
On 15th Anniversary 


PRODUCERS AT “HOME COMING” 


Company Has Educational Program At 
Newark Meetings; Two Banquets; 
Golf and Theatre Party 


Production representatives of The 
Globe Indemnity from all parts of the 
United States attended the fifteenth an- 


niversary “home coming” of the company 
in Newark this week. When the meet- 
ing opened with the singing of “Amer- 


ica” on Monday morning President A. 
Duncan Reid could not be blamed for 
gazing proudly at the assembly as The 
Globe’s general agents measure in abil- 
ity and reputation with any Senile body 
of men which can be found in this coun- 
try. 

President Reid can also take satisfac- 
tion in the marvelous growth and prog 
ress of this company, which incidentally 
has one of the handsomest office build 
ings in the country. Its prenuum income 
for 1926 will reach $22,000,000, but here 
are some figures read by President Reid, 
all of which will be of interest to the 
fraternity as illustrating the way in 
which the Globe has forged ahead: 

ASSETS 


(By Five-Year Periods) 
At December 31, 1911. .......00. 00: 


$1,362,842 





Increased to, at December 31, 1916. 838,592 
me Decemeber. 34, 1925 0.6 5:66 5 Ssa0% 15,131,309 
At September 30, 1926...ccccscce- 31,259,720 
Premium Income: 
Rae MEMOG 2205 ate wise sissies aabee 58,986 
Year 1916 4,798,152 
oO ae | oe eee 11,850,794 
Year 1926, Estimated .......... 22,000,000 


Total Income from Inception to 


September 30, 1926 
ne Tiree: “8908: a isisvdcasec caer’ 58,986 
Be Beeceetoes. TONG. kocvescvacsicecs 17,335,275 
Be Peewee 8928 vc cicweccssenx 8,905,979 
At September 30, 1926......0..0+ 139,394,341 
The program at the meetings, which 
extended for three days, was educational. 


Vice-President McCaffrey started it off 
by introducing George C. Howie, super- 
intendent of the compensation and liabil- 
ity department, who discussed public lia- 
bility. He said that property owners and 
landlords can find protection under a 
general liability form of policy. So also 
can storekeepers, restaurant Owners, 
clubs of all kinds, colleges and schools, 
churches, hotels, ete. Going farther 
afield the agent will find calls for this 
form of coverage from promoters of ex- 
hibitions, owners of baths and bathing 
pavilions, those responsible for baseball 
parks and so on. 
He said that unusual risks demand spe- 


cial consideration and as the company 
is largely denendent upon the agent for 
information it will assist largely in vis- 


ualizing the risk when full particulars 
are presented at the time that the case 
is submitted. 

Continuing Mr. Howie said in part: 
“Whenever you have a grandstand there 
is a catastrophe hazard and we make it 
an inviolable rule never to accept a risk 
involving a grandstand hazard until we 
have made our own inspection by our 
own inspector. 

“In saying this we do not mean to de- 
precate the value of the agent’s opinion, 
but it requires some one conversant with 


insur: ance 
criticism. 


business might be subject to 


“Summer camps are becoming increas- 


. ingly popular and form a good subject of 


liability insurance at 50 cents per camp- 
er plus extras for boats, canoes, launches, 
saddlchorses, ete. 
“Manufacturers and 
lic insurance is just as necessary as fire 
insurance. The risk of accident may not 
be very serious in the average manufac- 
turing plant but it is there as long as 


contractors’ pub- 


salesmen, messengers, insurance and 
other inspectors are around. Please 
bear this in mind: If a manufacturer or 


contractor is called into court to defend 
himself against a damage suit and the 
verdict of the jury is against him, that 
individual, if he did not carry liability 
insurance, is not apt to feel very kindly 
disposed toward the agent who has been 
handling or mishandling his insurance 
affairs.- Whenever a compensation policy 
is written the public liability insurance 
should invariably be solicited and it is 
well to keep that in mind, whereas in 
the case of compensation the limits of 


liability are usually prescribed by law. 
In the case of public liabiilty a jury is 
usually the deciding body and the tend- 


ency is for the jury to award a substan- 
tial verdict.” 

In talking of 
liability 
take care of 
indirectly 


protective or contingent 
insurance which is designed to 
the liability which may fall 
on an owner or contractor the 
speaker said this form of coverage is 
growing, Moreover, it is becoming more 
difficult to visualize just where the liabil- 
ity of the contractor ceases and that of 
the owner begins. Therefore, contingent 
insurance is a valuable adjunct to an 
owner or a general contractor and sews 
up his other lines, thus affording com- 
plete a When the owner of a 
plot of land decides to erect a building 
on it he lays himself open to damage 
sults as soon as operations commence, 
It is true that no fault may be attrib- 
uted to him direetly—the accident may 
have been caused by one of the work- 
men hired by the general contractor, but 
the owner may be joined with the gen- 
eral contractor as defendant, and aside 
from the possibility of judgment there 
is the certainty of legal cost and the 
annoyance of having to defend the ac- 


tion. Thus, contingent liability insurance 
is valuable if only as providing protec- 
tion against the trouble and expense of 


defending suits. 


William Leslie, general manager of the 


National Council on Compensation In- 
surance, was introduced as the _ first 
speaker and he told what the National 


Council is and how it makes rates. He 
described it as a voluntary organization 
supported by all classes” of insurance 
carriers, the membership being ecighty- 
one carriers, Of whom 53 are cake com- 
panies and the balance mutuals or recip- 
rocals or competitive state funds. No 
monopolistic. state funds are members. 
Its function is not to be partisan to any 
form of insurance, but to make rates 
which will be right rates, measured from 
any point of view. The interests of the 
public in this organization are conserved 
by the representative of the National 
Convention of Insurance Commissioners, 
Clarence W. Hobbs, who watches every 
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rate making and the work of the com- 
mittees, the membersh*¥p of which are 
equally ‘divide -d between stock companices 
on the one hand and representatives of 


the other carriers on the other. The 
companies in brief are perfectly bal- 
anced. Thus the rating committee has 
ten stock company representatives and 
ten of the other kind. Mr. Leslie told 
how the National Council gets experi- 


ence from the companies, especially out- 
lining the famous Schedule Z experience 


and its make-up. He told of many of 
the factors which enter into compensa- 
tion costs, including loss experience by 


classifications, changing laws of 
benefits, wages, accident 
safety prevention, form of 
of industry within the state. He ex- 
plained what pure premium was. 

Pay No Attention to Politicians 

Mr. Leslie said emphatically that no 
consideration of state politics in any way 
is given in the National Council’s rate 
making and to illustrate how highly re- 
garded the work of the National Council 
is as well as to characterize recognition 
of its fairness, he told of yo case which 
has just been decided in Georgia where 
the Iederal Court aeciad that the Na- 
tional Council’s rates were fair and rea- 
sonable after the Insurance Commis- 
sioner of the state had decided the rates 
were too high. The National Council 
took just three hours to present its case 
to the court and the court made its de- 
cision in fifteen minutes. The Georgia 
commissioner immediately and gracefully 
acceded to the decision. 

Mr. Leslie believes that in 1927 com- 
pensation insurance will be on the keel 
of profit if the underwriting, selection 
and supervision of risks, ete., is expert. 
In other words, the rates are now satis- 


states, 
frequency, 
organization 


factory. Mr. Leslie’s conservative com- 
ment was that if everything else was 
right “the companies in 1927 can take 


a more optimistic atttiude towards com- 
pensation.” He also said he thought the 
peak of the medical cost curve had been 
reached; in brief, that there will be no 
higher climbs in hospit: il costs and med- 
ical fees. 
Stellwagen Tells How Rates Are Made 
H. P. Stellwagen, secretary of the Na- 
tional Bureau of Casualty & Surety Un- 
derwriters, told the convention how au- 
tomobile rates are made, how expense 
loading is allocated and how the aim is 


was so scientific that the 
defended easily if questioned by public 
or other nent or authorities. 

Turning to the subject of compulsory 
insurance Mr. Stellwagen said that he 
did not desire to criticise the able com- 
missioner of Massachusetts but he felt 
that the rates made in the State under 
the compulsory automobile insurance 
act were too low; that they do not pay 
cnough attention — to probable — trends 
cither in accident frequency or other 
directions which will make the losses 
heavier; and he called attention to one 
feature of the situ: ition of particular in- 
terest and that is the probabiilty that 
larger damages will be asked in case of 
injuries. The tendency of a public offi- 
cial making rates will be to cut them 
down as far as possible. 

Garage Coverage 
. J. Whalen, acting superintendent 
of the compensation and liability de- 
partments, in discussing garage coverage, 
said in part: 

“The basic garage policy issued to sales 
agencies and repair shops covers the 
Named Assured’s legal liability for ac- 
cidents arising out of the premises ex- 
posure; i. e., personal injuries and death 
suffered bs public persons while ir or 
about the insured building, coverage for 


rates could be 


the silewalk hazard being included. This 
feature of the cover is essentially the 
same as that provided by the usual 


Owners’, Landlords’ and Tenants’ Policy. 
“The contract also covers the Named 
Assured’s Jegal liability on account. of 
the operation of any automobile, — 
less of ownership, while being. used i 
connection with the business of 
garage, including demonstrating, testing 
and the operation of service cars. The 
policy even protects the assured if he 
should be held liable on account of acci- 
dents caused by an employee while driv- 
ing his own car. If there is any liability 
on the part of the Named Assured while 
cars owned by or in charge of the garage 
are being operated by employees for 
pleasure purposes, that hazard is taken 
care of in the insuring agreements. In 
those instances where the assured secures 
delivery of cars at the factory and _ has 
them driven to his salesroom by his own 
chauffeurs, his interests are covered un- 
der the basic contract. In case the ga- 
rage lends a car to a prospective cus- 
tomer, who operates it unaccompanied 
by a garage emplovee, this exposure is 


the 




















engineering values to determine as to step which is taken and has the final for stability in rates to “et away from aiso covered notwithst: inding the fact 

the stability of such a structure. More- say as to whether rates made are fair fluctuations in rate-making up and down. that the company receives no premium 

over, we owe a duty to the public in and reasonable from the public’s atti- He explained the significance of accident — therefor. 

this matter because if we insured a_ tude. frequency to exposure and declared that No Extra Charge 

grandstand which collapsed the whole Mr. Leslie described the machinery of the present day automobile rate making “Personal liability of partners and ex- 
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ecutive officers is covered without extra 
charge. This coverage applies only pro- 
vided the car being driven is not owned 
by the individual named as an additional 
assured or by any member of his family. 
This is an important feature of the ad- 
ditional assured coverage under a garage 
policy. 

“If these cars are to be insured, they 
must be covered under separate policies. 
These individual policies carry pleasure 
rates but they do not exclude demon- 
strating. The demonstrating privilege is 
continued without charge only so long 
as the assured is connected with the in- 
sured garage. 

“The interests of employes, members 
of their familics, and members of the 
families of executive officers, can be tak- 
en care of by endorsement carrying an 
additional premium. 


What Basic Policy Does Not Cover 


“The basic policy does not cover the 
renting of cars to others nor the carrying 
of passengers for a consideration. — If 
there is a limited number of cars rented 
with chauffeur in attendanee, subject to 
call from the garage, the contract may 
be extended to cover this feature. The 
additional premium is based on the livy- 
ery earnings. 

Doesn’t Write U-Drive-It Concerns 

“It is well to point out at this time 
that the company does not write insur- 
ance on the so-called “driveless car” 
risks, that is, “U-Drive-It” concerns who 
rent cars to others without chauffeur 
in attendance. 

“Our present form of policy provides 
for the inclusion of the elevator hazard. 

“The current form of contract is al- 
ways endorsed to ecliminate workmen’s 
compensation and employers’ liability 
coverage. While the manual permits the 
inclusion of employers’ liability, it is to 
the assured’s advantage to have this fea- 
ture taken care of under a separate pol- 
icy. The advantage is thigs—Suppose 
your assured carries a 10/10 liability pol- 
icy to cover both public and employes. 
An accident involving both classes of 
persons might easily result in the ex- 
hausting of the limits by payments to 
the public claimants, thus leaving the 
assured to pay out of his own pocket 
the claims of the injured employes. 
Property Damage Insuring Agreement 

“One of the important exclusions of 
the garage is found in the property dam- 
age insuring agreement. This feature 
of the basic contract does not cover 
for damage to property owned by the 
assured, nor property used by or in 
charge of the assured, nor property car- 
ried in any automobile covered by the 
policy. Damage to customers’ cars falls 
within the exclusion. 

“There is available a restricted form 
of coverage under the so-called ‘Inside 

azard’ policy. This covers for public 
liability only and is limited to accidents 
caused within the premises and its im- 
mediately adjoining ways. As a rule this 
type of contract is issuéd only to those 


garages which present no outside ex- 
posure. 
“Policies issued to storage garages 


carry low rates, and, therefore, little ex- 
posure is anticipated. The manual de- 
fines a storage garage as a garage whose 
Principal business consists of storing and 
washing of automobiles. A garage which 
regularly calls for and delivers custom- 
ers’ cars is not a storage garage within 
the meaning of the manual. Storage 
Rarage policies specifically exclude cov- 
erage on private passenger and commer- 
cial cars owned and operated by the 
assured. If the assured does own cars, 
it is evident that there is a road ex- 
Dosure not contemplated by the rates. 

t is also necessary to make this ex- 
clusion for the reason that the garage 
Premium is generally considerably lower 
than the premium which would be de- 
veloped by the application of specified 
car rates to the two or three cars owned 
by the assured. 

“A modification of manual garage rates 
is in order for those garages whose an- 
nual nayroll at one location reaches cer- 
tain ficures—$25.000 in the case of sales 
agencies and $10,000 for storage garages. 
n order for the assured to secure this 
modification, it is necessary for him to 





Rogers & Hatfield, of 
Mutual Fleet, Stir Hub 


“EASY PAYMENT PLAN” CIRCULAR 


Solicit iemines Ue Under Compulsory 
Automobile Liability Act; Descrip- 
tion of Their Scheme 


Rogers & Hatfield, general agents of 
a fleet of mutual companies in the Cham- 
ber of suilding, Boston, 
started something in Massachusetts this 
week, when they out 10,000 circu- 
lars to the agents and brokers, outlining 
in detail, their “easy payment plan” for 
the securing of insurance under the new 
Compulsory Automobile Liabilitv Act. 

The plan has the approval of the In- 
surance Department and apparently is 
the most comprehensive and_ practical 
sc heme vet devised for the handling of 
this business under the partial payment 
plan. They come out flatfooted in their 
circular and say that this is to be a 
“mutual” year and they expect that at 
least 75% of the new business under the 
act will be written under the mutual 
plan. They make an appeal to the stock 
writing agents by savine that the direct 
writing mutuals with hundreds of sal- 
aried salesmen are combing the field and 
have been educating the car owners up 
to the value of mutual insurance. They 
then sav “onr agenev mutual companies 
stand for YOU, the broker or acent as 
against the direct writing mutuals Onr 
companies offer you the opnortunitv. of 
retaining the automobile business in the 
hand of the insurance broker where it 
belongs.” 

How Plan Will Work 
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complete a rating annlication 
the distribution of his nayroll 
the various departments.” 

The Monday session concluded with a 
talk on burglary underwriting practices 
delivered by E. G. Bogart, superintend- 
ent of the burelary department He was 
introduced by Vice-President Kingsbury. 

Other Speeches 

Among other sneakers at 
tion and their subjects were * 

Safety Eneineerine—F. ¢ Allard. _superin- 
tendert: C. M and inspec- 
tion. de nartment, Factories, 


and Making—-R. H. 
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the conven- 
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Safety Valk in 
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meanager Fidelity and Surety Denartment, 
Claim Deportment Service-—W. H. Galentine, 
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when the policy or insurance certificate 
will be issued. The balance of the pre- 
mium will be collected by the Rogers & 
Hatfield Agency, and may. be paid in 
easy monthly payments, extending over 
several months with a small charge for 
interest and expense. 

The plan works out in detail as fol- 
lows: The agent or broker collects a 
deposit fee of $3.00 and secures notes 
properly signed according to instruc- 
tions. He then fills out and signs a re- 
ceipt at the bottom of a’ prepared blank 
and has the insured sign on the side 
of the order blank stating that he has 
paid the deposit. The agent is then per- 
mitted to deduct $2 of the deposit fee 
except in the case of certain premiums 
coming under the “X” classification as 
a partial payment towards his commis- 


sion. He then remits $1 for each car 

insured with the notes properly exe- 
rT by . . 

cuted. The balance of the commission 


due the agent or broker will be paid as 
soon as practical after December 15 for 
orders received on cash settlement. Fur- 
ther payment of oo will be 
made around January 1, February 15 and 
March 1 according as ie particular plan 
is elected. Policies and certificates are 
to be issued promptly, on receipt of or- 
der accompanied by deposit fee and notes 


properly executed. They will be mailed 
either to the insured direct or the agent 
for personal delivery as he mav direct. 
There have been a number of partial 


payment plans considered here in Massa- 
chusetts to handle the automobile situa 
tion but nothing so well worked ont and 
elaborate as the Rogers & Hatfield plan. 

September 16th Hearing Recalled 

It will be recalled that a hearine was 
held in Massachusetts on September 16 
when the question of the pavment of 
premiums on the installment basis was 
considered. The committee considering 
the general situation under the automo 
bile act was divided as to whether or not 
the policy should be paid for snot cash 
before delivery or whether credit should 
be allowed. It is understood at that time 
that Registrar Goodwin had objected to 
the additional work and expense that 
might be placed on his department if 
cancellation for non-payment of pre 
mium was allowed. 

At that time Mr. Rogers, of Rogers 
& Hatfield. submitted a brief (herewith 
made public for the first time) to the 
commissioner in which he pointed out 
that it would be discriminatory legisla- 
tion against the owner of a sinele car if 
he was obliged to pay. before the deliv- 
ery of the policy, in view of the fact 
that the new manual expressly provided 
that owners of fleets wherein the insur- 
ance premium for the year is $1.500 or 
more might arrange to nay their pre 
miums on deferred basis by paying 20% 
on delivery of policy and the remainder 
in monthly installments, paving 6% in- 
terest on the unpaid premium. THe also 
pointed out that a spot cash navment 
would be violated in all probability by 
brokers who have customers of unques- 
tionable financial standing. Such cus- 
tomers would be given the usual credit 
terms and the broker would accept the 
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Consult Your Agent or Broker 
As You Would Your Doctor or Lawyer 





in the casualty-surety business exclusively. 
An aggressive agency force, plus efficient under- 
writing and claim service, is the answer. 


N our this, thirtieth year, we point with pride to 
the fact that the resources of the United States 
Fidelity and Guaranty Company have passed fifty-one 
millions—far greater than those of any other company 


Why? 


Claims paid since 1896—$135,439,138.31 











United States Fidelity and Guaranty Company 


Home Office: Baltimore, Maryland 





responsibility for such terms to his com- 
pany. He also believed that the finance 
companies would incorporate the liabil- 
ity premium and the amount they loaned 
for the purchase of cars and as they do 
now would make a heavy charge for the 
service. It would also give loan sharks 
an opportunity to capitalize the situation 
by loaning money to 


pay premiums at 
heavy rates of interest. In summing up 
to the commissioner, Mr. Rogers said 


that he believed the crux of the whole 
situation was that no ruling that could 
be made by the insurance commissioner 
or by Registrar Goodwin would interfere 
with the right of the company to cancel 
policies ie the non-payment of premi- 
ums. i*j 

At that time the insurance commis- 
sioner wrote Mr. Rogers as follows: 

“At the conference which was _ held 
yesterday (September 16) I read your 
letter and I beg to say that no action 
was taken of an affirmative nature with 
reference to pavment of premiums on an 
installment basis 

Their Companies 

“Tt is to be understood, however, that 
on all deferred payments, that is, on all 
payments not to be considered as cash, 


interest must be charged. It was the 
consensus of opinion that if payments 
are to be made on an installment basis 


an agent or broker should require cus- 
tomer to pay a fair deposit at the time 
the policy becomes effective,—this in or- 
der to insure his good faith to the pur- 
chaser.’ 

Rogers & Hatfield represent the Lum- 
berman Mutual Casualty, the New 
Hampshire Mutual Liabilitv, the Berk- 
shire Mutual Fire and the Phoenix Mu- 
tual Fire. paying dividends ranging from 
15 to 25% 


WRITING TAXI INSURANCE 
Jersey Mutual Casale Recently Organ- 
ized Now Doing Business; Will 
Extend Its Lines 
The Jersey Mutual Casualty, which 
was recently organized in Newark for 
the purpose of meeting the requirements 
of the “compulsory: act” passed last win- 
ter by the New Jersey legislature, which 
compelled all taxicabs to carry $5,000 in- 
surance on each cab operated in the 
state, has Sout granted a certificate and 

has started to write policies. 

The company which is controlled by 
taxi owners of New Jersey have opened 
a suite of offices in the Federal Reserve 
Building at 24 Commerce street, Newark. 

It was stated at the office of the com- 
pany that the two hundred taxicab driv- 
ers who had their licenses temporarily 
revoked several weeks ago by Commis- 
sioner Drennan, Director of Safety of 
Newark, for not complying with the 
“compulsory act” were now fully cov- 
ered by insurance in the new company 
and the suspension of licenses had been 
lifted by the commissioner. 

George F. Seymour, Jr., general coun- 
sel for the company, said that plans were 
now being made by the board of direc- 
tors for the writing of public liability 
and property damage in the near future. 
He also stated that he would appear be- 
fore the legislature this winter and en- 
deavor to have the law either modified 
or repealed, as he considered the law 


unfair to taxicab owners. 
The officers of the company are: Jos- 
eph De Sent, president: Jesse Hendler, 


first vice-president; William A. Pagel, 
secretary; Frank Kaul, treasurer; George 
F. Seymour, Jr., general counsel; direc- 


tors:: Myndert Bonnema, Robert Wal- 
lace, George T. Marion, William V. 
Rule, Joseph Dunskv, Christian Jans, 
William T. Barry, John N. Brennan, 


Zed S. Hastings, Joseph Dunn. 





TO HEAR HARRY SPILLMAN 


The annual dinner of the Casualty & 
Surety Club of New York, always a big 


occasion for local casualty executives, 
will be held at the Hotel Astor, Novem- 
ber 9. One of the speakers will be 


Harry Spillman, the educational diuector 
of the Remington Typewriter Co. who 
talked to the White Sulphur Springs 
gathering recently. 
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E. E. Clapp, Veteran 
Accident Man, Dead 


FAMOUS F. & C. GENERAL AGENT 


Tribute Was Paid to His Ability at the 
Fidelity & Casualty 50th Anniver- 
sary; Was 88 Years Old 


It was a shock to learn this week that 
Edward FE. Fidelity & 
Casualty general agent of a past decade, 
is dead. Mr. Clapp, who was in his 
eighty-ninth year, had been critically ill 
for the weeks and his death 
matter of 


Clapp, famous 


past few 
luneral 
held at his home in 


Wednesday 


was only a time. 


services were Kast 
Orange, N. J., 

This will be sad news to Mr. 
host of friends throughout the 
While the Fidelity & 
the midst of its fiftieth anniversary cele- 
bration in New York many a 
kindly word was spoken about him, both 
in private 


afternoon. 
Clapp’s 

country. 

Casualty was in 


recently, 


conversation and publicly. 














E. E. CLAPP 

Robert J. Hillas, president of the com- 
pany, in his welcome to the agents at 
that time paused for a few minutes to 
pay tribute to him and to express regret 
that he could not be present. Flowers 
were sent to his home in East Orange, 
N. J., so that he would be gladdened by 
the thought that his friends had not for- 
gotten him. 

Mr. Clapp was one of the outstanding 
figures in the accident and health busi- 
ness ten years ago. Born in January, 
1838, the son of Justice Clapp, he attend- 
ed Newburg Academy and then in 1861 
at the age of 23, sailed for China with 
the purpose of seeing more of the world 
and securing a suitable business open- 
ing. He found his opportunity in the 
cotton trade there and it proved quite a 
prolific connection since owing to the 
Civil War in America, cotton was in de- 
mand for export to supply the cotton 
mills of England and other countries. 
Reccmmended Seward for Presidency 

It was in China that his friendship for 
George F. Seward, then Minister to that 
peers and a man of rare force and 
personality, ripened into a warm affec- 
tion. Largely through Mr. Clapp’s rec- 
ommendation Mr. Seward later became 
president of the company that he did so 
much to develop into its present state of 
importance. 

Returning to this country in 1875, after 
spending most of the intervening years 
abroad, he established an insurance 
agency in Albany, representing twelve 
fire insurance companies, one life and the 
Fidelity. & Casualty. His ability as a 
local agent attracted such attention that 
the nvesident of the company then per- 
suaded him to sell out and devote his 


entire attention to its New York busi- 
ness. Soon afterwards Mr. Clapp was 
given the general agency for the four 
States of New York, New Jersey, Mas- 
sachusetts and Rhode Island. 


Leader in A. & H. Production 


In 1888 the late Edward Griffith, then 
only fourteen years of age, took a_posi- 
tion in his office at $4 a week. His ad- 


Vi ance 
time 


was rapid and it was almost no 
before he was taken into the firm 
as a partner. Mr. Griffith spent his 
entire business life with FE. E. Clapp & 
Co., and his passing in 1918 was regretted 
nation-wide. Mr. Clapp, himself, retired 
in April, 1919. 

The agency in those days was known 
as the “Whirlwind Agency.’ It special- 
ized wholly in accident and health and 
burglary lines, writing mostly small pre- 
mium policies. A good idea of its influ- 
ence may be had by the fact that when 
Mr. Clapp took over the general agency 
the company’s accident premium in the 
four states that he controlled was less 
than $2,000. When he retired his agency 
was paying to the company more than 
$1,500,000 in cash per annum. This rep- 
resented premiums collected. 

In the field of health and accident in- 
surance Mr. Clapp was recognized as one 
of the foremost authorities in the coun- 
try. He took a leading part in its de- 
velopment from its inception. Together 
with Mr. Griffith he built up a produc- 
tion record that had no equal anywhere. 

President Hillas on Clapp’s Ability 

When seen at his office this weck 
President Hillas said: “KE. E. Clapp’s 
death comes as a great shock to us all. 
I was acquainted with him for forty- 
five years, first meeting him about two 
years after-I joined the company. He 
was a good organizer and an energetic 
worker. 

“Mr. Clapp was brought down from 
Albany where he had an agency to take 
charge of our installment accident busi- 
ness at the home office. The business 
of that department grew steadily under 
his management. After a few years at 
the home office he thought he could do 
better if the company would give him a 
general agency. In this way he stepped 
into the field ranks of the company. 

“The agency of E. E. Clapp & Co. 
sold commercial accident as well as in- 
stallment accident. Mr. Clapp developed 
the business in those lines steadily. He 
was an outstanding figure in health and 
accident. When he took the late Ed- 
ward Griffith into partnership with him 
the records show that the business grew 
still faster. 

“T regarded Mr. Clapp as likable and 
agreeable. I remember way back how 
we used to work nights together and 
how he and I would take dinner at the 
old Everitt Hotel, and then go back to 
the office for some more work. In those 
days he was quite frail, so it has been 
always a source of wonder to me that 
he lived to such a ripe old age.” 


1.) B; SMITH VICE- PRESIDENT 
Former Mayor and Postmaster of the 
Surety, Philadelphia, Has Had Suc- 
cessful Career With N. S., Too 
Thomas B. Smith, former mayor and 
postmaster of Philadelphia and one of 
the leading surety agents in the country, 
was made a vice-president of the Na- 

tional Surety this week. 

Nearly thirty years ago Mr. Smith be- 
came associated with the general agency 
of the National Surety, Philadelphia, as 
a solicitor. Within a year circumstances 
—or perhaps opportunities—put Mr. 
Smith into the position as the company’s 
sole representative in Philadelphia with 
offices in the Drexel building, Fifth and 
Chestnut streets. 

In his pioneer days when solicitors had 
to explain just what a surety bond was 
Mr. Smith made a record as a pro- 
ducer in a new field. Mr. Smith has 
been a member of the State Legislature, 
the City Council, Postmaster, Public 
Service Commissioner, Mayor and has 
been one of the leaders in civic affairs. 

le is also chairman of the executive 
committee of the Delaware River Bridge 
Joint Commission. 





A Blue Pencil Started 
The Globe On Its Way 


REID TELLS AGENTS ABOUT IT 


Company’s 15th sins Celebration 
Encourages Speakers at Banquet to 
Great Heights 

In the full crescendo of its fifteenth 
anniversary banquet Monday night at the 
Hotel Robert Treat, Newark, and amidst 
all the joyfulness of good fellowship, the 
Globe Indemnity, both executives and 
agents, paused to pay homage to a big 
blue pencil which is now framed in 
President A. Duncan Reid’s private of- 
fice. 

Nearly three hundred general 
branch managers and 
cheered when a_ picture 
was flashed on the screen, along with 
the pictures of Hugh Lewis, general 
manager of the Liverpool & London & 
lobe, and other celebrities. 

Mr. Reid then asked Lee J. Wolfe 
and Colonel James F. Peavey, right 
hand man to Henry Marsh of Marsh & 
McLennan in New York, to stand. He 
said: “These two men were the first 
two interested enough in the destiny of 
the Globe Indemnity when it opened its 
doors back in September, 1911, to pay 
me a visit. They found me sitting on 
the window sill in an office devoid of fur- 
niture. Lee Wolfe asked me why I 
didn’t start something. And my _ reply 
was: ‘Well, the only thing we have right 
now to start for is a vision and with 
that we'll get ahead. The details will 
work themselves out. Whereupon Mr. 
Wolfe beamed all over and said: ‘Here, 
let me start you off.” He then handed 
me the famous blue pencil which has 
always figured so largely in all our busi- 
ness affairs.” 

Premiums of $58,000 in 1911 

President Reid then launched into a 
vivid description of the Globe's prog- 
ress, saying that at its inception it had 
only six employes on the payroll as 
compared with 1340 today. Its premi- 
ums in 1911 were $58,000 as compared 
with $22,000,000 which the company ex- 
pects to produce in 1926, He impressed 
upon his listeners that this progress 
would have been impossible without their 
loyal support. He also told them that 
the Globe was proud of the fact that it 
had lived up to the traditions which had 
built up the parent company so_ sub- 
stantially, and had strived to emulate 
them from the start. 

Warner Springs a Surprise . 

Harold Warner, joint general attorney 
for the Liverpool & London & Globe, 
and vice-president of the Globe Indem- 
nity, then rose to speak and it didn’t 
take those present long to find out that 
he admirably lived up to Mr. Reid’s es- 
timate of him which was: “a four square, 
real red-blooded fellow, of our type.” 

“It was a source of regret,” said Mr. 
Warner, “that our own Hugh Lewis 
could not be here tonight. This was 
because pressure of business on the other 
side made his presence impossible. He 
has cabled his greetings to you here and 
[ know that he is thinking of you now.’ 

Mr. Warner’s next act was to read 
to the Globe men a letter which had 
been sent to President Reid by Mr. 
Lewis’ wife, congratulating him on the 
wonderful success the company had 
made under his leadershin. With a sly 
glance at Mr. Reid he said: “Duncan 
doesn’t know how I ever got hold of 
this letter and my reading of it is a 
complete surprise to him. To be hon- 
est, I picked it up off of his desk and 
just couldn’t resist letting you fellows 
know what our general manager’s wife 
thinks of your leader.” 

“Vic” Barry at His Best 

Noted as an after dinner speaker, 
James Victor Barry, fourth vice-presi- 
dent of the Metropolitan Life, rose to 
his height when he addressed the Globe 
family. He graciously responded to Mr. 


agents, 
agents present 


of this pencil 


Reid’s tribute to him by saying: “It 
is a lusty Globe indeed that leans upon 
an unbroken Reid. For. the next. fif- 
teen minutes the banquet hall rang with 
appreciation of Mr. Barry’s witticisms, 
told in a fashion that has no equal. His 
closing word was: “I hope that the com- 
ing year will be one of divine discon- 
tent; the discontent that strives for 
clearer vision and higher aspirations.” 
Hurrell in Whimsical Mood 

Entering into the spirit of the occa- 
sion with enthusiasm, the scholarly Al- 
fred Hurrell, vice -president and general 
counsel of The Prudential and a close 
personal friend of Mr. Reid’s, touched 
only lightly on things serious. His talk 
was largely in a humorous vein. But in 
his closing thoughts he hit upon a vital 
problem when he praised the United 
States for consistently recognizing the 
rights of property. He said: “We need 
more weight upon the flywheel of goy- 
ernment; the rights of property § are 
keeping this country upon an even keel, 
You are better citizens because you are 
tvine up closely with the social order 
of the country. 

“Many of you have suffered because 
of efforts in your respective states to 
put themselves or the national govern- 
ment into business. This is especially 
true of those here who live in states 
that are pushing state workmen’s com- 
pensation. IT commend you for being op- 
posed to such acts.” 

Other cuests at the speaker’s table in- 
cluded Thomas C. 
ident of the Globe Agents’ 
acted the host at the 
the following night; Edward IF. Woods, 
veteran general agent of the company 
at Boston, and Hugh Louden, formerly 
Eastern department manager of the Liy- 
erpool & London & Globe in this coun- 
try, now retired and living at Babson 
Park, Florida. A tribute was paid to 
Mr. Louden by Mr. Warner in his speech, 


REAFFIRM OLD RULES 


Association, 
agents’ banquet 


N. Y. Situation ‘Untoudhedl at Surety 
Acquisition Cost Meeting; Committee 
of 5 to Submit Plan at Los Angeles 
The outcome of the mecting of surety 
executives for three days last week at 
the Hotel Pennsylvania on the surety ac- 
quisition cost plan was that the plan 
drawn up early last summer was reaf- 
firmed to the satisfaction of all except 
in a few minor respects. The total ac- 
quisition cost is to be limited to 30% 
and local agents and brokers will be 
limited to 20%. The rules will become 

effective January 1. 

A committee of five companies was ap- 
pointed at this meeting to put the plan 
as it now stands before the National 
Convention of Insurance Commissioners 
at their annual meeting in November at 
Los Angeles. The executives who will 
in all probability be on this committee 
are: Jesse S. Phillips, president Great 
American Indemnity; Charles R. Miller, 
president Fidelity & Deposit; Allan J. 
lerres, vice-president Fidelity & Casual- 
ty; William B. Joyce, chairman of the 
board, National Surety, and W. L. Moo- 
ney, vice-president Aetna Casualty & 
Surety. They will practically ask the 
co-operation of the commissioners in put- 
ting the rules into effect. 

The situation as it affects big surety 
producers in New York still remains un- 
settled. It was learned. this week that 
this question did not come up at the 
meeting. Some feel that those offices 
which give expert service should be en- 
titled to more commission than those 
which merely pass the business along 
to the home office. In other quarters 
it is felt that the commission should be 
the same for all. 





FAREWELL LUNCH TO W. D. REED 

A farewell luncheon was given last 
week to William Dike Reed, of the le- 
gal casualty department, New York of- 
fice, United States F. & G., on his re- 
tirement from the services of the com- 
pany. Mr. Reed has also been chief 
trial counsel for the company. He will 
devote his entire time to private prac- 
tice. 
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SAMUEL APPLETON BUILDING 
110 MILK STREET, BOSTON, MASSACHUSETTS 





Practically every form of Insurance except Life 








] KNOW there is a possibility of my meeting witha serious accident. 
I feel that the only disturber of my income that I will meet, over 
which I have no control, is accident. Accident insurance guarantees 


my income and creates an estate for my dependents should I meet 
with accidental death. 


That is Why I Carry Accident Insurance 


I am connected with a multiple line insurance organization. Almost 
everyone is a prospect for accident insurance. I find accident insur- 
ance is easy to sell because it may mean dollars and cents paid directly 
to the assured. Properly sold it means that the assured has been given 


“The Service That Satisfies.” It is then easier to sell him automobile, 
general lialility, residence theft, etc. 


I find accident insurance renews more easily than any other form. 
I am in the insurance business primarily to make money for myself. 


That is Why I Sell Accident Insurance 


[The above advertisement was written by one of our agents} 
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Welton President Of 
New York Indemnity 


A POPULAR INSURANCE FIGURE 


Made a Ressnifiaibiie ieee in Few 
Years; Former Newspaper and Ad 
Man; Confirmed Conventioneer 


Spencer Welton, 
time has won 
the surety 
one of the 
is the 


who in a very short 
a commanding position in 
insurance business, becoming 
most popular figures in it, 


new president of the New York 
Indemnity Company, succeeding M. O. 
Garner, who returns to his old duties as 


general counsel of the National Surety. 
Mr. Garner succeed¢d E. M. Linville 
more than a year ago, the latter’ now 
being with Marsh & McLennan. The 
new president of the New York Indem- 
nity assumes his new duties on Novem- 
ber : 

Mr. Welton’s success in picking up 
friends since he entered the ranks of 
the surety business a few years ago, 
having been drafted into the Fidelity & 


Deposit organization by Colonel Edgar 


Hamilton, former executive manager of 
that company, has been amazing. He 
built his wide contacts largely through 


attending insurance conventions, first as 
a guest of the conventions and then as a 
speaker. He quickly absorbed the surety 
insurance atmosphere and was able to 
explain its lure to a vast number of 
agents, as many of the conventions he 


attended were those of the state asso- 
ciations of local agents. He knows just 
as many fire agents as casualty agents 


and his success as a 
recently conventions have seemed lack- 
ine if they were not attended by Mr. 
Welton and his attractive family. 

His Career 


“mixer” is such that 


Mr. Welton has contributed 
articles on salesmanship and direct-mail 
to insurance publications. He is a firm 
believer that insurance companies should 
be heard and seen. His early training 
was in the advertising and newspaper 
business and he was a protege of Charles 
Austin Bates, master mind in advertising. 
From newspaper and advertising offices 
he went into business and became presi- 
dent of the Sterling Tire Co. He is a 
Connecticut man by birth. 

Recently Mr. Welton attracted 
attention by publishing a book 
his experiences as a 
which he chattily 
sonalities in the 
whom he 
meetings. 

Since entering the surety business Mr. 
Welton has been its most extensive trav- 
eler, going from Coast to Coast, and also 
to the West Indies. 

Among his, New York 
Lambs and the Lotus. 


valuable 


wide 
giving 
conventioneer, in 
sketched various per- 
insurance business with 
had come in contact at these 


clubs are the 


NUTTLE PRODUCTION MANAGER 


Successor to Seaneet Welton i in Fidelity 

& Deposit a Veteran in Company; 

Yost Also Promoted 

Charles R. Miller, president of 
Fidelity & Deposit, made known this 
week that F. R. Nuttle would -succeed 
Spencer Welton, who resigned to be- 
president of the N. Y. Indemnity, 
as production manager of the company. 
Mr. Nuttle has been with the company 
for a good many years and has been a 
very able assistant to Mr. Welton. 
John G. Yost is assistant manager of 
production. Messrs. Nuttle and Yost are 
we: tant secretaries of the. Fidelity & 
leposit. 


the 


come 


STONE TALKS IN WISCONSIN 
Edward C. Stone, United States 


man- 
ager of the Employers’ Liability, deliv- 
ered a talk on compulsory automobile 
liability insurance before Wisconsin In- 


surance Day on October 20. 


NEWARK NO-ACCIDENT DRIVE 


Forty-four concerns in Newark, par- 
ticipating in the effort to make October 
a “no accident month,” have obtained 


this goal for the first two weks, 


. national colors. 


T. E. Hanlon Honored 
At Employers’ Meeting 


FIRST STAR PRODUCERS’ AFFAIR 

U. S. Manager eee Tells 25 Men 

Present His Job Would Not Be Worth 
a Cent Without Their Help 

When twenty-five picked producers of 
the, Employers’ Liability gathered at the 
home office for a three day session this 
week, one of the events was the pres- 
entation of a handsome shield to Thomas 
Ik. Hanlon, general agent of the company 
at Cincinnati, in recognition of his 
achievement in obtaining the largest 
number of points in a contest for in- 
crease in business during July, August 
and September. 

Honorable mention was given to 
George R. Burton & Sons, the corpora- 
tion’s representatives at New Haven, who 
were close on the heels of Mr. Hanlon 
in this competition. Credit was also 
given George F, Douaire, manager of the 
Illinois department; Rk. M. Neely Com- 
pany, general agents for Minnesota and 
northwestern Wisconsin; John L. Wor- 
th im & Son, general agents of Houston, 

“ex., all of whom exceeded their quotas 
with the help of their producers. 

This conference was known as the first 
star producers’ conference, and those 
who attended from all parts of the coun- 
try were picked to attend by their gen- 


eral agents or branch managers because 
they were doing their full share, and 
more than that, to put across the drive 


for $25,000,000 of profitable premiums for 
the company this year. 

The affair was a decided success. It 
was the first meeting of its kind ever 
held by the Employers’ Group but it will 
not be the last. Starting with an ad- 
dress of welcome from Edward C. Stone, 
U.S. manager, the program moved along 
swiftly with talks by various department 
heads and executives of the company. 
The afternoons and evenings were de- 
voted to sightseeing and entertainment. 

Must Have Go-Getters 

In his talk Mr. Stone said: 

“Tl am. strong for the producers in the 
field. My job is not worth a cent if I 
do not have their co- operation, and no 
one knows it better than I. * * The 
man we want as our representative is 
the man who is a go-getter. He must 
have a combination of knowledge of the 
business and the energy to go out and 
get business.” 

Mr. Stone stated that the showing 
made by the men on the firing line for 
the first nine months of 1926 was greatly 
appreciated by those at the Boston of- 


fice. He welcomed the represeentativs 
of the corporation to “cold-blooded” 
Joston and said that the conference 


would be a decided success if those who 
attended it went back to their homes 
with the realization that those at the 
home office were human beings who 
were anxious to help those who made 
possible their jobs. 


INSURE QUEEN MARIE’S SALON 


Ambassador Hotel, N. Y., Gets $350,000 
Burglary and $100,000 Breakage In- 
surance on Priceless Furnishings 
In connection with the Hotel Ambas- 
sador’s arrangements for the visit of 
Queen Marie of Rumania this week in 
New York, the entire fourth floor of 
the hotel has been transformed into a 
miniature palace, thoroughly European 
in tone and embellished with furnishings 

valued at $390,000. 

It is understood that the contents of 
the Queen’s chambers there were insur- 
ance for $350,000 against burglary and 
$100.000 against breakage. Some of the 
furnishings are priceless. For example, 
over the mantlepiece in the Queen’s 
salon is a tapestry portrait of Louis XV, 
woven at the Gobelin ateliers by Coz- 
zette after a painting by Vanloo, at 
the king’s own order. 

A superb hanging, lent by a resident 
of the hotel, will greet the queen when 
she leaves the elevator at the fourth 
floor. By chance it is in the Rumanian 


Says Advertising 
Builds Confidence 


RAYMOND’S PAPER AT DETROIT 


Vice-President of S. S. Glass Believes 
Much Good Would Result From 
Co-op. Advertising Campaign 


That E. S. Raymond, vice-president 
of the S. S. Glass Corporation, Detroit, 
is entirely in sympathy with the move- 
ment to have companies advertise more, 
was evidenced by the opinion expressed 
in his paper which was presented Tues- 
day afternoon at the Detroit advertising 
conference in his absence. Mr. Ray- 
moud was unable to be present since 
he was attending the fiftieth anniversary 
celebration of the Globe Indemnity. 

Mr. Raymond was of the opinion that 
public confidence in a company cannot 
be established successfully without. the 





aid of advertising. His paper read as 
follows: 
The advantages are multifarious. 1 


can best consider this subject having in 
mind the impressions 
tising have made 


company adver- 


upon me. The few in- 
conspicuous because of the 
almost absolute lack of intelligent ad- 
vertising on the part of most. companies. 
To simply know a company by name is 
scarcely enough. Public confidence in 
the company, the plan of coverage, etc., 
must be established at all times. Adver- 
tising will accomplish this. Company 
advertising gets agents. Jt secures :an 
intelligent representation through its 
agents who in turn get business. 

Through advertising a company be- 
comes known. Its principles should be 
stated, emphasized and magnified, I do 
not say exaggerated. Because of these 
stated principles the company manage- 
ment is constrained to conduct its busi- 
ness becomingly and here again is an 
advertising medium, not in print but 
“puss in boots.” 

Company advertising in insurance pe- 
riodicals is merited in every sense but 
even this can be improved upon, for 
much of the advertising says nothing. 
It doesn’t talk. 


stances are 


Favors Collective Advertising 


Collective advertising, or even several 
companies advertising some specialized 
line or lines has advantages not yet ap- 
preciated. If companies could or would 
get together and forget self, untold good 
would result. A national advertising 
program would _ stimulate business, 
which is now decadent, to the extent that 
all would benefit, and might we urge 
thought along this line. If the problem 
is too big, try it out in a local way. Re- 
sults must follow to those companies 
with anything like an agency organiza- 
tion. 

The company or companies must en- 
courage the public to buy insurance. It 
must do it by representation. It can 
best do it by advertising widely, viz., bv 
that advertisement of the right kind. 

Advertising in some sense is_ best 
adapted to companies writing multiple 
lines, some of which are specialized lines, 
yet single line companies have made a 
reputation for themselves through fair 
dealing, conservative and well balanced 
advertising with regularity. Perchance 
such a company adds some special line, 
immediately the door is open for a good 
volume of business and substantial pre- 
minum return. 

Most lines of insurance are not well 
understood by the public and agents, if 
asked to explain, are incoherent in their 
explanations. Thus, good advertising will 
pay because the advertisement as to the 
company, its policy, its policies. and an 
outline of the coverage afforded with 
the reasons why such coverage should 
be sought, at once becomes a text in the 
hands of the agent. All he may say will 
emphasize what the purchaser already in 
some sense knows, but is immediately 


—. 


refreshed in mind and memory. He 
buys, the agent makes a sale and the 
company gets the premium. 

There is a marked difference between 
advantageous advertising and that kind 
of advertising which invites first inves- 
tigation, then suspicion. Such a piece of 
advertising came to my attention a few 
days ago. A certain general agency ap- 
pealed for business. It submitted first 
that it would write business at 20% of 
manual, and second, that the company 
it represents had a surplus as regards 
policyholders of two hundred or more 
thousands of dollars. They had added 
capital and surplus together, while as a 
matter of fact its surplus was so_ small 
that any unusual happening would imme- 
diately impair its capital. We know 
what would happen then. That com- 
pany doesn’t do much advertising. It 
can’t. Suffice it to say both company 
and general agency were immediately 
forgotten, at least favorably. 
Successful Companies That Advertise 

It may be ungracious to mention any 
particular successful companies that ad- 
vertise, but I cannot refrain in this ins 
stance from mentioning several of the 
“old time” companies, the Hartford 
Steam Boiler Inspection and Insurance 
Company with its “Locomotive.” How 
well it has established itself in mind and 
memory. It has outlived the older gen- 
erations, and, while there may be other 
companies just as good, it is not very 
often that the agent representing that 
company needs to explain. It was only 
a little time ago that I tried to sell a 
certain line of insurance. I failed up to 
the point that I told him I could write 
it in the Hartford and the deal was 
forthwith closed. 

Again we can mention without preju- 
dice, and potently, the Aetna Insurance 
Co., The Hartford Fire, the L. L. & G, 
the National, the Insurance Company of 
North America and many others and as 
a limited multiple line companv, the 
Actna Life with its “Aetna-ized” pro- 
gram now familiarly known everywhere 
through a wide advertising program. 

While the medium of advertising may 
be different, many a man remembers 
The Travelers—having broken his pen- 
knife years ago trying to scratch the 
enamel from the sign in the ticket office 
window, and now The Travelers con- 
ducts a wide spread advertising cam- 
paign, securing enviable results. 





HOLD 1ST GET-TOGETHER 


Agents of Reliance Casualty of Newark 
Guests of Company Last Night; 
Officers Present 
It was a pleasant occasion last night 
for forty-five agents of the Reliance Cas- 
ualty of Newark attending the first 
agent’s get-together that this company 
has held since it was organized in the 
late spring. After a business session, 
and talks by the officers on the prog- 
ress the company has made, the party 
went to the Newark Athletic Club where 
arrangements had been made for dinner. 

Every officer of the company was pres- 
ent from _— Lynch, its president, to 
Russell B. Taylor, its vice-president and 
general manager, who was very much in 
evidence as master of ceremonies. The 
greeting which each agent found by his 
place-at the table gave a most sincere 


welcome. It read: “By the simple proc- 
ess of sitting down together, talking 
over our problems, exchanging ideas— 


we may become better acquainted and a 
spirit of fellowship developed among the 
Reliance Casualty and its agents. 

“We are applying the ‘Golden Rule’ 
in the straightforward fashion that goes 
back to the beginning of things so there 
may be co-operation and success for all 
here.” 

The company has produced since its 
inception approximately $100,000 i in auto- 
mobile premiums. which line it writes 
exclusively in New Jersey only. _ Its 


plan of having claim service throughout 
the United States has now been devel- 
oped to such an extent that there are 
five or six claim representatives in every 
state in the Union. 
appeal to the agent. 


This carries a big 
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Casualty Companies 
More Alert to Training 


J. R. WILSON TELLS AD MEN 





Maryland Casualty Executive Believes 
Education of Public as to Value of 
Insurance Is Necessary 





Joseph R. Wilson, manager of the de- 
velopment division of the Maryland Cas- 
ualty, in an address before the surety- 
casualty group, at the Insurance Adver- 
tising Conference, held in Detroit, this 
weck, discussed the education of agents 
by their companies and the education of 
the public by both companies and agents. 
Mr. Wilson’s remarks were in part as 
fc lows : 

“Education, stimulation and aid of 
agents by our companies. Education of 
the public by our companies and agents. 
This is my address in eighteen words. 
It is my response to the keynote of your 
convention—‘Helping Our Agents.’ It is 
my answer to the question I have been 
requested to discuss — ‘Development 
Problems and How I Meet Them.’ 

“Insurance executives are confronted 
with four great business development 
problems: 1. The selection of agents 
who possess the qualities necessary to 
success such as industry, initiative, per- 
severance, the fighting spirit, experience 
and a desire to render real service. 
2. Control of the agent’s time so as to 
cause him to do what experience proves 
he should do, and do it in the right way 
and at the proper time. 


Urges State Qualification Laws 

3. Training agents in a complete 
knowledge of their business and of 
the best production methods, and ren- 
dering them practical aid in business 
building. 4. Education of the public 
concerning the purposes and benefits of 
the various forms of protection which 
our companies provide. 

“Comparatively little is known of se- 
lection. Picking men is difficult. To do 
so with certainty of success is not pos- 
sible. Psychologists and insurance exec- 
ulives are striving hard, but more or 
less in the dark, to solve this problem. 
Many claim to have met with much 
success. 

“A great help in solving the selec- 
tion problem would be the passage by 
each state of rigid agency qualification 
laws. Every agent should be required 
to prove himself qualified before being 
granted a license. Some. states have 
such laws, as you know. But even quali- 
fication statutes solve our selection 
problem in part only, for should an 
agent prove his familiarity with the lines 
he sells, his examination would not es- 
tablish his ability as a producer. That 
can only be demonstrated by results. 


Controlling Agent’s Time 

“Not much can be done to control the 
agent’s time, which is his own because 
he works on a commission basis. Agents 
do as they please and will continue to 
do so. Many can be led to systematic 
activity by proving to them the possi- 
bilities of the business, and showing 
them how to profit from their practically 
unlimited opportunities, but they cannot 
be driven. Even with the life insurance 
companies whose field organizations are 
probably the most effective, it is esti- 
mated that agency work is less than 

fty per cent efficient. ‘How to make 
our agents work is our biggest problem,’ 
said an executive of one of the largest 
fire companies. ; 

“We have the logical solution of the 
agency training problem, which, in my 
opinion, is the foundation upon which 
we must build our business development 
efforts. While this question has been 
solved, inability to control the actions of 
agents is a handicap. We can do no 
more than offer to train them: to equip 
them thoroughly for profitable work. 
We cannot force them to enroll for 
courses of instruction. 

“Splendid results in educating agents 
are being accomplished by the schools 
which are maintained by some of the 
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larger companies at their home offices, 
and by those public institutions of learn- 
ing which offer instruction covering 
every phase of the insurance business. 
These schools have successfully analyzed 
the agent’s job. They have developed 
courses of study which enable the agent 
to equip himself for successful field work. 
They instruct the agent how best to use 
the material furnished so that he may 
make his opportunities serve him. These 
schools provide the foundation upon 
which we must build in helping our 
agents sell. 

Boosting Casualty to the Public 

“The fourth problem—education of the 
public—can be solved in only one way: 
by the convincing presentation of our 
proposition to all for whom we are pre- 
pared to provide our protection; all de- 
sirable prospects. The work of educat- 
ing the public devolves upon trained 
agents with the support and co-operation 
of their companies.” 

Ir. Wilson was of the opinion that 
it was essential that the public be in- 
structed as to the value of the protective 
service that the casualty companies en- 
deavor to provide. He said in part: “It 
is an undeniable fact that a large per- 
cent of the public is without even a 
speaking acquaintance with many of the 
forms of protection which our companies 
provide. This is our fault. It is our 
duty to carry the gospel of our protec- 
tive service—of our salvation from finan- 
cial losses, into the uttermost parts of 
the land so that all men may have full 
knowledge concerning those safeguards 
which our companies provide. The value 
of our protective service is quickly ap- 
preciated by those to whom the rurposes 
of the coverage is properly presented. 
As we educate the public a more and 
more general use of our service will 
follow. 

Casualty Companies Wake Up 

“The duty of educating agents falls to 
our companies. While some surety and 
casualty companies have well established 
schools for the instruction of agents and 
employes, schools which are making 
steady inroads into the ranks of unpre- 
pared field men and other workers, 
greater progress in this class of work 
has been done in other branches of in- 
surance. The life companies lead us in 
their training of men. Those surety and 
casualty companies which have been 
backward in this respect should wake 
up to their responsibilities and lose no 
time in perfecting plans for adequate 
educational work.” 

Speaking of the plans he has pursued 
with a view to mecting these prob- 
lems, Mr. Wilson told of some of the 
advertising aids that have been given 
the agents such as sales letters, news- 
paper and advertising displays. He said 
in part: “The value of intensive sales 
campaigns for the development of busi- 


People Read And Buy 
From Sales Literature 


EXPERIENCE OF THE MARYLAND 


Company Has a Number of Automobile 
Letters Which Go Out With 
Circulars 

Harry A. Warner, supervisor of pub- 
licity of Maryland Casualty, led a dis- 
cussion at the Insurance Advertising 
Conference on folders and pieces of ad- 
vertising and sales literature gotten out 
by companies for agents. In automobile 
insurance the Maryland has quite a few 
pieces of literature. One is its “Stop- 
Go” circular, explaining briefly the gen- 
eral features of automobile insurance. 

Also there is a folder, “Yesterday and 
Today,” explaining car insurance in a 
more sketchy way. Higher limits are 
explained in a circular called “High Al- 
titudes.” There is other literature for 
rural needs and to meet mutual compe- 
tition. A set of automobile letters is 
used in connection with these circulars. 
In telling how agents use the documents 
Mr. Warner gave some interesting ex- 
amples. 

The company had unusual success with 
a letter mailed with the “Stop-Go” cir- 
cular. Two hundred and fifty were 
mailed to English speaking persons in 
one territory. The letter was then 
translated into Spanish and five thousand 
circulars were distributed. While the 
letter was in Spanish the English “Stop- 
Go” circular was used and the results 
were in exact proportion to the results 
obtained from the English speaking 
people; and the percentage of insurance 
written was satisfactory. 

The Circular “Yesterday and Today” 

One agency watches the registration of 
new automobiles and immediately mails 
out the circular “Yesterday and Today.” 
On the back of the circular he men- 
tions the car the individual has and the 








ness from selected prospects cannot be 
overestimated. We offer agents every 
possible aid in conducting such work. 
Personal sales letters to prospects, 
which are written upon condition that 
the agent follows them up by prompt 
personal solicitation, constitute, in my 
opinion, the best sales expansion pro- 
gram. These letters, too, provide one of 
the most effective ways of aiding agents 
to educate the public. The use of ad- 
vertising circulars and folders is very 
helpful, but they, as well as personal 
sales letters, must be followed up per- 
sonally to get the best results. 

“IT am a firm believer in newspaper 
and magazine displays to exploit our 
business. Few of the companies use 
such publicity methods as they should.” 
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price of coverage. This adds a personal 
touch. This is followed by a personal 
call. 

Several others have found that this 
scheme works well with the “Stop-Go” 
circular. They place the cost of each 
coverage on the line with the title de- 
scribing the form of insurance—Liabil- 
ity, Property Damage and Collision. 
_By leaving a circular the agent has a 
silent salesman that will sometimes act 
during his absence. One man had a call 
two years after he sent a “Stop-Go” cir- 
cular, and wrote a premium around 
$100.00. 

Another agent of a small town em- 
ploys a boy every Saturday afternoon to 
put a folder in each car parked in town. 
Saturday afternoon is the time that the 
farmers come to town in greatest 
numbers. 

_A country agent mails the “Stop-Go” 
circular with fire and other policies. It 
gets attention because it is mailed with 
important documents. 

Another agent mailed 100 circulars at 
a cost of $2.00. The direct returns were 
three automobile policies, one fire pol- 
icy; indirectly, several prospects and 
some good advertising. 

By-Product Sales, Too 

In two’ successive years, one agency 
mailed out a “Stop-Go” circular to each 
automobile owner in the country. The 
campaign was profitable to it both years. 
As_a by-product several compensation 
and some fire policies were secured. A 
stamp was placed on the return card. 
One of the Maryland’s general agen- 
cies said that the circulars were “Dan- . 
dies” and that a 47% increase in busi- 
ness in four months was evidence that 
they were used to good advantage. 

A Maryland calendar _ blotter 


has 
proved a great success. 





PRAISES BUTTON’S PAPER 





R. H. Towner Says Virginia Commis- 
sioner Gave Clear Account of 
Conditions Which Prevailed 
R. H. Towner of the Towner Rating 
sureau has written a letter to Colonel 
Joseph Button, relative to the Virginia 
Insurance Commissioner’s talk at White 
Sulphur Springs, in which he says in 

part: 

“Your address at the convention at 
White Sulphur Springs of last week gives 
a clear and comprehensive account of the 
condition of surety companies prior to 
the reforms inaugurated by the Commit- 
tee of Insurance Commissioners; and de- 
scribes the progress of these reforms 
which resulted in the improvement of 
the surety companies to their present 
condition of solvency and sound under- 
writing. Now this is not only extremely 
interesting in itself but nearly all of it 
is entirely new to a large number of 
men now active in the fidelity and surety 
field. A great many men who now hold 
leading and responsible positions in fi- 
delity and surety companies never went 
through the period of demoralization 
which you described. It is highly de- 
sirable that they should know some- 
thing about it and your address consti- 
tutes the best source from which they 
could now obtain such information.” 





J. R. WILSON AT AD MEET 





Brother of Late Woodrow Wilson; Well- 
‘known as an Educator; Author of 
Book on Salesmanship 

The Detroit advertising conference 
this week was Joseph R. Wilson’s first 
appearance as a speaker before casualty 
and surety ad men. Mr. Wilson is a 
brother of the late Woodrow Wilson and 
has for some time directed the develop- 
ment work and training of agents for 
the Maryland Casualty. He is also the 
author of a book, “Surety and Casualty 
Salesmanship” and is the compiler of 
lesson papers on the principles of the 
business for his company. 

Before joining the Maryland Casualty 
Mr. Wilson was vice-president of the 
United States F. & G. and while with 
that company he comniled the text book 
which its agents used in gaining a back- 
ground for their work in the field. 
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Ad Men Hear Budget 

Plan of Sandulax Co. 
DESCRIBED BY G. W. CAHOON 
A Method of Selling Automobile Insur- 


ance on Deferred Payment Idea; 
$20 Down and $8 Monthly 


There has been so much talk pro and 
con about the deferred payment plan of 
selling insurance that it was quite re- 
freshing for the casualty and surety ad 
men this week at Detroit to listen to a 
description of how it is successfully 
working in the Sandulax Company of 
Pittsburgh. George W. Cahoon of this 
agency, which specializes in automobile 
insurance, feels that the plan is a busi- 
ness getter. He said that it breaks down 
sales resistance that is difficult to over- 
come otherwise without laying one’s 
agency open to serious credit losses. It 
will take thousands of dollars out of ac- 
counts receivable and put them into notes 
receivable account. “Best of all,” he 
emphasized, “you have the confidence 
that the amount cach client owes you will 
be reduced by a definite sum on a defi- 
nite day each month.” 

Briefly, the deferred payment plan of 
the Sandulax Company provides that. if 
the car buyer needs $100 worth of in- 
surance to protect his car, the agency 
asks him to pay only $20 on the delivery 
of the policy. “Thus we collect the thir- 
ty day short rate cancellation premium 
in advance,” said Mr, Cahoon. 


Car Owner Pays $8 a Month 


“We then divide the balance of $80 
into as many equal monthly payments as 
he desires—not to exceed ten. On the 
ten months plan, therefore, he pays only 
$8 each month, plus interest at one-half 
of one per cent. per month on the unpaid 
balance. ‘This interest charge we _be- 
lieve proper and necessary to avoid any 
semblance of discrimination. After of- 
fering this plan of payment to many 
prospects who were careful drivers and 
for that reason didn’t need insurance, we 
realized that they didn't mean exactly 
what they said; that the real difficulty 
was that they didn’t have or couldn't 
spare $100 or perhaps even $50 for a 
lump payment.” 

Mr. Cahoon said that the popularity 
of the time payment plan is obvious. 
Many people have always bought furni- 
ture and their homes that way. Its 
spread during the past few years has 
been phenomenal. “What is there today 
that cannot be purchased in this man- 
ner from a thirty dollar suit of clothes 
to a Rolls Royce?” he asked. 

“Purchase out of income rather than 
capital is the way the manufacturers of 
the higher priced automobiles put it. We 
are constantly reading statistics which 
show that 75% to 80% of the automo- 
biles sold are sold on the time payment 
plan. Our automobile insurance pros- 
pect of moderate income is thoroughly 
famiilar with the deferredd payment 
plan.” 

“Our budget plan, we know, enables 
us to make many sales that we would 
miss without it. It enables many an au- 
tomobile owner who is sold on the need 
for insurance to buy liability and prop- 
erty damage at least where otherwise he 
would never feel that he could afford the 
premium,” 


The Plan in Actual Operation 

Turning to the actual working of the 
plan in an agency office, Mr. Cahoon 
said: 

“Each deferred payment or budget ac- 
count means a note with possibly as 
many as ten due dates. In our office 
we send a notice to the assured six days 
before each payment is due. We have 
found that we can save time by having 
all notes fall due on the Ist, 10th or 20th 
of the month. With this plan a girl 
spends a half a day three times a month 
mailing notices. If the payment has not 
been made five days atfer it is due, we 
mail a second notice. 

“Five days later, if the account is still 
unpaid, we write a letter to the assured 
explaining carefully that for this plan to 
work successfully for all concerned, pay- 


ments must be made promptly when due. 
The account is then allowed to ride until 
six days before another payment is due 
when a second letter is written calling 
the assured’s attention to the fact that 
two payments are now due. If a re- 
mittance is not received by the date the 
second paymen is due, a registered let- 
ter of cancellation is then mailed to the 
assured. 

*By this time we’ve lost a client to be 
sure, but we have no regrets. He owes 
us nothing. We have the earned pre- 
mium to the company without a pang. 
We don’t wonder if a few more days of 
patient waiting or a more tactful collec- 
tor would have saved the business. We 
feel sure that we don’t want his business 
if he can’t pay us $8 a month.” 

Success from Newspaper Advertising 

The ad men were quite interested in 
the newspaper advertising which the 
Sandulax Company has done during the 
past two years. During 1925 from Feb- 
ruary to October a display ad was used 
every week in one morning and one af- 
fernoon paper. Each week the copy 
was changed and occasionally the size 
of the space was increased. 

“The response to this advertising was 
rather startling to us,” said Mr. Cahoon. 
“Inquiries came to us by mail and tele- 
phone. We immediately realized that 
we had to have a folder giving all the 
details of our budget plan—something 
that we could mail to the man who was 
interested—and that would give him a 
complete picture of our deferred pay- 
ment plan. We received orders for poli- 
cies by mail and over the telephone. 
We sold policies over the counter to peo- 
ple that we had never canvassed. The 
volume of these was not great, but the 
complete sale of automobile insurance 
by newspaper advertising seemed to us 
startling and indicative of the tremen- 
dous power of the medium we were us- 
ing. 

“This year we are just concluding a 
thirty weeks’ newspaper campaign. The 
first two insertions were six inches by 
two columns, all of the others six inches 
by one column with a weekly change of 
copy. All of our adverusing copy was 
prepared by a Pittsburgh agency and 
composed by a Pittsburgh typographer. 

Conducted a Slogan Contest 

“The effect of this newspaper adver- 
tising has seemed to be cumulative. The 
cost of our 1926 campaipn will be prob- 
ably 10% less than that of 1925. ¢In 1925 
the total of the premiums written on the 
budget plan was 15% of the total auto- 
mobile premiums written, and in 1926, 
based on the first nint months, it shows 
29144,%—an increase of practically 100%. 

“Early in 1926 we decided that a slo- 
gan would be a great help to us in our 
advertising of this plan. We offered 
three modest cash prizes for the three 
best slogans submitted; advertised the 
contest in the newspapers and by a let- 
ter to all our clients. We received hun- 
dreds of suggestions. It was no casy 
matter to select the best, but after two 
evening sessions the judges awarded the 
first prize to a gentleman who submitted 
the following slogan: ‘Auto Insurance— 
the Budget Way.’ Upon the advice of 
some advertising friends, we later modi- 
fied this to: ‘Insurance—Budget Fash- 
ion” This slogan contest, we feel, gave 
our budget plan considerable indirect 
publicity in addition to securing a slogan 
for us.” 


SEEK LOWER BURGLARY RATES 

Buffalo, N. Y., Oct. 20—The Buffalo 
Retail Jewelers’ Association plan a meet- 
ing for the near future, when plans will 
be made to be presented to insurance 
companies to cooperate with them in 
order to secure lower burglary insurance 
rates. The steady growth of crime in 
Buffalo is claimed by Jerome A. Scherer, 
president of the association, to be re- 
sponsible for the present high insurance 
rates. Since withdrawal of Lloyd’s, 
many Buffalo jewelers have been with- 
out insurance protection, due to the pres- 
ent high rates, which they claim to be 
excessive. It is planned by the local 
jewelers’ organization to install protec- 
tive devices and safeguards, in a belief 
that lower rates might be secured. 








Pepys Would Have Made 
Fine A. & H. Prospect 


R. L. HILLS ON NOTED DIARIST 





Shows Insurance Advertising Men Why 
Accident and Health Needs Persistent 
Boosting to Public 





Ray L. Hills, who came on from the 
Central West Casualty of Detroit, to 
join the Great American Indemnity this 
summer as assistant 
charge of accident and health, brought 
an interesting slant on the advertising 
of this line of insurance to the ad con- 
ference this week at Detroit. Speaking 
before the casualty and surety group ses- 
sion he said that the problem which 
seemed to give the most concern was 
that of getting more agencies started on 
accident insurance. “It means continu- 
ally hammering at the resistance in the 
feeling that this is a line for specialists, 
erroneous idea among some 
agents that accident insurance 
trouble, a disturbance of clients by bad 
claims and adverse underwriting action,” 


vice-president in 


and the 
causes 


he emphasized. 

Whenever such cases come to Mr. 
Hills’ attention he has found that the 
agent’s reasoning was wrong. He con- 
sidered a particular case to be an exam- 
ple of the universal practice. He said: 
“We who have spent years in the busi- 
ness know that such ideas are wrong. 
And the agent himself, by properly se- 
lecting his risks, can help materially in 
avoiding trouble. 

Newspaper Stories Best Advertisement 


“Permanence of business counts. A 

customer is better than a sale. I could 
not conscientiously manage a _ depart- 
ment for my company if | thought only 
of the current year’s business. In a slow- 
growing line like accident insurance, this 
year’s writings should be considered as 
a start of a permanent business. Get 
that across to the agents, too. 
_ “So sell the business, and so admin- 
ister it, that it renews to the mutual sat- 
isfaction of all the parties interested. 
And the parties to the contract are not 
the insurer and insured only. Now the 
interests of the company, the insured, 
and the agent are so closely linked that 
each must be considered a vital part of 
the business transaction.” 

Mr. Hills impressed upon the casualty 
ad men that accident insurance must be 
sold directly. Advertising it to the pub- 
lic will not sell the business. The daily 
newspapers are the best advertisement 
of the hazards of life. “Our problem,” 
he said, “is to connect insurance with 
thoughts of those hazards in a way that 
will help prepare the mind of the pros- 
pect for the agent’s talk. General lit- 
erature sometimes is useful for envelope 
stuffers, and for circularizing if followed 
up closely by personal calls. This pub- 
lic advertising should avoid the spectac- 
ular, and aim to show that time—the 
ability to earn—is the most valuable thing 
to the business man; not that this in- 
surance is a gamble, with a possible re- 
turn of $1,000 for each dollar expended, 
but a constant need as great as the ex- 
pected weekly pay, since it protects the 
latter in time of distress and extra ex- 
pense. 


Keep Away from Spectacular 

“Moreover, that this institution is ad- 
ministered equitably with a spirit in 
keeping with the dignity of banking or 
life insurance. Maintain publie confi- 
dence. Keep away from the spectacular 
in advertising a personal insurance and 
in underwriting it. 

“If your company has a slogan, use 
it, of course, in your advertising. But 
do not play on old chords too much, 
else you may be charged with failing to 
live up to your noble thoughts. If your 
company is old, and has weathered the 
trials of lean years, and has not been 


given to extravagance and recklessness 
during the fat years, yours is a record 
to be proud of. But do not rely on 
age and size to attract business, because 
the representatives of a younger com- 
pany might say that it should not be 
blamed for the accident of birth, whereby 
his company came into being so late, any 
more than you yourself should be blamed 
because you were not Christopher Co- 
lumbus. Salesmanship plays on many 
emotions, uses many tools, and ridicule 
is potent in the competition for insur- 
ance as it is this fall in competition for 
favor politically. 

“Rare is the advertising man, or the 
underwriter, who really knows the repu- 
tation of his company in the field. Both 
are favorably prejudiced by the loyalty 
of their own service. Only the field man 
knows. So keep in touch with the men 
who are doing your missionary work, 
And while maintaining our loyalty— 
without which no one can be successful 
—Ict us endeavor to learn where’ our 


‘service is below our standard.” 


Reminiscences of Pepy’s Diary 


It was quite appropriate that Mr. Hills 
should quote from the diary of the fa- 
mous Samuel Pepys in developing the 
theme of his talk. Mr. Pepys wrote in 
an informal fashion about things that oc- 
curred when history was in the making. 
His observations and experiences in- 
cluded wars and catastrophes, the great 
plague of 250 years ago and the fire of 
London. On one occasion he wrote, 
“Long talking with my wife, what she 
would do, if I should by accident die.” 

The hazards of life in a_ big city 
seemed to prey on Pepys’ mind. Mr. 
Hills gave a number of excerpts from his 
diary, some of which follow, and they 
all indicate that if the diarist had been 
living today he would not have been a 
difficult prospect to sell for some énter- 
prising accident and health agent: 

“October 23, 1660. One of Mr. Shep- 
ley’s pistols, charged with bullets, flew 
off, and it pleased God that the mouth 
of the gun being downwards, it did us 
no hurt; but I think I never was in more 
danger in my life. 

“September 19, 1662. At night, I 
walked, with three or four to guard me, 
—it being a joy to my heart to think of 
the condition | was now in, that people 
should of themselves provide this for 
me. I hear this walk is dangerous by 
night, and much robbery committed here. 

“May 11, 1663. On foot, I was set 

upon by a great dog, who got hold of 
my garters, and might have done me 
hurt; but Lord! to see in what a maze I 
was, that, having a sword about me, | 
never thought to use it. 
“June 30, 1664. Walked back all alone. 
Saw a man that had a cudgell in his 
hand, and though he told me he laboured 
in the King’s yard, and many other good 
arguments that he is an honest man, yet, 
God forgive me! I did doubt he might 
knock me on the head with his club. But 
1 got safe home. 

“July 11, 1664. About eleven o'clock, 
knowing what money I have in the house, 
and hearing a noise, I began to sweat 
worse and worse, till I melted almost to 
water. Then I understood it was only 
the dog.” 





GENERAL FIRST AID COURSE 


The industrial safety committee of the 
Hudson County Safety Council of New 
Jersey have made arrangements for a 
general first aid course which will be of 
great benefit to employees in industrial 
plants. The course will be open for men 
only and will be a standard Red Cross 
course and the graduates will receive Red 
Cross certificates. A weekly session of 
two hours each will be held from 7.30 
to 9.30 each evening as follows: Tues- 
day, October 26; Wednesday, November 
3; Tuesday, November 9; Tuesday, No- 
vember 16; Tuesday, November 23; 
Tuesday, November 30; Tuesday, De- 
cember 7; Tuesday, December 14. A 
fee of $1.50 to defray cost of text books, 
bandages, splints, etc., will be charged, 
but a refund of one dollar will be made 
for 100% attendance. The committee are 
now seeking a place to hold the ses- 
sions, which will be convenient and cen- 
trally located. 
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Specialization Means Service 


_ specialist is the man you call for when you want 
service a little faster and better than usual. The spe- 


cialist smiles at technicalities and concentrates on es- 
sentials. 


The writing of Fidelity and Surety bonds is not a de- 
partmental side-line with the F&D. The F«xD 
started its corporate existence as a surety company and, 
after 36 years of constant growth, nine-tenths of its pre- 


mium volume is still derived from Fidelity and Surety 
bonds. 





It stands to reason that a company which specializes in 
suretyship is far better equipped to meet the bonding 
need of its clients and representatives than one whose 


activities are spread over many different lines of insur- 
ance. 


Hence, if you have not yet made a bonding connection, 


remember that “specialization means service” and then 
use the application coupon below. 


fy 


FIDELITY Anp DEPOSIT 
COMPANY 


of Maryland 
| BALTIMORE 
FIDELITY and SURETY BONDS and BURGLARY INSURANCE 








PRODUCTION DEPARTMENT 
FIDELITY & DEPOSIT COMPANY 
Baltirnore, Md. 


If you are not already adequately repre- 
sented in this territory I will be glad to 


a, | ave full information regarding an agency 





connection with your Company. 


E. U. 10-8 
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MERICAN INDUSTRY is dependent upon a 
vast outlay of physical resource for its efficient 
conduct. To provide for economical operation 
and consistent development, the investment in 
such enterprise must be properly protected 
against loss through fire or other hazard. 


Insurance policies bearing the Red Royal 

Shield are contracts of an organization which has 
faithfully served American business for 

eighty-one years. 


ROYAL 


INSURANCE COMPANY LTD 


DEPARTMENTAL OFFICES: 
ATLANTA, GA. 


CHICAGO, TLL. 
Milton Dargan, Manager 


Elwin W. Law, Manager 
= NEW YORK BOSTON, MASS. SAN FRANCISCO, CAL. 
William Mackintosh, Manager Field & Cowles, Managers H. R. Burke, Manager 
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